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INSIDE DOPE 


by *-EORGE F. TAUBENECK 


Stc y of the Week 

Ga of the Week ) 
No Comment 

An Essay on NOERF-26 
Thi2k Twice 

From Our Mailbag 

De! nition of a Salesman 


Ele r Statesman Was 
young Once, Too 


Sto:y of the Week 


Reveatedly Joe rapped on his pal’s 
door 

No response. 

“Hey! Open up. It’s me--your pal 
Joey. 

From within a muffled’ voice 
drawied, “Can’t. Door’s locked from 
the inside and I lost the key.” 

“Fer goshsake, that’s terrible. 
What'll you do if there’s a fire?” 


“Guess I can’t go to see it.” 


Gag of the Week 


“All children face the hard prob- 
lem of learning good manners with- 
out seeing any.”—The Aluminator. 


No Comment 


At a Washington, D. C. parent- 
teacher association meeting, accord- 
ing to the Journal of Education, the 
“character education” experiment be- 
ing carried on in the schools there 
was discussed pro-and-con. Eloquent- 
ly, a father employed by the Govern- 
ment spoke against the plan. 


“What should be taught,” he 
opined, “is common honesty. Take 
me, I bring home pencils from the 
office for my girls to take to school. 
I don’t care what happens to those 
pencils ordinarily, because the pen- 
cils don’t cost me anything. But my 
daughters no sooner lay a pencil on 
a desk until someone steals it. Just 
let the schools teach common honesty 
= we won’t need character educa- 

on.” 


An Essay on NOERF-26 


Thanks to Herman Spoehrer, of the 
Sporlan Valve Co. in St. Louis, we 
are privileged to present an earth- 


, quaking scientific discovery in this 


column. The following essay was 
written by Gene Schober, who toils 
in the Sporlan order department. We 
predict that Gene is destined for... 
er. . . well, he’s destined anyway. 
Without further ado, take it away, 
Gene Schober. 


“It is with great pleasure that the 
Diabetic Chemical Co. announces the 
discovery of a new and super-peachy 
refrigerant—NOERF-26. 


“The discovery of this revolution- 
ary refrigerant is rather romantic 
and justifies the amount of space that 
my boss assures me AIR CONDITION- 


oy REFRIGERATION NEWS will allot 


“One day in the early part of May, 
1948, Mr. Poindexter Frobisher wee 
attending a party given by Mr. H. F. 
Spoehrlik of ithe ‘Sporlan Control and 
Pipe Organ?Cb: One of the guests, 
Mr. M. Cronsonby Hayes made up a 
drink called a Devilsass. The mixture 
is compossed of three beakers of 
Dry Gin exposed to an unopened 
bottle of Vermouth, one milogram of 
lemon peel, and a silent prayer. 


“During the course of the evening 


Mr. F obisher dipped his left pinkie 
a $8 glass to retrieve an olive 
‘hat . meone,hag carelessly dropped 
nit. ' cobishér tioticed a stinging sen- 
Satioy but passed’ it off as a slight 
recur nee of Klontenschnook’s Dis- 
ag ith which he is afflicted. As 
ne fh “ning progressed, however, he 
a that the nail on his pinkie had 
aa ose and the finger had com- 
this, i to turn blue. He mentioned 
en his host and to Mr. Hayes 
il y chided him about it. Mr. 
rey cr promptly dropped the 

“© since he despised chiding, es- 
Pecial with ham hocks or light 
Wine, 

Ab \t midnight Frobisher hap- 
sor ' Slance at his left hand and 
a _ with alarm that his entire 
= ad turned blue and that the 
to ~*~ his hand from the knuckle 
bish © wrist was an angry hue. Fro- 
— sought out Mr. Spoehrlik* 

tr. 


an ings wenrlik’s name is Herman; but Frobisher, 
‘idualist, prefers to call him Harrison. 


‘Conciuded on Page 6, Column 1) 
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‘Waste’ Systems 
In N. Y. Will Be 
Shut Off June I 


NEW YORK CITY—Water Com- 
missioner Stephen J. Carney last 
week issued an order which declares 
in effect that all refrigeration sys- 
tems of over 3 tons capacity and air 
conditioning units over 3-hp. size 
will be shut off June 1 unless they 
use re-circulating water systems. 

The new order directs that all air 
conditioning and refrigeration equip- 
ment not meeting the rules laid down 
last December for new units “shall 
be shut off if not so conforming by 
June 1, 1950." The rules for new in- 
stallation established in December 
limited non-recirculating systems to 
units of three tons or less. 

Formerly units up to 25 tons, 
using 50 gals. of water per minute, 
were permitted to be of the non-re- 
circulating type. 


G-E Refrigerator 
Has Magnetic Door 


BRIDGEPORT, Conn. — General 
Electric Co. has announced a new 
household refrigerator with self-seal- 
ing magnetic doors. 

The new model, a two-door com- 
bination refrigerator-home freezer, 
also features an unusual ice-cube 
tray which permits the user to take 
out one cube at a time or the whole 
trayful; a foot-pedal door opener; 
and improved fruit and vegetable 
drawers. 

According to L. H. Miller, man- 
ager of the G-E household refrigera- 
tor division, the new doors close 
almost without a sound and form a 
tight, uniform seal with the cabinet. 
And because there is no latch me- 
chanism, he said, “a common source 
of service problems is completely 
eliminated.” 

Both the door to the large fresh- 
food compartment and to the smaller 
freezing compartment close magneti- 
cally. Miller explained that the tough 
plastic door gaskets are lined with 
one-inch Alnico magnets, the strong- 
est and most permanent magnetic 
material ever developed. These are 
attracted to the steel cabinet as the 
doors swing shut. : 

By adjusting the leveling screws 


(Concluded on Back Page, Column 1) 


Contractors In 
Houston Sign 
Building Pact 


HOUSTON, Tex.—-A master agree- 
ment that promises to bring peace to 
the construction industry in the 
Houston area labor front has been 
signed here by some 338 firms and 
contractors represented by the Gulf 
Coast Construction Employers Coun- 
cil and 23 local unions represented 
by the Houston Building and Con- 
struction Trades Council, AFL. 

Included in the employing firms 
signing the agreement were 12 air 
conditioning firms and contractors 
in the Houston area. 

The agreement is expected to curb 
wage disputes and strikes. It re- 
quires that a majority of the unions 
and firms signing the agreement 
agree before a wage change is pro- 
posed and that 30-day notice must be 
given before the expiration date of 
the contract. 

An arbitration procedure also is 
provided for, but when parties fail 
to agree on arbitration, then the 
master agreement calls for a three- 
fourths majority vote before a strike 
or lockout can be called. 

Announcement of the agreement 
was made to the public by full-page 
advertisements run by the signatories 
in the large Houston dailies, Zhe 
Houston Post and the Houston 
Chronicle. 

The advertisements headed “Sta- 
bility and a landmark of progress in 


the Construction Industry’ were 
signed for the unions by Charles 
Ditner, president, and Charles E. 


Jones, executive secretary, Houston 
(Concluded on Back Page, Column 5) 


The Columbus Story 


The “Columbus Story” is a con- 
tinuation of the editorial feature 
inaugurated earlier this year, 
wherein NEWS staff members go 
to one metropolitan area to find 
out “how are appliance, commer- 
cial refrigeration, and air condi- 
tioning dealers and _ contractors 
conducting their businesses today?” 


The article starting below tells 
something about Columbus as a 
city, while scattered throughout 
the issue are stories on how the 
industry does business in Columbus. 


Baker Policies 
On Mfg., Sales 
Are Revised 


SOUTH WINDHAM, Me. — Reor- 
ganization of Baker Refrigeration 
Corp.’s sales department and estab- 
lishment of new manufacturing and 
sales policies have been announced 
by Frederick W. Smith, vice presi- 
dent in charge of sales. 

Baker is discontinuing contracting 
operations in Omaha and St. Louis 
and distributors are being appointed 
to handle all Baker sales, service, 
and contracting work in these areas. 
The Central Ice Machine Co. will 
be the Omaha distributor, and the 
St. Louis distributorship plans will 
be announced soon. 

Smith announced that the present 
Baker contracting branches on the 
West Coast located at Seattle; Port- 
land, Ore.; San Francisco; and Los 
Angeles would not be changed due 
to the geographic location and the 
specific types of business served in 
these particular areas. 

Since becoming associated with 
Baker early in January, Smith has 
visited each Baker branch on the 
West Coast and completed two 
swings through the mid-west and 
eastern sections of the country, call- 
ing on Baker distributors and work- 
ing closely with their own field 


(Concluded on Page 4, Column 1) 


Freezer Sales for 
Janvary Show Rise 


(See table page 4) 

NEW YORK CITY—January sales 
of home and farm freezers by 29 
companies reporting to the National 
Electrical Manufacturers Association 
totaled 31,948 to exceed December 
sales by 32%, the association has 
announced. This total compares with 
27,230 for January, 1949. 

Sales were led by freezers in the 
classification of 11.0 to 12.9-cu. ft. 
capacity. Sales in this category 
totaled 12,080 units, according to 
the report. The next size category, 
13.0 to 16.9 cu. ft. only totaled 
5,247 units. Wpright model sales 
totaled 1,108 compared to 957 units 
for December. 

Domestic sales for January ac- 
counted for 31,629. 


By George F. Taubeneck 

To the rest of the nation Colum- 
bus, Ohio, probably is best known 
for its Downtown Quarterbacks Club 
—an amorphous “organization” of 
businessmen who are at once grimly 
serious and wildly ecstatic about the 
fortunes of Ohio State university in 
the sports world. These businessmen 
—who make and break coaches—are 
in the headlines as much as the 
teams themselves. 


Chief Downtown Coach Eddie 


“Graff of Ranco and his fellow Quar- 


terbacks should be quite happy about 
the Ohio State athletic situation to- 
day. As you know, Ohio State tied 
for the Big Ten football title and 
defeated California in the Rose Bowl; 
won the Big Ten. basketball banner; 
captured the Big Ten indoor track 
and swimming championships (and 
is favored for national collegiate 
honors in both sports); and even won 
the top award in intercollegiate bil- 
liards! 

This string of honors is unprece- 
dented in collegiate history. 


Nevertheless the Downtown Quar- 
terbacks, traditionally lugubrious, 
are not so happy as you might think. 


Their lack of confidence is badly 
shaken, and that leaves them out on 
an uncomfortable limb. As Eddie 
Graff, the Downtowners’ first-string 
Quarterback, puts: it: 

“We have no place to go now 
but down!” 


Christopher Columbus didn’t know 
where he was going, didn’t know 
where he was when he got there, 
and didn’t realize what he’d done 
when he discovered America. Never- 
theless, he was one of the greatest 
men in world history. 

Columbus, Ohio, is in the same 
wonderful situation. Quite without 
planning, it has become not only 
America’s Typical City, but a metro- 
polis of true significance and impor- 
tance. 

Nobody in particular “planned” 
that Columbus would become the 
Capital City of Ohio, a manufactur- 
ing center, a transportation hub, and 
a typical “home town.” Just hap- 
pened. Not accidentally, perhaps. Its 
citizens simply minded their own 
business until that business became 
very good, indeed. 

Columbus is unique in that it did 


Columbus Is a True American City 


not become a capital city by design. 
Thirteen decades ago the State of 
Ohio decided to seek a centrally lo- 
cated site for its capital. A number 
of pioneer settlements contested 
spiritedly for this prize. 

Surprisingly, the proposal of a 
syndicate of businessmen, who 
offered only an undeveloped clearing 
in a forest, beat out the inducements 
of land and money and established 
sites that were dangled before the 
State Legislature by “going concern” 
communities. 

On Feb. 14, 1812, Ohio’s legislators 
accepted the syndicate’s offer to build 
a brand-new capitol on the “high 
bank east of the Scioto River di- 
rectly opposite the town of Franklin- 
ton.” Immediately the syndicate 
plotted the village, and recruited 
settlers. Cabins sprang up here and 
there, “washing” was hung out on 
the line, and Columbus was in busi- 
ness. "Twas a great example of Free 
Enterprise at work! 

Growth of Columbus wasn’t rapid, 
but it was steady—like most sound 
American business enterprises. At 
the end of the first year the in- 


(Concluded on Page 22, Column 1) 


G-E Files Suit 
To Stop Macy’s 


Cut-Price Sales 


6 Other Suits Started 
In N. Y. Against Retailers 
Bucking Fair Trade Law 


NEW YORK CITY—General Elec- 
tric Co. last week took the lead 
among electric housewares manufac- 
turers in attempting to stop Macy’s, 
New York, from selling fair-traded 
items below minimum retail prices. 

The company moved to sue the 
country’s largest department store 
for allegedly selling its steam iron 
at $3.59 below the established mini- 
mum of $17.95 and its sandwich grill 
at $3 under the fair-traded list price 
of $14.95. 

Affidavits charging Macy's with 
such action were filed in the New York 
County Supreme Court. A show-down 
between the two huge concerns is 
due to start April 10, when G-E’s 
motion for an injunction is return- 
able. 

Noting that the store had been 
warned about violating fair-trade 
agreements with the company, G-E 
officials said similar legal steps were 
being taken against these other local 
retailers: 

Stewart’s Radio & Television 
Corp.; Rice Television Corp.; Lew 
Rose, Inc.; Charles Appliances, Inc.; 
Baitinger Electric Co., Inc.; and 
Center Jewelers & Appliance Corp. 

Prior to G-E’s move, other house- 
wares manufacturers had announced 
that they intended to enforce fair- 
trade pricing in this area, and some 
had sought’ injunctions’ against 
smaller outlets. But General Electric 
was the first to begin suit against 
Macy’s. 

The department store brought the 
local price-cutting situation to a 
head a few weeks ago when it 
quietly reduced the fair-traded prices 
of selected housewares to discount- 
house levels. A number of other 
leading department stores quickly 
followed suit, but, according to 


(Concluded on Back Page, Column 2) 


Zumbrun Elected 


Brunner President 


(See picture page 40) 


UTICA, N. Y.—George L. Brunner, 
Jr., has resigned as president and a 
director of Brunner Mfg. Co. Both 
resignations were accepted by the 
company’s board of directors, and 
became effective April 1. 

A. G. Zumbrun, who has been 
chairman of the board and executive 
vice president since April, 1947, was 
elected president to succeed Brunner. 

Brunner announced that since the 
death of his father last October, he 
now controls the Brunner Corp. 
(Canada), Ltd., and that business will 
require his full time. 


Frank T. Carney Elected 
Head of Sales at Bush 


(See picture page 87) 

HARTFORD, Conn. — Frank T. 
Carney has been elected vice presi- 
dent in charge of sales for The Bush 
Mfg. Co. here, manufacturer of heat 
transfer products for the refrigera- 
tion and air conditioning industry. 
The announcement was made follow- 
ing a meeting of the board of direc- 
tors. 

Carney has been with the Bush 
Co. in various executive capacities 
since 1934. 


10 % Down Advocated for 
Refrigerators, Ranges 


MINNEAPOLIS—Minimum credit 
terms of 10% down and 24 months 
to pay on refrigerators and ranges 
were recommended during the recent 
business credit ferum of the sixth 
district, National Retail Credit Asso- 
ciation. 

Larger down payments and shorter 
payment periods were also advocated 
for some other home furnishings, 


(Concluded on Page 37, Column 4) 
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Poultry Co-op Promotes Refrigerated Eggs with Special Display Case 


West Penn Power Co. 
Reports Refrigerator, 


SAN DIEGO, Calif.—Poultry pro- unit, open at the ‘top with a back with the eggs which they distribute. warehouse, they are again placed 
ducers in the San Diego farming area mirror reflector. Each costs the The study, he said, revealed that under controlled temperature of F reezer Sales Increase 
there are three main areas of egg about 55° F. But, when the eggs 


have come up with a new idea, a 


co-op $550. All boxeS remain the 


reach the retailer, he asserted, all 


separate refrigerator for eggs, placed property of the farmer organization. deterioration: first from the time PITTSBURGH — Februar d 
in retail food stores to assist in re- Only top quality eggs, thé Vita~- the egg is produced until it reaches this effort to provide high quality reports to West Penn lle ealer 
taining the high quality of their gold brand, grade AA, go into the. the wholesaler; second, from whole- is undone, because the store-keeper ceewet that eies @ ‘tan = &% 
“Vitagold” brand eggs all the way cases, which hold 150 dozen each in _ saler to retailer; and finally, from fails to keep them under refrigera- freezers, ranges Sicnigaithume an. rs, 

cartons bearing the co-op label. At- retailer to consumer. tion. chemin a HR an r= ea a 


to the consumer. 

The San Diego Cooperative Poultry 
Association, with headquarters here, 
has begun to provide a limited num- 
ber of retail stores with a specially 


tractive price cards and a decorative 
sign pointing the way to the eggs 
are provided. The eggs, Sexauer 
said, command a premium over the 
average trade grade A large variety. 


By far the greatest deterioration, 
he went on, takes place in the first 
area. To solve this problem, pro- 
ducers, under guidance of specialists 
in their own organization, have es- 


“Retailers,” he said, ‘do not con- 
sider eggs a perishable item and 
place them on shelves, just as they 
do canned goods.” 

The refrigerated case, he said, is 


sets increased over the correspond ng 
month of 1949. 

However, conventional wash 
water heaters, ironers, garbage 
posers, food mixers, roasters, cle in. 


designed open refrigerated’ case, 
which keeps the eggs cool and con- For several years, he explained, tablished mechanical refrigeration at being supplied to retailers in aneffort (2. ang sadice eet -to tes 
venient for the shopper. this San Diego association, created their ranches. Eggs are gathered to “egg them into taking better care ‘1 ianaes neienasin une volu ne, 
R. M. Sexauer, manager of the by farmers to provide themselves’ several times daily, cooled rapidly of our products in their stores.’”’ The this year and last, wh sae raged of 
co-op, in a report released by the with marketing facilities under their by electric fans, placed in refrig- plan, he pointed out, will provide the senting dx tie eter re} re- 
de- own control, has been making a_ erated space, and held at the desired consumer with an egg as fresh as & . — = reer were ot 
substantial except in the case of 


Farm Credit Administration, 


those which many city folks drive out 


scribes the display case as a self- study of egg deterioration and how’ temperature level until ready for television.” it int % 

contained mechanically refrigerated to maintain consumer satisfaction market. When delivered to the co-op’ to the country to find. Mueller A Boorse pay Fn 2 
’ gh 

. sales manager of the utility. “S: les 

Vendmaster’ Production Kelvinator Business Outlook Good, ApplianceDemand L. C. Shannon Retires; tthe Rep wont tem AEE ts 1.795 

r r i ‘ i ° e “Lighting equipment sales droped 

To Start During April High During 1950, Mason Tells Stockholders Frigidaire Reorganizes from 8,696 to 7,639 pieces. F.0m 


WICHITA, Kan.—The first of sev- 
eral hundred new coin-operated, soft- 


DETROIT — The 1950 fiscal year 
ending next Sept. 30 should be one 


remainder of the fiscal year,’’ Mason 


stated. 
“Field stocks of cars and electrical 


Export Operations 


electric equipment sales held at at out 
the February, 1949 level.” 

Total unit sales of selected it~ms 
for the two periods follow: 


drink vending machines to be manu- of the most prosperous years in ‘ 
factured and assembled by Beech- Nash-Kelvinator’s history, George W. appliances are conservative and retail DAYTON—Frigidaire Div. of Gen- Feb. Feb, 
craft Aircraft Corp. for Master Corp., Mason, president, told stockholders demand is excellent. Present indica- eral Motors has announced the re- Appliance 1950 1949 
Little Rock, Ark., are scheduled to in a letter accompanying current tions are that the company’s spring tirement of L. C. Shannon, itS Refrigerators .......... 954 916 
come off the production lines in April, dividend checks. business will be entirely satisfac- C@nadian export manager, after 34 jfiome and farm freezers 183 145 
according to F. E. Hedrick, Beech This should be true despite some-_ tory.” — of lo , , COON PETE 505 483 
vice president. what lower earnings in the first half- Coincident with Shannon's retire- Garbage disposers ..... 19 21 
The “Vendmaster” machines will year than in the like period of 1949, Af-H Opens N. Y. Branch ment, the company altered the or- pjishwashers ........... 30 18 
be completed (with the exception of due to limited production and higher . ganization of its Canadian and Room coolers .......... 2 1 
such specialized parts as refrigerat- costs resulting from the steel and BINGHAMTON, N. Y.—Minne- Overseas operations, bringing this Clothes driers ......... 80 45 
ing units), assembled, and tested at coal strikes, he said. apolis-Honeywell Regulator Co. has Phase more directly under M. M. froners ................ 159 =. 200 
the Beechcraft plant. Each unit will “The steel situation is now im- opened a new branch office at 121 Roberts, Frigidaire general manager. Automatic washers .... 384 28 
have a capacity of 132 bottles. proving rapidly, giving promise of Washington St. Sam Hauser, who A. W. Porter, assistant manager Conventional washers .. 1,071 1,226 
Master Corp. said it will set up higher production and elimination of has been with the Syracuse office of Of the Canadian Export division, is (jeaners ............... 369 572 
being transferred from Frigidaire in Water heaters .. 247 306 


company offices in Wichita. 


premium steel price penalties for the 


the firm, is in charge of the branch. 
— * 


MODEL 306. The sensation-. 
‘al open case with THREE - 
refrigerated shelves. For 
profitable: impulse sales. 


CREATES A 


KOCH MODEL 1407 FROZEN FOOD CASE 


Dayton to New York City, where he 
will become manager of the Frigid- 
aire and Household Appliance sec- 
tion of General Motors Overseas Op- 
erations, the company said. He has 
been with Frigidaire here since 1926. 

E. N. Madden, former Canadian 
and export sales manager, will assist 
Roberts in coordinating the various 
phases of Canadian and overseas op- 
erations. ' 

Shannon, in 1905, came to Dayton 
as an employe of the Dayton Elec- 
tric Mfg. Co. 

In 1915 he joined Delco and the 
following year he became manager 
of the foreign department of the 
Delco-Light Co., predecessor of the 
Frigidaire Div. of General Motors. 
He continued in this capacity with 
Frigidaire, handling all Frigidaire 
business outside the United States. 


Apex First-Quarter 
Billings 90% Above 
Same 1949 Period 


Warneke Rates Highest In 
Ohio State Board Exam. 


TOLEDO—The Ohio State Board 
of Registration for Professional En- 
gineers and Surveyors announced 
that R. C. Warneke, chief engineer 
for Lynch Corp.’s Defiance, Ohio, 
plant, passed the state examination 
with the highest grade among all 
mechanical engineering applicants. 

Eleven major branches of engineer- 
ing and surveying were tested with 
444 applicants passing the exam. 

Full registration is granted only 
to those who pass the examination 
and who have not only completed 
their academic education but have 
practical engineering experience. 

Warneke joined Lynch Corp.’s Par 
Compressor division in June, 1949. 
Before taking on his present engi- 
neering duties, concerned with the 
manufacture of Par air compressors 
and Par condensing units, he was? 
connected with the General Electric 
Co. for nearly 20 years. 


prey Fhisgiibighs ~ CLEVELAND — Apex Electrical ¢ 
tra wide display shelf. | You'll never get the cold shoulder when you sell a a a ee oe \ 
Ideal for produce display. ai thi xOCH F Food C Ps d total about $7 million, or approxi- LOOK!... ara On 
: is new rozen Foo ase. ice Cream an mately 90% above the corresponding 
. é frozen foods are UP within easy reach... . to stop — es Cc. Ld —_—— waar, DEFROSTING TIME SWITCHES 
1am canes 7 ; predicted in a letter to employes. , 
Pi aeetls ——. “at shoppers. Foods stay frozen hard, yet no wintry ja aaenass to tes Geek Gaeatar 40 NOW AT LOWEST NET PRICES! 
Y blasts chill the enthusiasm of grocers because the last year when sales were 60% below series 300-M 
: amazing new 3-way cooling principle keeps cold the 1948 period, the company operated 
ee DOWN wh it should be f we seiaelinn at a profit for the first two months "tae 
. eas Ls where it shou e tor maximum pro ° of this year and expects to do the \_ ONLY LIST 
fe MODEL 5710: Open Front Superbly designed and brilliantly lighted to stand eS ot cee a | oe 
: is aE i: By pela yi . 7 . gin of profit is still thin, Frantz COMMERCIAL REFRIG- 
: packaged fresh meats, pro- ay out in any surroundings, Model 1407 is a real pointed out. ERATOR DEFROSTING: 
E duce, or dairy products. ma) volume-builder. And its remarkable efficiency keeps Dollar billing and unit sales for Electric Heat © Hot Ges 
‘3 a oneratin oats 4 a H ° ther | February, though a short month, or Compression Shutdews 
A 4 POTEEG COGS TO 6 REM. Tere 5 Chom | were 10% above January,” he stated, 
| . reason why the choice is KOCH wherever cold is sold. “and I am hoping March will show | pf gi yr _ 

. ¥e : 4 H even a greater percentage increase— © REACH- 

; i Get the facts on the complete KOCH line today. sengee 50%." P 5 CABINETS © WALK-IN BOXES @ LOCKER 
é FY a If sales continue at a high level, PLANTS © FUR STORAGE VAULTS 
= a. s) ‘ there should be some improvement in = your jobber or write for free 
z &. : profit margins, Frantz indicated. He etree ene itemelen Sate 
ep . SEE FOR YOURSELF HOW IT LOOKS . . . HOW IT WORKS .. . HOW IT SELLS! 
: Seine "100, Boule. dee s said employment is on a rather high B. 
’ models 6 to 12 ft. long, pe ee ee ATAGONELECTRIC COMPANY 
iG a Also top display ‘models By running about 1, cleaners, wash- REET © RIVERS, W'S. 
be in 10 and 12 ft: lengths. : 24 ers, and other product units per day, — i —— . ‘ 
and I hope we can hold or even in- America’s Foremost exclusive 
A LE kl ee i in crease that rate.” manufacturer of Time Con- 
The letter also revealed that Apex trol Switches for all uses, 

is opening a spring advertising cam- including ‘“‘de-frost-it’ for 5 
THE QUALITY REFRIGERATOR LINE SINCE 1883 ‘442 '°4107 4/4: 000] 98 NORTH KANSAS CITY 16, MO. paign in several large national con- domestic refrigerators, only 

| Sumer magazines. _ 
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KOCH REFRIGERATORS 
North Kansas City 16, Mo. 


Please send me at once, without obligation, complete informa- 
tion on profit-making Koch Display Cases and Refrigerators. | 


@ Provides maximum 
drying for each pass 
of the refrigerant. 


@ Leak-proof, burst 
proof! One-piece 


2 x 
Dita Bude oe lM le 


Name } : 
a copper construction, 
, uniform heavy wall 
: thickness; forged @ Sizes 4 to 30 cubic 
MODEL 3508. Wall Type MODEL 3865. A 65-cu. ft. Adiienes flare nuts; seal inches. 
Display Case. For self- reach-in refrigerator. bonnets. 
f service display of dairy Oud of the ok popular 3 Ff Write Dept. 45 for illustrated catalog 
products or beverages. Koch reach-in cabinets. / ‘ . 
3 City Zone __ State - TECHNIFLEX CORP. 
PORT JERVIS. N. Y 
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only CROSLEY Gives you THE 


HELVADOR’! 


Atta shannstti ss ite Cities ats ET EM liseli Sai tty 


sepanese teeeerer 
* 


PP scan ag tages 


10 Magnificent New Shelvadors — 
One for Every Purse and Purpose 


AND ONLY CROSLEY GIVES YoU ALL THESE FEATURES 
THAT PROSPECTS LIKE ON SIGHT! 


| Extra-thick door . . . with sturdy, V Handy ButterSafe that keeps a full 
snow - white plastic shelves com- pound of butter or margarine at the 
pletely recessed in door...take no spreading or creaming consistency 
space from inside the cabinet... housewives want. : 
double “front-row” storage space! Y Giant meatholder. 
Full-width freezer compartment— V, Big, transparent crispers. 
holding up to 70 Ibs. of frozen foods. Up to 23% more space in same size 

cabinet. 


CONTACT YOUR CROSLEY DISTRIBUTOR TODAY! Or write: Crosley Division, Avco Manufacturing 
Corporation, 1329 Arlington Street, Cincinnati 25, Ohio. 


Botton Products for Happior Livitg 2 
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SHELVADOR* FREEZERS ELECTRIC -— SINKS STEEL ELECTRIC __ RADIOS ~ TELEVISION 
“EFRIGERATORS RANGES GARBAGE DISPOSERS KITCHEN CABINETS WATER HEATERS 
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Baker Revises Production, Sales Policies -- 


(Concluded from Page 1, Column 4) 


representatives. The reorganization 
of Baker’s sales picture is a result 
of these trips and a careful study of 
present marketing trends. 

Smith told the distributors in a 
general sales letter that these 
changes would bring a closer rela- 
tionship between the factory person- 
nel and the distributor, enabling a 
very adequate engineering, sales, and 
promotional program to be main- 
tained. Establishment of warehouse 
facilities for new products and a 
complete parts depot will also 
strengthen each Baker distributor's 
position in the field, he said. 

The United States is now divided 
into four regions and will be in 
direct charge of the regional man- 
ager who wilf guide the activities 
of the district managers in each 
region. 

The northeastern region will in- 
clude the South Windham, New York, 
and Washington-Philadelphia  dis- 
tricts. W. W. Woodroof was ap- 
pointed manager of this region. He 
will also cover the South Windham 
district including Maine, New Hamp- 
shire, Vermont, Massachusetts, 
Rhode Island, northern Connecticut, 
and portions of New York state. 

The New York district includes 
New York City, Long Island, south- 
ern Connecticut, and northern New 
Jersey. H. H. Paltridge was ap- 
pointed district manager here and 
with his staff, will cover this area 
from Baker’s New York headquarters 
at 103 Park Ave., New York City. 

The Washington-Philadelphia dis- 
trict includes southern New Jersey, 
Pennsylvania, Maryland, Delaware, 


F. W. SMITH 
Vice Pres., Sales 


J. L. BODINE 
Central Region Mgr. 


D. P. MANDERY 
Southern Region Mgr. 


WwW. W. WOODROOF 
Northeastern Mgr. 


district of Columbia, Virginia, and 
eastern West Virginia. E. J. Uhthoff 
becomes manager of this district and 
offices will be maintained at 1728 
“L” St., N. W., Washington, D. C. 

Baker’s southern region includes 
the Atlanta and Dallas districts. D. 
P. Mandery is now manager of this 
region. Mandery will still continue to 
actively cover the Dallas district in- 
cluding Louisiana, Texas, Oklahoma, 
and New Mexico. 

Atlanta district will be managed 


by B. W. Embry from offices at 955 
Deckner Ave., S. W., Atlanta. This 
district covers North and South 
Carolina, Georgia, Florida, Alabama, 
and Mississippi. 

The central region will have head- 


quarters in St. Louis. This region — 


includes the Chicago, Cleveland, St. 
Louis, and Omaha districts. John L. 
Bodine was appointed manager of 
this region, and will also cover the 
Chicago district, which includes 
northern Illinois, Wisconsin, western 
Michigan, and northern Indiana. 

A new Cleveland district has been 
set up and will cover Ohio, eastern 
Michigan, western West , Virginia, 
and portions of Kentucky. Smith 
states that a district manager for 
Cleveland will be announced soon. 

Harry Materne, formerly Baker 
sales representative in the St. Louis 
area has been promoted to district 
manager and will center his activities 
in that section, covering eastern 
Missouri, southern Illinois, western 
Kentucky, Tennessee, Arkansas, and 
southern Indiana. 

The Omaha district will cover 
areas of Nebraska, Iowa, Minnesota, 
North and South Dakota, Kansas, 
western Missouri, Colorado, and 
Wyoming. Lorimer Dunlevy, who has 
held the post of branch manager at 
Baker’s Omaha contracting opera- 
tion, has been promoted to district 
manager of that area. 

The Baker Pacific region will re- 
main unchanged. Charles Hollings- 
worth is manager of the Los Angeles 
district; Ross Rathbun is manager of 
the San Francisco district; and Vince 
Kauffman is in the Seattle district. 

To facilitate deliveries of Baker’s 
products, a St. Louis warehouse is 
being set up and will serve all mid- 
western distributors. It is planned 
to stock for immediate delivery, 
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KEROTEST 


A FULL LINE TO HELP YOU BUY IN ECONOMICAL QUANTITIES 


KEROTEST MANUFACTURING COMPANY, PITTSBURGH 22, PENNSYLVANIA 


OFFICES AND WAREHOUSES: 
Odessa, Texas 


New York City 
Richmond 


Los Angeles 
Toledo St. Louis 


Chicago 
Atlanta 


San Francisco 
Charleston, W. Va. 


Houston Dallas Tulsa 


Home and Farm Freezer Sales by NEMA Firms 
Rise to 31,948 Units for January 


Summary for January, 1950 


Electric Farm and Home Freezers—Complete—Sales by Sizes—Units 
Farm and home freezers complete with high and low side and cabinet were 
50% or more of the net cabinet capacity is designed for the freezing ar j/o, 


storage of frozen foods. 


JANUARY (29 Companies) 


Domestic 
(48 States 
Sizes and D.C.) 
1. 4.9 cu. ft. and under.. 1,276 
3. C2 @ GF cu t .... 1,325 
S TH te 62 oc. T. .:.. 5,121 
4. $0 to 369 ou. f.:..<.. 1,917 
S&. 10 & 18 ce. Ti... ... 12,023 
6. 13.0 to 16.9 cu. ft. .... 5,240 
7. 17.0 to 909 cy. ft. .... 4,449 
8. 210 to 99.9 cu. ft. .... 60 
9. 30.0 to 39.9 cu. ft. .... 211 
10. 40.0 to 49.9 cu. ft. .... 2 
11. 50.0 to 50.9 cu. ft. .... sé 
12. 60.0 cu. ft. and over.. 5 
Total All Models .... 31,629 

13. Total Upright Models 


(Included in above) .. 1,105 


Other 
Canadian Foreign ” otal 
38 314 
117 442 
87 1,208 
7 924 
57 1 2,080 
7 1,247 
6 ‘455 
60 
211 
2 
319 2 1,948 
3 1,108 


Participating Companies: Avco Mfg. Corp.; August G. Barkow Mfg. Co.: 
Beatty Mfg. Co.; Ben-Hur Mfg. Co.; Brewer-Titchener Corp.; Carrier Corp; 
The Coolerator Co.; Deepfreeze Div., Motor Products Corp.; Frigidaire Diy, 
General Motors Corp.; General Electric Co.; Gibson Refrigerator Co.; Hotpoint, 
Inc.; International Harvester Co.; Kelvinator Div., Nash-Kelvinator Corp; 
Masterfreez Home Locker Mfg. Co.; The Maytag Co.; Norge Div., Borg-Warner 
Corp.; Oregon Refrigerator Co.; Portable Elevator Mfg. Co.; Revco, Inc,; 
Sanitary Refrigerator Co.; Schaefer, Inc.; Emil Steinhorst & Sons, Inc; 
Seeger Refrigerator Co.; Sub-Zero Freezer Co., Inc.; Victor Products Corp; 
Westinghouse Electric Corp.; Wilson Cabinet Co., Inc.; Whiting Corp. 


-Baker compressors, packaged air 
conditioning units, and other equip- 
ment manufactured by Baker in its 
South Windham plant. 

Due to expanded sales efforts and 
influx of orders on packaged air 
conditioners and smaller type “Freon” 
and ammonia compressors, Baker’s 
board of directors has voted to keep 
the manufacturing of the line of 
slow-speed, heavy ammonia compres- 
sors in Omaha. To accommodate this 
manufacturing, Baker has obtained 
space in the Paxton Mitchell plant in 
Omaha, and production on this equip- 
ment will not be interrupted. 

A new Baker parts depot is to be 
set up immediately in Omaha at 
5014 South 24th St. Here, a large 
assortment of parts for the present 
and former models of both “Freon” 
and ammonia compressors will be 
maintained. Charles Knox, who has 
served Baker for many years in its 
Omaha plant, will have general 
supervisidn of both Omaha manufac- 
turing and the Omaha parts depot. 


Utah Decision Outlaws 
Drawings, Premiums 


SALT LAKE CITY—Dealers who 
conduct prize drawings or award 
premiums to consumers for visiting 
their stores violate Utah’s gambling 
and fair trade laws according to 
Clinton D. Vernon, attorney general. 

Vernon’s opinion was delivered to 
Parley W. Hale, executive secretary 
of the Utah Trade Commission. Hale 
then advised Utah trade associations 
and chambers of commerce that “all 
schemes where coupons or tickets are 
given away (with or without a pur- 
chase) and where a game of chance 
qualifies a person to receive an 
award (with or without the element 
of skill) are against the law.” 

Having a prize-drawing contestant 
answer a simple question does not 
eliminate the element of chance, 
Vernon ruled. 


Kelvinator Electric Air Drier Can Remove 
3 Gals. of Moisture from Air In 24 Hours 


DETROIT — Kelvinator has intro- 
duced a compact electric air drier 
as a completely new addition to its 
major appliance line, according to a 
recent announcement. 

C. T. Lawson, vice president in 
charge of Kelvinator sales, said the 
new appliance is designed for house- 
hold or commercial use, in closed 
areas where excess moisture may 
cause discomfort or property damage. 
He said it can remove as much as 
three gallons of excess moisture from 
the air every 24 hours from an area 
equivalent in size to a large home 
basement, in warm, humid weather 
conditions. 

The Kelvinator air drier is made 
of steel, finished in durable gray 
enamel. It measures 12% in. wide, 
20% in. high, and 21% in. long. Like 
any other modern appliance, it may 
be connected to any 115-volt a.c. elec- 
trical outlet. Operation begins imme- 
diately and continues until the drier 
is disconnected. 

Major parts of the air drier are a 
refrigerated drier coil, finned con- 
denser, Kelvinator’s sealed refrigera- 
tion unit, fan and motor, and remov- 
able 10-qt. water container. When 
the air drier is plugged in, the fan 
draws humid room air across the 
drying coil and condenser. 

The drying coil is cooled by re- 
frigeration and causes the warm air 
to condense, leaving its moisture 
behind as it passes through. 

The collected moisture flows from 
the drying coil to a drip pan, then 
out through a drain-opening into 
either a removable container or a 
hose-connection to a remote drain, 
if facilities permit. 

Lawson said the prospects of the 
air drier as a year-round appliance 
were good, although peak demand in 
many sections would be concentrated 
in the summer. 


ABOVE: New Kelvinator air drier, de- 

signed to remove excess moisture [rom 

air in homes and places of business, 

can remove as much as 3 gals. of 
moisture in 24 hours. 


ABOVE: Cutaway shows how fan draws 
humid air in through two sets of re'"ig 
eration type coils, top, moisture °°" 
denses and is collected in 10-qt. ©o™ 
tainer at bottom right. Refrigero! "9 
mechanism, lower left, operates dre 
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— Capitalize on NORGE'S Greatest All-Time Refrigerator Line .. . AND PROMOTION! 


ntestant 
oes not 


— “IT’S A NORGE® YEAR!” 


a 
, Me 


It’s breaking now! This Norge down-to-earth, close-to-home human 
interest campaign, planned from the Retail Level, dramatizes Norge 
appliances in terms of self-interest! A tremendous campaign packed 
with human-interest — packed with the appeal that turns prospects 
into customers. And that means money in your pocket. 


Never before...and in no other line...such an array of refrigerator 
ve “talent.” It’s Norge with the foremost attraction—Self-D-Froster 
System®, with new adjustable defroster. 


ours It’s Norge with the crosstop refrigerator-super-freezer combination ai — , 
that will not sweat. Norge too with the roomiest refrigerator for Yes, the time is NOW—to tie in by promoting Norge Refrigerators 


ae the money. Norge for everything! Norge with the most potent ad on the floor and in your windows, in your ads, radio and television 
a ks campaign in home appliance history! promotions. Now—today. Right now! 


a oe: ee ¥ ¥ 
eae on ees 


APRIL SAMPLE OF NORGE’S REVOLUTIONARY AD CAMPAIGN 
LIFE (Arr! 17 issve) two pages facing» — BETTER HOMES & GARDENS 


Self-D-Froster System...also Norge Automatic two pages facing... Norge Refrigerator with 
Electric Range with Blended-Heat Oven. Self-D-Froster System...and Electric Range 


r, de 
. from with Blended-Heat Oven; also half-page, 
Aen GOOD HOUSEKEEPING Norge Triple-Action Standard Washer; half- 
Is. of two pages facing .. . Norge Refrigerator with page, Gas Range with Electric Oven Lighter. 
Self-D-Froster System... and Norge Gas Range 
with new Electric Oven Lighter which elimi- COUNTRY GENTLEMAN 
= nates need for matches and gas-eating pilot. facing pages . . . Refrigerator with Self-D- 


Froster System, and Norge Electric Range. 


LADIES’ HOME JOURNAL 


page... Norge Refrigerator with Self-D-Froster 
System; half-page, Norge Gas Range with 
Electric Oven Lighter; half-page, Norge Triple- 
Action Standard Washer. 


PROGRESSIVE FARMER 


page... Norge Refrigerator; half-page, Gas 
Range with Electric Oven Lighter. 


201,000,000 AD IMPRESSIONS DURING APRIL ALONE! 


Norge Division, Borg-Warner Corporation, Detroit 26, Michigan 
In Canada: Addison Industries, Ltd., Toronto ®Reg. U. S. Pat. Off. 
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..» MERCHANDISED FROM 
THE RETAILERS’ 
POINT OF VIEW 
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[si DOPE 


[by GEORGE F.TA tegen mies q 


sini dian ita 


(Concluded from Page 1, Column 1) 


and remarked ‘Harrison. Look, my 
hand has an angry hue.’ To which 
his host quickly replied, ‘At hue is 
it angry?’ He laughingly patted Fro- 
bisher between the shoulder blades 
with the canoe paddle that he carries 
in case someone might give him a 
canoe. Frobisher immediately col- 
lapsed in a heap on the drawing room 
floor and someone politely moved him 
behind an overstuffed chair so that 
he wouldn’t be tromped upon. 

“The next morning’ Frobisher 
crawled out from behind the chair 
and in the half-light of the room 
noticed that there was an earthen 
jar of unused ‘Devilsass’ upon the 
bar. Quietly he took the jar from the 
bar and crept from the house, not 
wishing to disturb the Spoehrlik 
household. 

“Upon his return Frobisher de- 
cided to analyze the mixture in the 
jar. Placing the container near an 
experimental refrigerating and coffee 
bean counting machine Frobisher 
went into the locker room to change 
into his blazer, sneakers, and school 
tie. (Frobisher never forgot that he 
held a Cumma Sum Nauseun from 
Goldfarbs Correspondence School 


and is also an honorary member of 
I FELTA THI.) 

“While Frobie, as the boys at the 
delicatessen call him, was changing 
his clothes, 


a workman, who was 


passing by the machine, saw the jar 
and thinking that it was some sort 


of new refrigerant poured it into 


the unit. Just then all hell broke 
loose, as the fella says. The com- 
pressor hiccupped twice and started 
pumping like a demon. This was 
spectacular since Graham Podubney, 
Vice President in Charge of Small 
Matters, was using an electric razor 
in the office and there wasn’t enough 
current in the factory to light up 
the foreman’s eyes. 


“When Frobie heard the commotion 
he hurried from the locker room 
heedless of the fact that he was clad 
only in his union suit. The sight that 
met his eyes would have cowered 
a weaker man. The capillary tubing 
on the expansion valve was coiling 
and uncoiling like a snake. The eva- 
porator coils had changed from their 
parallel position to form the word 
‘WOW’ and the (frostline had 
traveled from the coils across the 
floor to the water pipes where it dis- 
appeared through the flooring. We 
later learned that Miss Amelia Lontz- 
mann, our head Bookkeeper, was 
seated on a commode in the ladies 
room checking up on the accounts 
payable. Miss Lontzmann unknowing- 
ly pulled the chain and was promptly 
spanked by a 10-pound cake of ice. 


“Upstairs Frobisher was _ busily 
making notes on the action of the 
machine. He turned to Bixby Lieder- 
kranz, his assistant and muttered, 
‘Gad, Bix, if we can control this 
goddam stuff we’ll revolutionize the 
refrigeration industry.’ 

“The following day Frobisher 
called Messrs. Spoehrlik and Hayes 
who graciously permitted them to 
use their formula for ‘Devilsass’ with- 
out conditions attached. They felt 
that although the mixture was used 


for sheer pleasure it should not be 
prohibited from their fellow men if 
it served a useful purpose. To these 
men we owe an undying debt of gra- 
titude. 

“For many months Frobisher ex- 
perimented with NOERF-26 until he 
finally learned that by coating the 
entire machine with six inches of 
pure graphite and using a mixture 
of one part ‘Devilsass’ to 2,600 parts 
of distilled water he was able to 
control the refrigerant to the point 
where it took as long as two weeks 
for it to eat Carough the coils and 
compressor. 

“This has been a great step for- 
ward and we feel that the efforts of 
Poindexter Frobisher have not been 
in vain. Unfortunately, Frobie devel- 
oped the habit of sampling the re- 
frigerant as he was making up the 
mixtures. He would have been 52 
years old this July. 

“Anyone desiring more information 
on NOERF-26 may have our free 
booklet: ‘Refrigeration As I See It;’ 
or, ‘Fun in a Canoe,’ by Dr. Lambert 
Delshnidt of Diabetic Chemical Co. 
This booklet fully explains the pro- 
perties of NOERF-26 as well as the 
scores of all the World Series games 
since 1906. It also contains a short 
biographical sketch of Milton Gindel. 
(We don’t really know who Mr. 
Gindel was but we know that you 
will be amused by the humorous 
anecdotes about his son Armand 
Gindel whom we don’t know either.)” 


Think Twice 


Think twice before criticizing a 
Congressman. He needs your sym- 
pathy and empathy and full-hearted 
support in an excruciatingly trying 
job. 


NEW HUMIDRY (Dehumidifier) 


Removes 34 pints of water in 24 hours 
from enclosed areas. Offers dealers prof- 
its plus in a large, ready-made market 
wherever there’s a dampness problem. 


CARRIER CORPORATION 


I am 
I am not 
Name. 


a 


a 
City - 


NEW AUTOMATIC ICE CUBE MAKER 


No other machine provides so 
many ice cubes at so low a price. 
A cold mine in 4 sq. ft. that’s a 
gold mine to Carrier dealers. 
Makes 410 lbs. per day. 


302 S. Geddes Street, Syracuse 1, N. Y. 
Please send me, without obligation, information on the 
Carrier Commercial Refrigeration line. 


interested in becoming a dealer. 


15 and 30 cu. ft. FOOD FREEZERS 


The only practical freezers for 
commercial establishments. 
Carrier’s upright design holds 
more food in less floor space 
and provides reach-in conven- 
ience to shelves. 


FIXTURES of EVERY SIZE and TYPE 

A complete line of refrigerated fixtures 
for every commercial need—aH with mod- 
ern styling, rugged construction and spe- 
cial features that make them easy to sell. 


- 
| 
! 
| 
I 
| 
1 


COLD DIFFUSERS and CONDENSING UNITS 


Designed to team together to produce 
the most efficient cooling at the lowest 
cost of operation in hundreds of differ- 
ent applications. 


Send in this coupon 
for profit-making facts about 


COMMERCIAL 
REFRIGERATION 


2 «.@ complete line for every purpose! 


Mankind is the only animal which 
can be skinned more than once. 
Oddly, most men beg to be skinned 
“again and again and again.” They 
simply don’t know what’s good for 
’em. 

That’s why Congressmen deserve 
our support. We poke fun at ’em 
as a national pastime. But it’s no 
joke to be a Representative of the 
“people” in these restive times. ‘“Na- 
ture in the raw is seldom mild,” 
they say. And people can be odd. 
End of sermon. 


From Our Mailbag 


Weber Showcase & Fixture Co., Inc. 
Los Angeles 54, Calif. 
Editor: 

I read your “Dope” column in 
almost every issue—seldom miss— 
and I usually read it as soon as the 
magazine hits my desk. 

And I want to take issue with 
your Mr. Henderson, whom you 
quoted not long ago. Your appliance 
salesmen in Detroit may be on the 
lackadaisical side—or shall we say, 
subnormal mentally—but they cer- 
tainly aren’t like that in Los Angeles. 
I suppose if you searched you could 
find five appliance stores where they 
could be on the same level; but not 
long ago I started out to buy a 
refrigerator and purchased a Hot- 
point. I made one trip, a very atten- 
tive salesman showed me nine or 10 
models, told me prices, explained the 
features, compared makes and sizes; 
I found no defective latches, no loose 
shelves, no wobbly refrigerators, no 
plants on top. 

Since my firm is in the refrigera- 
tion equipment business, naturally I 
seldom pass the appliance depart- 
ment of any store without an inter- 
ested look around and as a matter 
of fact, I had done considerable 
“looking” for some months before I 
actually felt the need of a new refrig- 
erator. Of course, I met a few sales- 
men who weren’t too attentive, but 
at that time I was definitely dis- 
couraging attention—I wasn’t ready 
to buy and wanted to look peaceably. 

I just wonder—was Mr. Henderson 
“looking for trouble” or did he visit 
stores that make a good impression 
generally, and find all the trouble he 
described ? 

MRS. ETHEL ROBERTS 


Insufferable Answer: 

Insouciantly, “Dope” appended to 
Mr. Henderson’s tale-of-woe the fact 
that sales of “One Foot in the Door,” 
“It’s a Great Life,” and “The Mar- 
shal’s Baton’—all three of which 
books are dedicated to selling sales- 
men on selling, and telling them how 
to go about it, had been poor in 
Detroit. Contrawise, sales of these 
how-to-sell books have been won- 
drously excellent in Los Angeles. 

Could this be a case of cause-and- 
effect? Probably not. Isn’t it pos- 
sible, though, that Los Angeles appli- 
ance dealers have evidenced their 
interest in specialty selling by pur- 
chasing these books in substantial 
quantities ? 

That attitude, we submit, is im- 
portant. 


*,? ‘ 
Definition of a Salesman — 

An effective salesman, according 
to President Stevens of Grinnell col- 
lege, is a “rainbow chaser.” 

Dr. Stevens, speaking before the 
Grand Rapids Executive Club, had 
plenty of other adjectives to apply 
to his rainbow-chaser definition. 

A salesman, he defined, is “intui- 
tive, proud, energetic, persuasive, 
hopeful, wishful, and sentimental.” 

And we'd like to add, “informed, 
loyal, and inspired.” 


Elder Statesman Was 
Young Once, Too 


At the latest Coach of the Year 
banquet in New York City, our only 
living former President, Herbert 
Hoover, identified himself as a foot- 
ball fan from away back. Revealing 
that he had managed the first eleven 
fielded by Stanford (over half a 
century ago) he reminisced gleefully 
over the unexpectedly rich gate 
(more than $25,000) which he pro- 
moted for the first Stanford-Cali- 
fornia gridiron contest. Elder States- 
man Hoover continued: 

“Aside from the pleasure of such 
an occasion, one reason for my being 
here tonight is escape into a sanc- 
tuary where regimentation, unbal- 
anced budgets, subsidies, income tax, 
foreign relations, coal strikes, war, 
and murrain—none of them, not one 
of them, are on this program. ' 

“Also in the old reactionary times 
—over half a century ago—I had a 


managerial connection with a foot. 
ball team. That was the year of the 
first game between Stanford, a new 
university, and the University of 
California. We did not have a coach 
simply because there was not even 
enough money in the treasury to »uy 
a full assortment of armored eq) ip. 
ment, which our team seemed to 
think they must have. However as 
we approached the first Big Gane, 
by pledging our hopes of gate re. 
ceipts, we were able to pursuade an 
athletic goods house to bet us _h ve 
some nice bright outfits. 

“We had other troubles that « uy. 
We were playing the game in ; an 
Francisco at the Haight Street b: 3G 
ball park. We hoped there might be 
10,000 people attend—and we § aq 
printed that number of tickets. ‘ut 
soon after the gates opened, he 
tickets were all sold and the f ngs 
still continued to come. 

“In those times, we in the West 
were still in the blissful period of 
hard money. Managed currency } ad 
not come upon us. Nor had we he -rd 
of the social advancement form of 
tax on gate receipts. 

“However, being without tickots, 
we took in hard cash. And our stu- 
dent police escorted each custorier 
from the ticket window to the gate 
to see that no chiselers got in. “he 
gold and silver piled upon us uitil 
it overflowed onto the floors. Then 
one of our boys gave free entrance 
to a housewife from across the street 
for the loan of a wash boiler and 
some dishpans into which to put our 
money. The Berkeley manager and 
I had never seen so much money 
ever before. Not being satisfied to 
trust anyone with such a gigantic 
sum, we sat up until 3 o’clock in the 
morning and counted every dime of 
it. The bank counted it all over 
again the next morning and found 
$18 more. But the sum was over 
$25,000. And that brings me to my 
point: We were now financially able 
to engage Walter Camp from Yale 
as coach for the next year. That 
began his long career on the Pacific 
Coast. Had your organization been 
alive at that time I surmise you 
would have paid Walter Camp the 
great tribute to Mr. Charles Wilkin- 
son in which we join tonight. 

“One of my other pains at that 
first game was when the teams came 
out onto the field to play, the cap- 
tains demanded to know where the 
football was! There was none. We 
had to delay the game a half an hour 
while we sent downtown to get the 
vital implement. I credited this error 
to the U. C. manager—and he cre- 
dited it to me. But Stanford, to our 
utter surprise, won the game. 

“I could even claim more sports 
experience, for I managed the fi- 
nances of our college baseball team. 
That was after I was demoted from 
playing shortstop a few times. Also 
for many years, I have served as 
chairman of the Boys’ Clubs of 
America. Here we have 400,000 pave- 
ment boys from 7 years up. And one 
of our major purposes is systematic 
training in sports. Incidentally, their 
sandlots have produced five major 
league baseball players. 


“Now, all this too personal an ac- 
count is to qualify myself as 4 
sports fan and to give more weight 
to a conclusion. I do not need to 
mention that sports have become an 
integral part of our American civili- 
zation. And we may ’be grateful that 
so far the advance in social concepts 
has left them out of governmental 
regimentation. 

“Sports are still a free enterprise 
and, because of freedom they have 
risen to a national purpose far more 
important than even their output of 
constructive joy. This growth over 
the years has been possible only be- 
cause of their own rigid voluntary 
rules of right and wrong coupled 
with the training that success de- 
pends on team play. Thereby has the 
high purpose of sportsmanship be- 
come second only to religion as 4 
moral influence in our country.” 

To which all of us, this coli:mn 
feels sure, will append a_ hear‘ ‘elt 
“amen!” 
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Frigidaire Proudly Present 
S$ 
BOB HOPE in his TV DEBUT! 


Tune in “STAR SPANGLED REVUE” 


Exciting 1! isi 
| 9 14 Hour Television Extravaganza 


Sunday, April 9th on 28 Stations 
Sunday, April 16th on 28 Stations 
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LOOK WHO’S GOING TO HELP ME CELEBRATE 


Dinah Shore, Douglas Fairbanks, Jr., 
Beatrice Lillie and many, many others! 


Over NBC Network Easter Sunday, April 9 
5:30 to 7:00 P. M. EST 


Grand Rapids, Mich. WLAV-TV Rochester, N.Y. WHAM-TV 


Baltimore, Md. WBAL-TV 
WGAL-TV St. Louis, Mo. KSD-TV 


Boston, Mass. WBZ-TV Lancaster, Pa. 
Buffalo, N. Y. WBEN-TV Memphis, Tenn. WMCT Schenectady, N. Y. WRGB 
Chicago, Ill. WNBQ Milwaukee, Wis. WTMJ-TV Syracuse, N. Y. WSYR-TV 
Cincinnati, O. WLW-T New York WNBT Toledo, O. WSPD-TV 
Cleveland,O. WNBK Norfolk, Va. WTAR-TV Utica, N. Y. WKTV 
Columbus, 0. WLW-C Philadelphia, Pa. WPTZ Washington, D.C. WNBW 
i Dayton, O. WLW-D Pittsburgh, Pa. WDTV Wilmington, Del. .WDEL-TV 
Detroit, Mich. WWJ-TV Providence, R. I. WJAR-TV What h 
Erie, Pa. WICU Richmond, Va. WTVR __e. & Show! Bob Hope, one of Amer- That’ 
ca'S most popular entertainers, p] at's only the beginning! The “Star 
: ; many other top-flight stars—in. Pius Spangled Revue” is the kickoff of 
Plus a rebroadcast on these stations hour-and-a-half of bright. t = : big most powerful spring-selling d of the 
; , tuneful TV «tg ‘ » g drive in 
one week later* entertainment ! Never anything like it ! gat history. It will be backed up 
What a sal ; arge-space advertising j . 
es- “1D: : ising in 
hatconsetin maker! Millions of pros. _™agazines, newspapers and other media, 
T media, 


Albuquerque, N. M. KOB-TV 
Atlanta, Ga. WSB-TV 
Binghamton, N. Y. WNBF-TV Jacksonville, Fla. 
Birmingham, Ala. WBRC-TV Johnstown, Pa. 


Charlotte, N. C. WBTV 


Davenport, Ia. WOC-TV Los Angeles, Cal. 
Dallas, Texas WBAP-TV Louisville, Ky. 
Miami, Fla. 


Fort Worth, Texas WBAP-TV 
Greensboro, N.C. WFMY-TV 


Houston, Texas KLEE-TV St. Paul, Minn. 


Kansas City, Mo. 


Huntington, W. Va. WSAZ-TV 
Indianapolis, Ind. 


WFBM-TV 


WMBR-TV 


WJAC-TV 
WDAF-TV 
KNBH 
WAVE-TV 
WwTvJ 


Minneapolis, Minn. KSTP-TV 


KSTP-TV 


New Orleans, La. 
Oklahoma City, Okla. WK Y-TV 
Omaha, Nebr. WOW-TV 
Phoenix, Ariz. KPHO-TV 
Salt Lake City, Utah KDYL-TV 
San Antonio, Texas WOAI-TV 


San Diego, Cal. KFMB-TV 
San Francisco, Cal. KRON-TV 
Seattle, Wash. KING-TV 
Tulsa, Okla. KOTV 


*Check your local station or newspaper for exact date and hour of broadcast. 


agp will be glued to their television 
sets juring this show. They’II see demon- 
ary of all the Frigidaire Appliances 
ey | learn about Frigidaire’ 
. . . . F 
tional Spring Showing promotion por 


an will be stimulated by Frigidaire’s 
Traditional aggressive merchandising 


That’s the result. i 
' “getting kind of pr 
popes help Frigidaire Dealers of 
nd it’s just one of many reasons why i 


== You can’t match q 


FRIGIDAIRE 


FRANCHISE 
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Iii I WARREN WEANES Plans Announced for Deepfreeze Distributor June Sales Conventior. 
. . » * e “ 
~@ ®> | | / 2, YS; WA 1FS.5°'/ Heating, Piping Group _In Michigan Opens Branch Set for Philco Dealers 
e 
\ ( S ¢ | Meeting on West Coast ansinc, mich—tne Motorota- In Atlantic City 
bs Fé Detroit Co., distributor of the Deep- 
: LZ sk SAN FRANCISCO—Daniel Hayes freeze line of home appliances, PHILADELPHIA—Plans for what 
We, Fe PLY: of San Francisco, general chairman Mitchell room air conditioners, and i, termed “the greatest sales on. & tio 
. : and former national president, has Welsh fans, as well as Motorola vention ever’ have been annouceq fp AS 
- 2 revealed preliminary plans and com- T@dio and television products, haS py Raymond B. George, sales oro. fm the 
zi mittee appointments for the 61st an- Just opened a new branch office at motion manager of Philco Corp. NA 
a, nual convention of the Heating, 1611 E. Kalamazoo St. here. . ‘The company’s annual “mid-:im. Stu 
LS ; Piping and Air Conditioning Contrac- | The Lansing branch office will jer convention” will be held Jun: 19 fg the 
i tors National Association which will ‘Serve Ingham, Jackson, Livingston, through June 22 in Atlantic it F 
be held at San Francisco, May 8-11, nd Eaton counties; parts of Wash- New jines of Philco merchandise wii [ft 
eae Hayes estimated that more than tenaw, Clinton, and Shiawassee coun- },, presented to the dealers, and th Ma 
: 600 delegates and affiliates of the in- ties, and all the northern counties company’s advertising ond pr: ben dir 
a! dustry would swell attendance at in the state. : tional plans for the fall selling i. E 
e oes pe INN ee a to —e a. ame’ tana die ae desea son will be unveiled. gre 
~~ yo : Tentative ans for e four-da the 
We meet, counties to Hayes, call rd direction of E. A. Holsten, vice presi- ear a Gr Gn sb - cos 
: cal presentation of outstanding speakers, dent, and Jim Charters, sales man- d th ti * ste 
. _ . ; d forecast of indust na. ager, who make their office in De- ges uring ne OCT NA 
| po pos ge opie ps de sal troit All the varied ee of the re sort ne 
as industry problems, and a full The new quarters on E. Kalamazoo Sivenidadis’ uae peomrnye td be dou 
ib schedule of social events. St. have a 60-ft. all-glass frontage, lar activities are being plannec re tim 
2 Officers of the national association With the building being about 120 ft.) pBriiog in cooperation with Atle 4 I 
ae wo tn ion She as hae 
omen i ae ae , , Hollywood an roadway star, 
aon ee Presidents. BMeGrazor cam North Carolina State Has highlight the entertainment.) & 
SE | vice presents. BMcGreger, Com Oe oe Philo and its distributors wi be 
, C. Fitts, executive secretary. Air Conditioning Course a. tan ae Gee a 
The WARREN RCV gives Host chapter for the convention cher. with some 1.500 jtian pe fro’ 
three-way service in one refrigerator. Three compartments provide is the Heating, Piping and Air Con- RALEIGH, N. C.—A special course gictributor executive personnel in ser 
refrigerated displays for fruits and vegetables, for dairy products, ditioning Contractors Association of on air conditioning is now being con- tjantic City’s Convention Hall — ™ 
and a generous refrigerated storage area. Available in three Northern a = Rn gece ducted in the School of Engineering George said. Twenty of Atlantic J? 
sizes, the RCV is ideal when space is limited. This popular model ee Se ee ee See: OO =—Cis teenie Renee Gil Gece. IE 
4 ‘ ‘ : Ton she Thomas C. Yantis, executive secre- cording to Dean J. H. Lampe. date th ti call 
is available with display storage doors for greater visibility. tary. “The course,” Dean Lampe said, ¢ modate tne convention. Ser 
The WARREN Model RCV means business, three-way business, Assisting Hayes on the general “has been designed to assist those , mal 
in any store. Franchises are available in some territories. committee are Nattkemper, C. N. who desire to enter the newly de- |7 D 
Gilley, and J. B. Nettles, all of San _ veloped industry of air conditioning.” to 
THE WARREN COMPANY Francisco; F. A. Schmitz, Redwood It will run to June 2. doll 
INCORPORATED City; Harry Lee, Burlingame; and ran 
P. O. BOX 1436 ATLANTA |, GA. A. L. Stevenson, Oakland. e the 
4 Armstrong Insulating Cork ee 
. Most Complete Line of oth 
{ e + a 
By eliminating losses from loosened vee anaes Oy Sere | | AIR CONDITIONERS f 
not 
LANCASTER, Pa. — Armstrong in the most popular size range mo! 
Cork Co. has announced the appoint- sinc 
and cracked flare nuts ment of Chase Supply Co., Chicago, 1% TO 20 TONS mol 
as a distributor of its insulating cork- Te] cos 
board and tube insulation. Chase will A 
stock the insulating board in all 
thicknesses up to 4 in. for refrigera- Evaporative Condensers 
tion applications. 3 TO 20 TONS whi 
z4 
McMullan Westinghouse Dealer || 2acked by more than 40 years | unt 
of air cooling experience | 
. BASTROP, La.—McMullan Service an 
Co., 216 S. Washington St., has re- TYPHOON Air Conditioning Co., 7 
cently been appointed dealer for 794 Union Street, Brooklyn, N.Y. 
Westinghouse appliances. 
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Note how in the left diagram, an old-style unrelieved STAINLESS STEEL, ALL-REFRIGERANTS EVAPORATORS 
yoga can he up ye seg — All shelves are removable in Standard’s new D. LINE 
ae ORS Heres Se SS ONS ee eee + * evaporators. This wide flexibility of freezing storage space 
Cen See ie ey SN, Soh Wane NS ane rovides room for many more packages of frozen food 
expands, causing the nut to loosen or crack. -s td , Y . a P a g , oa an i 
: : , a: . odernize your customers’ refrigerators to provide this ever-i'- 
Not so in Frost-Tite (right diagram) with forged : , p : 
. a / creasing necessity. The new D. LINE evaporators with equaliz d 
frost-relief slots. Here relief is provided for the refrigerant distribution offers unlimited application possibilities. 
expanding ice . . . no force is created, and thus there Send for Bulletin E-4 
can be no loosening, splitting, or cracking. 
Frost-Tite Flare Nuts cost no more than ordi- SPECIFICATIONS . 2a 
nary unrelieved flare nuts—are a ‘‘must’’ for San. aan > Single 3 Single 4 } om 2 m : 
the lowside, can be used anywhere in the Cubic Ft. Capacity.................. 3% to 5 5to7 5 to eT 
system. Overall Height...............0.0.0.... 74” 10%” 8M’ 7% 
Overall Width...........0...00--00--+ 634” 6%” 12” se 
” ”” 12 , S iT 
| Send for Literature and Prices nee mm ccnenboie hos den 
o Other REMCO Products carried in stock include: “Cr oss-Flo” Furnished with door, control mounting, hangers and control bulb clamp. 
Heavy-Duty Drier-Filters, Standard-Duty Driers, “E-Z-SEE” ; 
Liquid Indicators. 4 — } STANDARD REFRIGERATION CO., 332 S. Hoyne Ave., Chicago 12, Ill. pl 
REMCO STAINLESS STEEL EVAPORATOR 
CARRIED IN STOCK BY LEADING WHOLESALERS EVERYWHERE _ UQUID RECEIVERS. — 
| West Coast warehouse stock at: 2103 So. San Pedro, Los Angeles, Calif. 1 al @: ° R #- ° R A 7 -€: t) C FLOW co SERS. | 
EXPORT DEPARTMENT: Melchior, Armstrong, Dessau—Ridgefield, N. J. SHELL AND COIL CONDENSER 
ZELIENOPLE, PENNSYLVANIA 
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Rise In Number of Dealer 
(ost-Reports Going to 
NarDA Termed Heartening 


CHICAGO—Members of the Na- 
tionc!| Appliance & Radio Dealers 
Association are currently sending in 
their report forms for the 1949 
NARDA Cost - of - Doing - Business 
Study that is prepared annually by 
the issociation. 

Results of the study are expected 
to be announced between May 15 and 
May 30, Clif Simpson, managing 
director, stated here recently. 

Evidence that many dealers are 
growing more and more cognizant of 
the importance of knowing their 
costs of operation is proven in the 
steady flow of reports now reaching 
NARDA headquarters, Simpson said. 
The number of reports is almost 
double the amount received at this 
time a year ago. 

In addition to analyzing the deal- 
er’s cost of operation, other impor- 
tant industry facts are revealed. One 
dealer reporting from a southwestern 
state does an annual gross volume 
of nearly $600,000. His report notes 
that he received more than $67,000 
from service, however his cost of 
service topped $77,000, or resulted 
in a $10,000 loss on his service de- 
partment. He noted that “this loss 
is probably more nearly accurate if 
called Cost of Warranty and Policy 
Service—that is, making good on the 
manufacturers’ products.” 


| 
NARDA has been recommending 


to manufacturers that the labor 
dollar costs during a product’s war- 
ranty period should be reconciled in 
the product’s pricing structure. This 
is practiced in the automobile and 
other industries with similar servic- 
ing problems, Simpson said. He 
noted that the advent of more and 
more automatic home _ appliances 
since the war has led to more and 
more dealer servicing, higher service 
costs, and loss of net profit. 

Also interesting is this dealer’s 
profit margin. He reports: ‘““‘We only 
made about two cents per dollar sold 
which is nothing to brag about, but 
I doubt if we ever will do better 
until our margins are increased.” 


Eastern Food Chain Provides 
Meat-Wrapping Service 
For Freezer Owners 


NEW YORK CITY — Recognizing 
that many of its customers own home 
freezers or two-temperature refrig- 
erators, the H. C. Bohack chain of 
food stores is now offering to wrap 
meats in freezer paper for storage 
in the home freezer at no extra cost. 


Whether the order is large or 
small, butchers will cut and wrap 
the meat and plainly mark each 
package as to contents and date, the 
store management declared. They 
will even go to the extent of cutting 
up a whole lamb, a quarter of a 
beef, or a number of chickens for 
the customer. 


Count these BENBAR features! 
They add up to MORE SALES! 


* Hermetically sealed condensing unit 

e Panelyte covered door jambs—Frost break- 
ing lock 

® Trovble free capillary system 

® Two step door construction 

® 4° Sverglas insulation 

re the kind of freezer that all America is 

®manding. 2 standard sizes—14 and 17 cu. ft. 


DIS’RIBUTORSHIPS NOW AVAILABLE 


a Contomplated price increases between now and 
une !, 1950 In spite of steel Increases. 


AUGUST G. BARKOW 
MANUFACTURING CO. 
2230 S. 43rd St., Milwaukee 15, Wis. 


Storing Meat at Home 


Book by Jensen, of Swift & Co., Tackles Problem 
Of What Conditions Cause Meat To Spoil 


NEW YORK CITY—Some answers 
to often asked questions on the stor- 
age of meats in household refrigera- 
tors are given by Dr. Lloyd B. Jen- 
sen of Swift & Co. in his recently 
published book ‘‘Meat & Meat Foods.”’ 

Dr. Jensen, who was formerly pro- 
fessor of experimental bacteriology 
at the Mayo Foundation and Clinic, 
offers some scientific opinions on 
these common questions: 

Does meat keep better fresh or 
cooked ? 

Comparisons of fresh and cooked 
specimens under the same conditions 
of temperature, time, and kind and 
number of spoilage organisms present 


show that fresh meat will keep 
better. 

However, Dr. Jensen points out 
that the life of meat may be 


will kill the germs present in the 
fresh meat and it will take some 
time for more germs to grow in 
the cooked meat and cause spoilage. 

Should hot cooked poultry, meats, 
and broths be cooled at room tem- 
perature before refrigeration? 

There seems to be some differences 
of opinion on this one, according to 
Dr. Jensen. He notes that some chefs 
contend that moisture forms on the 
surface of meats placed immediately 
under refrigeration. This moisture, 
they say, causes souring because it 
is a good breeding ground for micro- 
organisms. 

Physical chemists, however, deny 
that such moisture can form. For 
himself, Dr. Jensen suggests imme- 
diate refrigeration or a cooling period 
of not more than half an hour at 


In general, fresh steaks, chops, 
and roasts should be kept no longer 
than a week and preferably for only 
three days. They should be stored 
near the freezing unit. 

Drawn, disjointed chickens, ham- 
burger, and organs should be re- 
tained for two days at most. 

Why can’t hams be stored in the 
cellar as they used to? 

Hams today are only mildly salted 
where those of years gone by were 
so heavily salted that they would 
keep without refrigeration. 

Can turkey be partly cooked one 
day and finished the next without 
hazard? 

No, says Dr. Jensen, who recalls 
two poisoning outbreaks as a result 
of double cooking. 


Progressive Refr. Repair Opens . 


KINGS, N. Y.—Articles of incorpo- 
ration were filed. with the office of 
the secretary of state for Progressive 
Refrigeration Repair Service, Inc., to 
manufacture refrigerating and cool- 
ing systems. Directors are: Norman 


Nelson Co. To Handle 
Servel In West, South 


EVANSVILLE, Ind.—Appointment 
of N. O. Nelson Co., St. Louis, as 
authorized Servel electric refrigera- 
tion distributor has been announced 
by O. J. Dail, general manager of 
the electric refrigeration division of 
Servel, Inc. 


The Nelson organization operates 
15 branches in the middle-west and 
southwestern areas. Branches at 
St. Louis, Jefferson City, Cape Gira- 
deau, Memphis, Little Rock, Jackson, 
Miss., Dallas, Waco, Houston, 
Witchita Falls, Beaumont, and Aus- 
tin, are now carrying a representa- 
tive stock of all sizes of Servel 
Supermetic condensing unit from 4 
through 3-hp., as well as a full line 
of service replacement parts, Dail 
reports. 


All supply points will administer 
the exchange of Servel condensing 
unit parts within warranty, and the 


lengthened by keeping it in its fresh room temperature. Bobowick, Anita Rosenthal, and replacement of hermetic power units 
state until just before it “turns” and How long should meats be kept Anne Margolias, all of New York under Servel’s five-year protection 
then cooking it. Cooking, he says, in a refrigerator? City. plan. 

& 

oe 


Switch to Suniso Oil Eliminates Wax Problem, 
Assures Free Operation of Starting Mechanism 


A bakery was experiencing trouble 
with a 2 hp. compressor used to 
operate an ice cream maker and 
hardener. Frequently it failed to 
start, causing the temperature to 
rise and the ice cream to melt. 
Each time, a serviceman had to 
be called in to overhaul the starting 
mechanism. Finally a thorough 
cleaning with heat and chemicals 
became imperative. When torn 
down, the refrigeration system re- 
vealed heavy wax deposits on the 


SUNISO REFRIGERATION OILS 


thermostat valve, solenoid starter, 
strainers, and coils. 

Realizing that the original charge 
of oil had been causing the damage, 
the serviceman recommended that 
the unit be recharged with Suniso. 
This was done, and difficulty in 
starting is no longer experienced. 

Such dependable performance 
is the reason why Suniso Oils have 
long been the predominant choice 
of original equipment manufac- 
turers throughout the refrigera- 


EMERGENCY CALLS 


tion and air-conditioning industry. 


The different grades of Suniso 


Oils have extremely low pour points 


and low wax-separation points. All 


+, 


“JOB PROVED’ THROUGHOUT THE INDUSTRY 


have exceptionally high dielectric 
strength and high resistance to 
chemical change when mixed with 
Freon or any other modern refrig- 
erant. Ask your Suniso jobber for 
a free copy of the illustrated book- 
let “Lubrication of Refrigeration 
and Air-Conditioning Equipment” 
or write Department RN-4. 


SUN OIL COMPANY - Philadelphia 3, Pa. 
In Canada: Sun Oil Company, Ltd. 
Toronto and Montreal 


[> 


CS Riot > <i , Nee . a s at m1 7 pages . Soe: e 7 prewne ; X ’ =< ae 
——_——————— rv lrhvw—Xww .2000Y 0 ee a aan a a ae 
7 | | | 
a 
s 
y 
pe 
a 
ais 
ot 
i: 
an 
a 
. a 
M 
“ie 
| uf 
t 
| 
= a ae SSS, OSS Sa oF Saag Fo Be ae ae Ras aca Se AS See ae a SS 2 = SN 3 re i 
of <3 aor See Se ee PB as a <9 Se = = NS P< ay PAS wh | 8 < So ‘ 3 = ee . eS SS ie 
Po Sa, ewes. °° oS Oe JER ee ‘ oe . 
Be Se ee RS ie “SN Sa a es Sear g Ce ; re ‘ i. 
PO ae tee ges Se ee Sa " co Ro * Ge S ANY ee Cae TS eres = . eS xs 
| ants aa eee oo ‘ S 3  e eos oo Se RA ose Be ess SoG. Ss <3 ae } ’ “TR : _— << 
eR re ae CP ge Ms Soe a OR ee ee car “. A 7 Vee . ‘ . 
| Vic oy con SS CMe ee Tk grease 
ee SS Er eee eee se TERS ce RR a Se rx Be Ee S Neng q SS x Se < Se 
— ep a ct SAIS pe re ca ae yee : .. = Pi oe 
ea ae eS ghee Se . Sas Sk ARGS SSSR ce SS rates = ace ae q 8s . . & q SS 
—— : < eS a +e oe ee xs See x = ~~ ae ae x aS ¢ . nets toe ‘ + = : SY sy 
oe 6S Se a OS es ae te : BR See SS RS eS a ae ; ¥ . Ss . SS . 
am eer ba et es gg ge ae 3 i. he M 4 x . : 
Be ye Se LIS Ee oy OR SS .  . Sa i : ba as RS RY ay ‘ , 
Se |S SS ek eS , ae SS SS SS SoS aS ere’ « Fas ss ¥ 
| Cl See. 2. © so Se 7P gk ot SE Be » 3 
C—O oe , “ees! UC kl ae : - “a a a Se 
sass ae. ee > . : i ee Bae 5 a oS ae SAF A 5 a. F 2 ae ee * os Se % BS » 
| ee ee — SS a a Soo wet Ry a : eee: Nee & la 
: Bai se Eatige an : or ‘ ea SSS ; aS Ss SRR: eta Ee ate wee . > = R ey 
: oe ry kl Re Yas SS SS ee . a Sis . x . 383 
Fe 4 ae... i ‘ haw: ¥ ee . PRE SE & ee 4 = ee Se . 3 ~ : wate ‘nt “a. SS RS . % es 
é *: a. i ee 3 3 a aS BERS SSS _ y Sas i , & a . a = 
1e of | : % — sy & “S ee = et ek as foe he ys wa a = i : ; Reg . ee 
. o Ps “ ‘a * SAS Sa Se ; : . . a 
my Se rr ae oS Ss ws Se SARS Sak % = : : * ‘ S SS = Les 
| — os el “Sa (OSS ce a : ee s ey & —a —_ _ os ae. i tat : eo 
a 4 ‘ # Sa oe SSS .. § 8 4. ae @ a Sawn e a fe a ‘ af 
' s Eee. < : Pe al me = ¥ 3 5 Rak BSS. 3 we sy ca a ~~ at a s : - - ; .- 5 , a 3 . . 
: * i. : — | / a s BOE <a : : ‘ x ub. ais: - : a Pk , 
) range ® —/ . 4 ts ‘ eee Sill * ay keer . : i ; *  Sdaliaaling mocap - - " en A ¥ = 
s ie ee. oe, fs See at RE WE oe eee Fs be 
x a: = a) ‘ eh BS oe Se Gal sy bn 99 8 dl coe >a a 7 ™ = 3 
Be ~~ ee ss ¥ ¥ : ed ae 2 : eal oe Moe <6 a a a ‘ . 
a , OO . ss oe ee | — e Midetd ms os a ai oS es yy 7 
| s 4 Se — i ft * 3 ie rae Pred ee ae bs Se ‘ : 
| 3 Pia ae ‘ sae ae 4 ky Sibe J ‘ ae ee a eg ee, . Sa an . a 
— a J . es * Ti Nee EO | 
x 0g % Yee & Sr Pot cia pe we aa) a 5 coe. gt Op ei 3! 43 o see. . Re 8 
: a ee . e ey Sry es Vee . ae ‘0 ¥ Bias “Oe 5 — *. <a ae 
| = — © - NEES x ie See Se | | 
, | fs a , ae me T509 s , . = . oo mes ty ean Figs aa can io Pk * B 
oe eet ie. ae 2, Beale : 1.2. es) UO ee ee 7 2 es 
i Se si = e a he : oe. i Oe? : k Y re ae a Sey ois, i: p ‘ie a % " BS 
[cco | e - Se ? ae ee 4 *, a a a tongs “on a pS a pear ee 
ee < ° Ss Oa ~ 2 a : ~ : os ‘a 9 : * EAL Se gees eS oe 4 * ke IP en 
aS . pe ee ¥ ¢. a 44, a Tyr ee CE ae see aoa 
4 | | : ee 7 as J wn é. ri ome} eR ae 
ie: ; a ee ‘a 7 ee : Oca F ; o oe) A , aoe pS ees ne © 6 rT a ; 
PRON | ' pS ee we ae Bee NS te om = nnd’ | SMe Te gee ~ 
ies ee ¢ aa % ‘i a, < as F i is - ie hy ae as 
NoIT’ es ee sa Fae bend a ae re / ' ae \ daa N Piet MF! ge i 
: ee a ro . Me |e aa 
.0., Inc. a: . 4 —: 3 a Tet oe 
* e i ee fad § bis ¢ a te rae F . eS portioon name Re. ‘ a 7 Cee ee ay, . 
oe ee ee ee te oa En “ad de fee yt Se 3 , a i 2 al iW : 
& a ON ere oo ee mr | YE gh asia ‘ OE i SOC eg er ee: ase 
—— eS eS ny ae i fo Ske eae ey — | ; Veet. ae > ; ‘ se fee tae Vs ‘a 
Ra eae Me ee Mage a Bp rs he ‘ : F ie lee % 
ae ae Sake % MP es Ne SRS era ee a 2 ae ee is ae, : oe) ‘all 
uc eK es ae Re eo ae eee | gl eae ee ee “ Pa raf | x MS tee hse si NN SC re ; 
= — a eo Se ae Bie 3 ‘ ter.» ae oe, ies 4 
eS Saat a by ke ee i: Bie oy We E ae, a fae d Sa ee a => % 
as a . pens Aa aa) TN maa. 7 OS j cape, Py ot ie. - 
. oe ee -* 4 ae nots |S RR ee fee tok sasnenest we { Dee 5 eer! . is , aS Ge - 
f a eee i a Ok ay, Me ae po “a rou 10m ¢ ogee ch ee eae 
NS ~ , eee Berge t eSein Oa ER ESS: ae ete Ky a0 mad PECL ie ees BOAy ee 
i‘. —s ee ee ee ga a Fe a ei ie : vi m onwens be ae Sie ae i. = ‘3 
4 : es 7. 2 ae qe eS. 4 * esi 3: Sey orn : “se REIS, ok Niet 5 ages ; 
. : Bere he Ca 3 ua i 5s : dae Pa ' - os rene 4 2 = ~ ae s are a, Fe i ‘ 
3 7. cs, es, Oe ee ee ee * = ay pe eae eae Pe He AZ “s ge ae , 
os oh ee ee vanes ae eee LR ee oe ae 
ei ’ pee Ba ee ike Se : 3 ee ee ee ah A Ie ¥ i ‘any ¥ 
4 ae at ae. Som a ae Sage be igen es a bis ee ewer 2 : i ee es ea 7 5 gee ee cs x" 
: a . a 7 Bs pe 4 a Wie? eo om i oe i re ie se 
= - a OSE Me YE Ra te ce - of: nie 
ae war RE 8 Be ae nen aiee i, a 
- an wr . ae , ke” 
E eae eae 4 ceo * ° ae ae ry : 
se a ee “gg ° jee : 4s _ be { a 
. e a he Ne ae i Sey ronaaries tes. - Pig as 
Ss ” ae Ste 5 aa : Sez fae we % : YY fm 
os sal ae : o a 3 ‘ % Fa Re aL ee Pet ce “Pt. le aeaaaggl FO Ce a a. gS 
ee pe 2 aa . eae ce) a : oo JS Bae : ie J Be he 4 ee Pe 3 4 ¢ ft a Fy aed er i oe : 
BS yee —, a “hoe ue te ro Se i) AR, he te ea ES eS RS et. eae , : z 
— ae eee ee ST ee ae fie 
ss i oy eee GR. Sas ee ig ee 2 os @ i ios | nn Se et Sees: Seal, yf (Be SEM “ee & rah 
= << BOS 6 FRE Bg ges oom oe i SI a lite a ec tig age BRAC WEEE OF — ” . 
me So aC oy = en a. © 
fe ree tS aae Age 3 Bae ne ae See git » a As tas ea pe a os Se es a a 
: aie ee Aa caiman oe eee Ohara in ae Se ee sa he, TN ioe, + ea 
s 2 g vd eo ae ee aaa a Bee ake ‘Ny ¥% ie ee ek ES eile 4D mee a mn ge oy ae ts 
‘ ce piglet ais Saree ee ae ase val ae a She a Ge my lg eee ee A aad ¢ 
os eo ee «ae ee pean a 9 ae gg BIE ae 4 ae eM, : a tees ; eieuute ta ay ee iat, Baa 
Ee Fa ea ae im ° 
a 
Rn RE ARI RR NN oN 
4 | Be oe ee 7 
INE . | Lc 
ace & } a 
fod ma ; 
3 uM 
zd + : ag 
3 Se 
on . 
; ee fa . 
_— 
ic @ BY 
Ne 
, : 
! bie 
Lia ie 
7 
” : 
Be 
| 
ee A og 
; 
=a 4 
bE is ti 
ba 3s 
:s aa 
i 
Te 
: \ — e 
r - Se ‘ Z F: : - . ‘ Sy 4 7 ’ ; p TSA ri - - . a = ‘ . -> 7 ™ : ce 
fe #% 1 _ 4 ; hy rs a = oe wee el ee ee BA ae = _ > eee, : .! ; Zé tn 
ss +e : i = eS a < : Eee - : ore ‘ i, “ be = et . : go. m ‘ yn ¥ : ani P = 4. é 
k ol as ~ a < 4 ~ rs rs Mi v, ee ~~ ~ <? ne = ~~ _ 4 J ° =e , a eal . + Fy herd 


10 


AIR CONDITIONING & REFRIGERATION NEWS, APRIL 3, 1950 


—__ 


The Columbus Story 


‘Special Deals’ Are Rare-- There’s a Reason- - 
A Dealer Association That Really Functions 


Nothing in this world is ever per- 
fect or completely satisfactory, and 
this probably applies a great deal 
more to appliance merchandising 
than many other things. Yet, there 
are probably dealers in some other 
parts of the country who might think 
they were in a paradise of perfection 
if they were operating in the selling 
atmosphere that prevails in Colum- 
bus, Ohio. ; 

What is the factor that sets off ap- 
pliance merchandising in Columbus? 
It’s genuine cooperative effort by 
dealers banded together into the 
Columbus Appliance Dealers Asso- 
ciation Inc. to keep under control 
“package” deals, “special” dealers, 
“bait” and “phony” advertising, and 
“backdoor” selling by distributors. 

The point may be debatable as to 
whether such control practices are 
for the “general good of the indus- 
try.” But the Columbus dealers must 
feel that they are pretty good for 
them. It’s not just that they have 
“Suggested Accepted Rules and Regu- 
lations For Better Display Adver- 
tising In the Columbus Serving 
Area” which set forth the rules (pub- 
lished elsewhere in this issue), but 
it’s the way they cooperate in seeing 
that the regulations are made effec- 
tive. 

When some organization comes to 


Columbus with a “special” deal of 
some kind—say a premium offer that 
goes along with the sale of a par- 
ticular model of an appliance—the 
following is about what happens. 

The individual dealer to whom the 
offer is made listens carefully, and 
makes notes of all the details. He 
makes no commitment at the time, 
merely says he will think it over. 

When the representative of the or- 
ganization making the offer of the 
deal has left, the dealer then gets 
in touch with the officers of the asso- 
ciation, to let them know that “a 
deal is cooking” in Columbus. The 
officers in turn will often call a gen- 
eral membership meeting to discuss 
the deal. 

“They’re the best attended meet- 
ings held throughout the association 
year,’ commented one officer of the 
association. 

At the meeting called to discuss 
the “special deal’’ the members will 
air it thoroughly—both in terms of 
what it means to the dealer, and to 
the customer. The dealers to whom 
the offer would be open (depending 
on franchise arrangements, etc.), 
make their decision as to whether or 
not they will take up the offer. 

If the dealers decide to go ahead 
with it, they then refer to the “Self 
Control of Advertising” regulations 


to be sure that the promotion and 
advertising efforts in connection with 
the deal will conform to the regula- 
tions. 

For example, suppose the deal was 
a “package deal” that involved the 
inclusion of a chair or some similar 
item along with the appliance. In 
that case section 9 “Package Deals” 
of the regulations would apply, this 
reading as follows: 

“More than one article advertised 
at a unit price shall also be non- 
deceitfully listed and priced indivi- 
dually so that the total individual 
prices will add up to equal no more 
than the completed package price, 
nor shall there be a misrepresenta- 
tion about the price comparison. It 
is recommended and suggested that 
the articles combined in a package 
deal be offered for sale individually 
at the same savings percentagewise, 
and so stated in the advertisement.” 

Package deals have been offered 
and advertised on such a basis in 
Columbus, and customers have ac- 
tually bought the chair offered, at 
the price specified. But in most cases 
Columbus dealers have said a polite 
“no thank you” to the “special deals” 
that have been put on in all other 
parts of the country. 

A simple reason for this state of 
affairs is that the dealers in Ohio’s 
capital simply are inclined to think, 
on the basis of their experience, that 
such deals don’t pay off in the long 
haul. 

“Take the case of the store that 
promoted heavily an ‘under $200’ 
electric range deal,” explained one 
of the association members. ‘Sure, 
he moved a lot of ranges during the 
period of the promotion, well over 
the normal volume of sales. But what 
happened once the sale period was 


(Continued on next page) 
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Production is Rolling 


on the NEW Houdaille-Hershey 


Plate-type REFRIGERATOR CONDENSER* 


@ Tooling has been set up to cover a broad range of shapes and 
sizes for most refrigerators or freezers. Complete information on 


your particular requirements available from ... 


NORTH ‘CHICAGO DIVISION + NORTH CHICAGO, ILLINOIS — 


Sensational 
NEW MECHANICALLY 
BONDED DESIGN gives... 


HIGH EFFICIENCY —A permanent con- 
tact of more than 60% between primary 
and secondary surfaces. 


STRUCTURAL STRENGTH — Inherent 


design plus ingenious cross member. 


LOW COST—Every step in production 
lends itself to fast, line production on auto- 


matic equipment. 


CORP. 


Directors of Columbus Group Meet Frequently 


Gathered together at an informal luncheon to discuss local trade problems are 10 of 

the 14 new officers and directors of the Columbus Appliance Dealers Association. From 
_ |. to r. they are: William Hoermle, Hoermle's Appliances; Stanley Dennis, Columbus & 

Southern Ohio Electric Co., secretary-treasurer; Walter Mendenhall, F. & R. Lazarus C»., 
L. Claymier, The Star Furniture Co., second vice president; Bill Glick, 
Glick Furniture Co.; Henry Emswiler, Emswiler Electric Co.; Robert Boyland, Good Hou:e- 
keeping Shop; C. C. Robinson, C. C. Robinson Co.; Art Ridgley, Davis-Ridgley, Inc.; and 
Bill Cook, Cook Furniture & Appliance Co. 


president; L. 


Dennis’ position as secretary-treasurer is indicative of the helpful attitude of tre 
utility in promoting dealer cooperation, though it does no appliance merchandising itse’f. 
Not present for the picture are Claude McGinnis, General Appliance Co., first vice 
Haggard, Budd & Co.; and 


president; Don Rice, Westgate Electric 


Co.; 


Dwight 
Ed Witherspoon, Better Home Center. 


Survey of Columbus Major Appliance Dealers 


What major appliances are you now handling? 
Almost all reported that they were handling a complete line 
of major appliances and did not contemplate adding any other 
products to their lines. With room air conditioners and dish- 
washers, however, the picture was something like this: 


Room air conditioners 
Dishwashers 


What % of your total dollar volume is in refrigerators? 
14% of dealers reported 50% or more. 
29% of dealers reported 26% to 50%. 


ee ee wee ewes 


eee 660 & € 4 844.6 2.6.6 68 8-8 


19% of dealers reported 25%. 


14% of dealers reported 10% to 20%. 
24% of dealers reported they did not know. 


What % of your total dollar volume is in home freezers? 
10% of dealers reported 5%. 
5% of dealers reported 4%. 
15% of dealers reported 3%. 
5% of dealers reported 2%. 
20% of dealers reported 1%. 
45% of dealers reported they did not know. 


Do your salesmen work outside the store? 
85% of dealers answered “yes.” 


——= 


Plan To Sell 


14% 
5% 


4, 

How are your salesmen paid? a 
Straight commission 50% a 

Draw and commission 25% she 

Salary and commission 25% ab 

qu: 

Do you take trade-ins? ab 
90% of dealers said “yes.” pri 

Do you recondition and sell them yourself? (Of ‘‘Yes'' dealers.) a 
58% of dealers said “yes.” : 

32% of dealers sell but do not recondition. Pe 

10% of dealers said “no.” oa 

Do you use the meter plan? rs 
24% of dealers said “yes.” a 

How do you finance sales on the instalment plan? “a 
Bank 45% all 
Finance company 20% pos 

Bank and finance company 20% ( 

Handle own paper 10% pri 

Bank and handle own 5% aa 

Do you operate your own service department? me 
66% of dealers said “yes.” 6. 

If so, do you find it profitable? I 
43% said “yes,” 50% said “no,” 7% said “break even.” oo 

Do you offer service contracts? po 
7% of dealers said “yes.” pe 

What are your biggest problems in appliance selling today? PR 
Most often recurring problems mentioned were: I 
Getting good salesmen 29% dec 
Discount selling 24% ma 

Gross profit margin too low 14% ma 
Getting prospects when merchandise is of 
available and getting merchandise be 

when prospects are available 10% 8. 
No particular problems 14% , 
What has been your most effective promotion? 9 
Most frequently mentioned ideas were: tio 
Newspaper advertising 29% 9. 
Television advertising 14% 
Outside selling 10% rb 

Meter plan 10% 80 
Good service f 10% adc 
Personal contacts 10% = 
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sT. NDARDS FOR THE ADVER- 
> NG AND SELLING OF RADIOS 
AN.) HOME APPLIANCES. 


1, ).0 UNTRUE, FALSE, OR MIS- 
- DING STATEMENT, ILLUS- 
. TION, OR LAYOUT SHALL BE 
1E IN RADIO OR HOME AP- 


MA 
pL! NCE ADVERTISING. 
Cop and Layout 


(.) Copy and layout shall be so 
ed and arranged as not to be 
}-ading or deceptive in any way. 
(.) When an advertisement con- 
a cut of an article and also 
(.ins prices which refer to ar- 
other than the one illustrated, 
argest and/or the most promi- 
neni'y displayed price must be the 
that refers to the article illus- 
trat d. Such price must be so placed 
in the layout and in such proximity 
to the set illustrated as to leave no 
possibility that a reader of the ad- 
yertisement might infer that any 
other price in the advertisement may 
refer to the illustrated article. 
9, FREE, GIVEN AWAY. 

The words “free” or “given away” 
or other words or phrases having a 
similar meaning shall be eliminated 
in advertising except when the items 
so offered are available to all comers 
whether or not they make a purchase 
or enter into any obligation. 

3, BAIT ADVERTISING. 

The practice of offering merchan- 
dise through advertising which the 
customer is not given a fair oppor- 
tunity to purchase is “bait advertis- 
ing’ and should not be indulged in. 
Examples of bait advertising: 
“Knocking” advertised merchandise, 
evidencing unwillingness to exhibit, 
demonstrate, or sell advertised mer- 
chandise; adoption by salesmen of 
apathetic attitude toward advertised 
merchandise, but showing enthusiasm 
in recommending other merchandise; 
failure to cleanly display advertised 
merchandise in the advertiser’s show- 
rooms and failure to make such mer- 
chandise available to the easy inspec- 
tion of the customer; failure to stock 
sufficient quantities of merchandise 
in cases where the gross profit on 
the quantity so advertised is obvi- 
ously not commensurate with the cost 
of the advertisement, shall consti- 
tute prima facie evidence of bait 
advertising. 

4, LIMITED QUANTITIES. 

When there is available only a 
limited quantity (not sufficient to 
meet a normal demand) this fact 
should be stated or the quantity avail- 
able should be indicated. Limited 
quantity merchandise should be avail- 
able when store opens and not sold 
prior to store opening. 

5. SUPERLATIVE, UNDERSELL- 
ING, AND DEROGATORY CLAIMS. 
Such claims should not be used. 

(a) Superlative claims, such as 
“the greatest sales in America,” or 
“America’s finest washer’ are con- 
fidence destroying, often result in 
retaliatory competitive claims, are 
unprovable and should not be used. 

(b) No underselling or lowest price 
Claims should be used. They are usu- 
ally inaccurate because they are im- 
possible of fulfillment. 

(c)} Statements derogatory to the 
price, merchandise, or service of 
competitors should not be made. Such 
Statements are unethical and unfair 
and destroy public confidence in ad- 
vertising. 

6. Tr, ADE-INS. 
Der nite dollar and cent or definite 


perce tage trade-in offers shall be 
elimi ated. Example: Under this rule 
Such offers as “$40 trade-in allow- 
ance or “Up to $100” shall not be 
perm ‘ted. 

7. ICTITIOUS COMPARATIVE 
PRI( °3S. 


Fi itious savings claims based on 
dece; ive inflated prices, fictitious 
man acturers list prices (not a bona 


fide tail price) shall not be used. 
Savi +s claims based on comparison 
of « make over another shall not 
be u od. 

8. F OOR SAMPLES. 


Th advertising of demonstrators. 


floor samples, display models shall 
be & urately presented as to condi- 
tion nd quantity. 

9. P..CKAGE DEALS. 


Me than one article advertised at 


& u: — price shall also be non-deceit- 
fully listed and priced individually 
So tit the toal individual prices will 
a ‘Pp to equal no more than the 


\-eted package price, nor shall 


Columbus Appliance Dealers Association, Inc. 
Suggested Accepted Rules and Regulations 
For Advertising In the Columbus Area 


there be any misrepresentations about 
the price comparison. 

It is recommended and suggested 
that the articles combined in a pack- 
age deal be offered for sale individu- 
ally at the same savings percentage- 
wise, and so stated in the advertise- 
ment. 

10. SPECIAL STOCKS. 

In any sale based upon purchase 
of stock of another concern, no other 
merchandise should be included in 
the advertisement without clear and 
prominent reference to such fact. If 
the advertiser’s own stock is included, 
the advertisement should segregate 
or otherwise plainly identify the dif- 
ferent stocks. In the store the spe- 
cial stock should be segregated or 
plainly distinguished from the regular 
stocks by adequate signs or tickets. 
11. GUARANTEES. 

All guarantees or _ warranties 
should be specific, definite, and clear 
to the public as to what they mean 
or to what they apply. If they are 
qualified, condition, time, limited, or 
service should be mentioned. 

12. SPECIAL OFFER. 

When any price or offer, special or 
otherwise, is made, the advertisement 
should be specified as to name, model, 
and year of the merchandise thus 
priced or offered and no other mer- 
chandise may be mentioned or listed 
therein such a manner as may be 
susceptible of the interpretation that 
such other merchandise is included at 
the advertised price or offer when 
such is not the case. 

13. CREDIT TERMS. 

(a) Such phrases as “no carrying 
charge” will not be permitted. 

(b) If a down payment is adver- 
tised, it is advisable to state also 
the full selling price. 

(c) The phrase “No Down Pay- 
ment” should not be used if there is 
a charge of any nature before the 
customer can secure possession. of 
the goods advertised. 


14. RADIO ADVERTISING—R C A 
LICENSED. 

No radio, radio tube, or accessory 
shall be advertised as “RCA Licensed” 
or by any similar description unless 
the name of the product is also men- 
tioned at least as prominently as the 
RCA. 

15. ASSEMBLED SETS. 

Sets fabricated or assembled by 
other than the manufacturer are as- 
sembled sets. Merchandise coming 
under this classification, if adver- 
tised, should state: 

(a) Current model, or otherwise 
model of set. 

(b) Clean-cut, definite statement to 
the effect that the chassis has been 
installed in a cabinet other than that 
furnished by the original manufac- 
turer. 

(c) These qualifications should be 
given as much prominence as the 
name of the chassis which is used in 
the advertisement. 

(d) No comparative prices or 
comparative value claims should be 
used in advertising assembled sets. 
16. SPECIFIC PRICE. 

Whenever a radio is advertised at 
a specific price the yearly model and 
the model number must be specified 
unless it is a discontinued model and 
then it shall be advertised in accord- 
ance with #17. 

17. DISCONTINUED MODELS. 

A model which has been super- 
seded by a new model at the same 
or approximate price, or which is 
not included as a current model in 
the manufacturer’s current list, is a 
discontinued model. When _ discon- 
tinued models are offered for sale, 
they should be described as: 

(a) Discontinued, or 

(b) The advertisement should spe- 
cify the yearly model and model 
number of the set. (see paragraph 
#18 “Yearly Models.’’) 

18. YEARLY MODELS. 

(a) Since it is the accepted prac- 
tice in the trade, and for the purpose 
of these rules, a radio set brought 
out at or subsequent to the mid-year 
radio show may be designated as a 
model of the next succeeding calendar 
year, viz., a set shown for the first 


Columbus Dealers - - 


(Continued from preceding page) 


over? For a long time he had a hard 
time selling ranges, because cus- 
tomers kept coming in and wanting 
the ‘bargain range’ only. At the end 
of the year he estimated that he 
would have sold as many ranges for 
the year as the records showed with- 
out the special promotion, and prob- 
ably would have realized a higher 
average price.” 

Association members also feel that 
the advertising regulations provisions 
on “Trade-In” advertising have helped 
to keep the trade-in factor from 
being less of a problem in Columbus 
than it has in many other cities. This 
provision (section 6) says: 

“Definite dollar and cent or definite 
percentage trade-in offers shall be 
eliminated. Example: Under this rule 
such offers as ‘$40 trade-in allowance’ 
or ‘Up to $100’ shall not be per- 
mitted.” 

On the matter of combatting “back 
door” selling by distributing concerns, 
the association has directed its ef- 
forts at concluding arrangements 
with distributors that will eliminate 
not only cases of individual direct 
sales by the distributor, but more 
importantly, the type of deals that 
permit employes of large industrial 
firms to buy at a discount arranged 
by the industrial firm. 


“In the past this ‘industrial com- 
missary’ setup has been so wide- 
spread that an employe practically 
had his choice of the whole indus- 
try‘s range of products,” commented 
one dealer. “But today, that’s out of 
the picture, and even individual direct 
sales are mighty rare. The whole- 
salers like it and so do we.” 


An Answer to an Appliance Selling Problem? 


scene ants 


The ‘Television Theater'’ on a mezzanine balcony in the C. C. Robinson downtown 
appliance store in Columbus might be considered one answer to the problem of 


mitigating the effect of television on sales of other appliances. 


In the “Theater,” 


prospects primarily interested in television sets can view various models in operation 


under “home"' conditions. 


Meanwhile, prospects for ‘‘white goods'’ appliances on the 


main floor will not be too greatly diverted by TV demonstrations. 


When Television Comes In 


When television stations begin to 
operate in a city, what’s the effect on 
appliance sales? 

Sales of television sets, once the 
citizenry gets a taste of it, undergo a 
big boom. For quite a time, at least, 
the problem may be one of getting 
enough sets. 

But what 


happens to “white 


goods” major appliances—refrigera- 
tors, ranges, washers? The answer 
is, according to Columbus dealers, 
that sales are adversely affected for 
a while. 

“There’re two main reasons why 
‘white goods’ sales slump when tele- 
vision hits a town,” says one dealer. 

“First of these is that television 
comes into the picture as a tough 


(Concluded on next page) 


a 
ll 


time at the mid-year show of 1947 | 


or at any time subsequent thereto | 


may be called a 1948 model. 

(b)- Sets introduced earlier than 
the mid-year show must be desig- 
nated as models of the current calen- 
dar year, viz., a set introduced to 
the trade in 1947 but prior to the 
1947 mid-year show is a 1947 model. 


| 
| 


2. 
a) 


n dema 


That’s why the trend 
is to the TECUMSEH 


Modern design gives today’s refrigerators a greater 
food storage capacity in relation to overall cabinet 
size than was deemed possible just a few short years 
ago. Unit compartments have been reduced in size or 
eliminated entirely. Food compartments have been 
extended, in many cases substantially to floor level. 
| Thus storage space has been increased by two or more 
cubic feet with no increase in exterior dimensions, 
and with but little added load on the compressor. 


This remarkable achievement is made possible by 
the Tecumseh Compact. Due to its small size, the 
Compact may be installed in a smaller-than-usual 
"unit compartment, mounted on the back of the cab- 
| inet, or placed in a “dimple” in the cabinet liner. 
When used with the new flue-type static condenser, 


CHIEFTAIN 


storag 


... with NO INCREASE 


in outside cabinet 


DIMENSIONS! 


wipth 5°72" 
weicnt 99/4" 


refrigerator. 


complete details. 


| 
= TECUMSEH PRODUCTS COMPANY 


TECUMSEH, MICHIGAN 


EXPORT DEPARTMENT: 2111 WOODWARD AVE., DETROIT 1, MICH. 


(omen? 


food storage space is extended to the bottom of the 


The tremendous popularity of the Tecumseh Com- 
pact is shown by the fact that more than 100,000 
refrigerators equipped with Tecumseh Compact 
compressors were placed in homes in the first full 
year of production. Today, over 200,000 Tecumseh 
Compacts are in use in home freezers, beverage 
coolers and vendors, water coolers, complete kitch- 
ens, midget trailer and sports refrigerators, as well 
as many models of household refrigerators. 


For Tomorrow’s design in your refrigerator Today 
—specify the Tecumseh Compact. Write or wire for 


World's largest inde- 
pendent producer of 
compressors and con- 
densing units for the 
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The Columbus Story | 


Association Activity Help to Columbus Dealers, 
But Individual Firms Are Able Promoters 


(Concluded from preceding page) 
competitor for the available con- 
sumer dollar. Television isn’t a neces- 
sity, as some other appliances vir- 
tually are. It’s a luxury. But people 
will often buy the luxury item first. 
Good, solid customers, who have been 
saving or making plans for a refrig- 
erator or range won’t be swayed, 
but others will. 

“The second reason is that sales- 
men will tend to try to pick up the 
‘easy’ order, which is the television 
business.” 

What’s the answer to television as 
competition for the appliance dollar 
that the consumer spends? There’s 
probably no one all-inclusive answer. 
Some dealers concentrate their pro- 
motion on the “white goods’’ because 
they feel that they don’t have to pro- 
mote television sets very strongly 
since they’ll move anyway, and thus 
they can really spend more to pro- 
mote other appliances. Some give 
special inducements to salesmen for 
selling “white goods.” 

It was noteworthy that in a num- 
ber of stores television was segre- 
gated from the “white goods” appli- 
ances. At Budd & Co., a jewelry and 
leather goods store with a big appli- 
ance department, operating on several 


floor levels, television is all by itself 
on one floor. In furniture stores, in 
some cases, television is sometimes 
on the “furniture side’ rather than 
the appliance side. 

A somewhat different twist to this 
was found in the downtown store of 
C. C. Robinson Co., one of the oldest 
and largest exclusive appliance 
dealerships in Columbus. A mezzanine 
section in the store has been set up 
as a “Television Theater” where pros- 
pects relax in comfortable furniture 
and under home lighting conditions 
to watch TV programs on various 
makes of sets. The main floor dis- 
play area is mainly given over to 
white goods. 


$1,000 In Training Films 


Proves Good Investment 


Running a good appliance dealer- 
ship takes much the same teamwork 
that is required to operate a good 
baseball team in the opinion of Bob 
Boyland, head of the Good House- 
keeping Shop here. 

“Every salesman is just as im- 
portant to the dealer as every player 
is to the manager of a ball club,” 


Boyland declared. “If a second base- 
man, for instance, lets a hit get 
through him at a crucial moment, 
it may lose the ball game for the 
whole team. 

“If he continues to let hits get 
through him, the team will soon find 
itself in the second division. 

“It’s the same way with an appli- 
ance dealership. If a salesman keeps 
letting sales get away from him, you 
will soon find your store among the 
also-rans.’ 

Practicing what he preaches, Boy- 
land is intent on keeping his high 
volume store in the “first division” 
of Columbus retailers. To do it, he 
manages enough salesmen to make 
two ball teams. 

To keep his “Good Housekeeping” 
team among the leaders, Boyland 
turns again to established baseball 
practices. He employs good, incen- 
tive compensation and a continual 
round of training. 


BONUS MONTHLY, QUARTERLY 


Realizing that salesmen like any- 
one else will really put out top effort 
for good money, he offers them what 
he calls “the best deal in town.” He 
pays them a basic salary and then 
adds to it a series of bonuses on a 
monthly, quarterly, and yearly basis. 

“This system has the effect of 
favoring the man who works the 
year-round and_ discourages’ the 
floaters,’ Boyland asserts. That it 
means real money to the salesmen 
who put out is evidenced by the fact 
that several of the 18 men employed 
by the company earn upwards of 
$10,000 per year, he noted. 

The salesmen spend half a day in 
the store and half a day outside, Boy- 
land said. When out, they utilize the 
“Booster Club” method of following 


SP 


Back of better refrigeration... 


Bundyweld Tubing 


Take a good look behind a household refrigerator. 


Almost every time, you’ll find vital performance 
parts—coils and compressor lines—made of Bundy- 


weld, the better refrigeration tubing. 


For Bundyweld just naturally offers more refrig- 


eration advantages. 


It’s extra-strong and sturdy. It’s leakproof, proved 
by halogen-vapor tests. It’s faster-cooling, thanks 
to the exclusive construction of its double, yet 
thinner, walls. It’s lightweight and ductile, built so 
it won’t collapse or weaken structurally under short 
radius bends. 


Speaking of bends... 


up on customers who have been well 
served in the past for names of new 
prospects. 

Every morning they meet in the 
store for a short training session at 
which they hear a factory or distribu- 
tor representative present latest in- 
formation on their products, or best 
of all from Boyland’s standpoint, they 
view training films. 

“I believe sales training films are 
the best training aids available,” 
Boyland asserted enthusiastically. “I 
have a library of more than $1,000 
worth of training films and I would 
purchase more tomorrow if I could 
get them.” 

Boyland has his own projector and 
invites his men to take every oppor- 
tunity to review these films. 

“When a man has a tough day in 
the field and gets pretty discouraged, 
he is free to come back to the store 
and run through some of these train- 
ing films. In them he can review 
his own faults in presentation and 
will draw inspiration anew from see- 
ing the correct and _ suggested 
methods of selling particular appli- 
ances. 

“The men learn more from these 
films than they would from my talk- 
ing to them for hours.” 


Taxicabs to Coin Banks-- 


Glick’s Misses No Tricks 


Name it and they’ve done it— 
that’s what you might say about the 
advertising and promotion programs 
used by Glick Furniture Co., large 
downtown Columbus appliance and 
furniture store. 

It would be something of an in- 
teresting game to try to designate a 
particular advertising or sales pro- 
motion idea that Glick’s hasn’t made 
use of at one time or another. 

Currently, the store is using news- 
paper, radio, television, billboard, 
taxicab, and direct-mail advertising, 
and coin-meter and meter-bank plans 
among their chief promotion ideas. 

“Right now we're ‘hot’ on bill- 
boards and the taxicab signs,” says 
meter plan, Glick concentrated on a 
appliance department. 

“The fleet of taxicabs on which we 
use signs always carries the name 
‘Glick’s’ and the store address, and 
then we can add whatever additional 
material we want to tie in with 
current promotions. Right now we’re 
calling attention to our 19% ‘bonus 
plan,’ which applies to furniture 
only.” 

Glick’s claims to have been the 
first establishment in Columbus to 
return to meter selling of refriger- 
ators after the War, and is said to 
have sold a large volume of refrig- 
erators. with meters, particularly in 
the opening drive. 


LETTER EXPLAINED 
METER PLAN 


In its campaign making use of the 
meter plan Glick concentrated on a 
direct-mail program which ‘“ex- 
plained the meter plan” to some 
30,000 potential customers. 

This idea was based on the man- 
agement’s feeling that details of the 


Helping a Buyer to Save 


‘bank"’ plan, used by Glick Furni-. 


This * 
ture Co. in Columbus, is merely gq 
method by which a buyer saves for 
monthly payments by putting his locse 
change in this bank furnished by tie 
dealer. The store’s credit manager ope s 
it when the customer comes in io 
make a payment. 


quick inspection at the time of <ol. 
lection. 

Trade-in appliances and “marked 
down” merchandise are sold by 
Glick’s in a separate store, a few 
doors away on the same street as 
the main store. 

“It has two main purposes,” says 
William Glick. “If we get a cus. 
tomer who says flatly that he can't 
afford the new merchandise we show 
him in the main store, we can always 
make the final suggestion that he go 
to the trade-in store. And the used 
merchandise doesn’t clutter up the 
main store or divert buyers who 
can really afford new appliances.” 


RobinsonBacksSalesmen; 


5 Are 10-Year Veterans 


C. C. Robinson, who operates two 
appliance stores under that name in 
Columbus, does a number of things 
that make him an outstanding dealer, 
including the use of a “television 
theater” in his main store (described 
elsewhere in this issue). 

But perhaps the one thing that 
would make him stand out the most 
from other appliance dealers is that 
five of his salesmen have been with 
him for 10 years or more. 

Robinson explains this simply in 
terms of the fact that he spends 
some time and thought on trying to 
see that his salesmen make a good 
living—but the fact that he carries 
life and hospitalization insurance for 
them, and gives paid vacations, has 
also got something to do with it. 

Other factors on this point are 
that Robinson backs up his salesmen 
with plenty of good advertising and 
promotion, and provides a parking 
lot convenient to his downtown store 
for the use of both prospective pur- 
chasers and salesmen. 

“The parking problem is such that 
it enters into any consideration of 
operation of a downtown store in 
these times,” he says. 

Robinson uses a wide variety of 
advertising and promotion methods, 
but has been giving considerable 
attention of late to the use of televi- 
sion programs for advertising pul- 
poses. Manufacturers’ films and 4 
demonstration-type show of his own 
are used. Commercials run to plugs 
for products and pictures of the well- 
stocked, attractive downtown store. 

In his opinion, the big problem of 
the industry today is an excess num: 
ber of dealers—‘we’re overfranchised 


meter plan were something of a by a good 50%” is the way he puts 
mystery to many potential cus- _ it. 

tomers, and that a thorough explana- 
tion was needed. 

The letter was addressed “To a 
Preferred Customer” and done in 
long-hand. It told how the meter 
plan had been used before the war, 
and how it had been introduced again 
as a method of paying for major ap- 
pliances by day-to-day payments. 
Prospects were then told that a big 
sale on meter-equipped appliances 
was soon to be held by the store, 
and to watch for newspaper adver- 
tisements. 

When the series of advertisements 
broke, it described what appliances 
would be available with coin meters, 


Bundyweld’s fabrication is as spectacular as its 
performance. In natural draft condenser produc- 
tion, Bundy’s industry-exclusive patented bending 
machines* turn out accurately dimensioned serpen- 
tine coils, complete and ready for assembly. These 
serpentine coils, bent in a wide range of centers 
a and leg lengths, are supplied in all commonly used 
aM tubing diameters. They spell less rejects, speedier 
production, lower costs, better performance in your 
% application. 
: Back your preduct with better refrigeration 


“And television has given a neW 
lease on life to many _ second-rate 
dealers who were on the verge of 
dropping out of the field,” he de 
clares. B, 
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MULTI-VELOCITY 
|\Adn Gilters 


. for high or low velocity: 


“7 tubing—back it with Bundyweld. Get the complete 
i‘ story on this miracle tubing. Contact a distributor, 
or write: Bundy Tubing Company, Detroit 14, Michigan. 


*U.S. Patent Nos. 


2,454,290 , 
2'469.405 and also explained that the Glick 
a company appliance servicemen would 
aint handle collections, and at the same 


time make sure that the appliance 
was in good working order, by a 


Bundyweld Tubin 


DOUBLE-WALLED FROM A SINGLE STRIP 


1S BETTER TUBING 


Refrigeration 


WRITE—ON YOUR LETTERHEAD— 
for the latest edition of the 
_ DEPENDABOOK—No. 152... } 
Lots of new items. Lots of bar-— 
gains...some 60% below 
standard prices! Depend on the 
DEPENDABOOK. Save Money. 


WHY BUNDYWELD / 
SPRING 


AND 


passed through a fur- 


Bundyweld. 


continuously rolled 


pe yee — — a —_ yo yen double-walled ‘and 
= coated with a ° e - ' P 
SIZES UP TO %” Oo. D. metal. Then it's . re Geren teighaces, ond phat ft sed — saan aa - 


cities. Chicago 16, Ill. 


Bundy Tubing Distributors and Representatives: a Coes; 42, Mass.: ,* emcaaae- a Co., Inc., 226 Binney St. @ Chattanooga 2, T. Peirson-Deakins 823-824 Chattanoog 
Bank Bidg. . 32, Mi Levheer Hickey Co., 3333 W. an nak, conua toy dersay: AB: Murray Co., inc, Post Office Box 476 ry Philadelphia 3, p sae THE H 4 R R Y A L T E R co. 
t it. 
Francisco Colif: Pa eS pkeaa’ © Seattle 4, agle pope Co., 3628 E. Marginc! Way Wholesale Only 1728 S. Michigan Ave., 134 at ad 


Rutan & Co.,'404 Architects Bidg. © 
Canada: 


San 10, 
Alloy Metal Sales, Ltd., 881 Bay St. . Tubing Is sold by distributors of Nickel alloys in princi»: 


Toronto 5, 
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DISPLAY ROOM: Note how main duct for air conditioning system runs 
length of selling floor at Malone Camera Stores, Inc. Cool air, discharged 


through Anemostats, not only protects merchandise, but encourages 

customers to spend more time in the store. Because both factors have a 

direct bearing on store profits, they are effective arguments for con- 
tractors trying to convince doubtful prospects. 
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BASEMENT: A_ 15-hp. 
Frigidaire compressor, lo- 
cated in the basement 
near the front end of the 
store, powers the central 
& system which was_ in- 
; stalled when the store 
was built. 
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BALCONY OFFICE: Due to the variable load in the office section, 
manually operated grilles permit personnel to adjust air flow and tem- 
— ® perature in their immediate working 
areas. Selling Malone Stores on the 
advisability of air conditioning at the 
time the store was built helped over- 
all installation to achieve maximum 
efficiency. 


COMING APRIL 24! 


fr Product or Process... 


Manufacturers of Automatic 
, Temperature, Level and 
Y BRANCHES: 


EAR H in eating, refrigeration, aircraft or industrial 
Pi ice baa l i wh 
seed CONTROL ‘is vital, you'll get SPECIAL 
better results for less money with 
General Controls in charge. AIR CONDITIONING ISSUE 
FOR A BETTER ANSWER 
...t0 any control problem, ow 
check G.C. first. Get this 
new catalog or see a Grow lth A 
General Controls spe- | 
- cialist at any of our Crear ladustey 
7 21 Branch Offices. Jn 
‘ ENERAL |<) CONTROLS | fur Conch tones + 
~~. _ 801 Allen Avenue, Glendale 1, | Reprgeration ass 
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Camera Store Makes Most of Air Conditioning by 
Advertising It as a Means of Keeping Film Fresh 


DAYTON — Air conditioning can 
play two vital roles in the modern 
retail store. It can provide comfort 
and convenience for customers and, 
at the same time, maintain the fresh- 
ness and purity of merchandise. 


Both these advantages are exempli- 
fied in the air conditioning installa- 
tion at Malone Camera Stores, Inc., 
in Dayton. This well-equipped, up-to- 
date store, located in the heart of 
the business district, overlooked no 
selling opportunity when it was built 
two and one-half years ago. Spacious 
aisles, a complete stock, good display, 
and good lighting all combine to 
present an efficient, streamlined sell- 
ing outlet. 

Air conditioning was installed, not 
only for its advantage in keeping 
customers and salesmen comfortable, 
but also to protect perishable film 
and delicate mechanisms of cameras. 


William Malone, president of the 
company, finds that air conditioning 
causes customers to linger longer 
and browse through the hundreds of 
different items the store sells. In 
summer, particularly, women on 
shopping trips pause and enter the 
store because of its cool comfort and 
comfortable lounge located near the 
front. While not tracing direct profit 
increase to the installation, Malone 
feels it has played its part in making 
the store a success. During his first 
few months of operation in his new 
location, he consistently advertised 
the air conditioning as an aid in 
keeping films fresh. 


The air conditioning, a central 
Frigidaire system, was installed as 
the store was built. A 15-hp. com- 
pressor is located in the basement 
near the front and from this’ one 
central duct runs to the main selling 
floor. There the duct traverses the 
ceiling down the entire length of 
the store. 

The air conditioned area not only 
includes the selling floor but balcony 
offices. Harmonizing with the over- 
all decoration, are light gray Anemo- 
stat outlets along the duct. These 
are used only on the selling floor. 
Because of the load variation on the 
balcony, manually operated grilles are 
placed at convenient intervals. They 
are easily reached by office personnel 
and provide the necessary adjustment 
for the balcony. 

The Frigidaire compressor delivers 


1814 tons at 42° F. suction tempera- 


ture. The system delivers 6,400 c.f.m. 
and provides a complete change of 
air every nine minutes in the 59,000 
cu. ft. where it operates. 

To facilitate the return air flow, 
a manually operated damper is lo- 
cated at the air handling unit. By 
opening this damper, the stairwell 
to the basement as well as the base- 
ment itself is used as a return duct. 
Two thermostats control the system 
—one for the compressor in summer 
and one for steam pipes in winter. 
The entire installation was handled 
by Refrigeration Equipment Co., local 
Frigidaire dealer. 


Morris Appliance Names Thigpen 


MACON, Ga.—W. G. Thigpen, Sr., 
who has had 20 years’ experience in 
the appliance business, has _ been 
named sales manager of the Morris 
Appliance Co., 350 Cherry St. 


‘ infirmary, 


Dravo To Air Condition 
Pittsburgh Skyscraper 


PITTSBURGH — Dravo Corp. has 
announced that it has been awarded 
a contract to air condition the first 
of Pittsburgh’s new skyscrapers. 

The contract covers the complete 
air conditioning, heating, and venti- 
lating of the 40-story structure now 
under construction at 525 William 
Penn Pl. It will be the first large 
office building in Pittsburgh to be 
completely air conditioned. 

The building is being erected by 
the 525 William Penn Pl. Corp. and 
will be occupied by United States 
Steel Corp. subsidiaries and Mellon 
National Bank & Trust Co. 

The contract was awarded to 
Dravo Corp. by Turner Construction 
Co., general contractor for the build- 
ing. Associated architects are W. K. 
Harrison, M. Abramovitz, and W. Y. 
Cocken. 

Dravo officials said that this is the 
largest air conditioning project 
undertaken by the firm in the 18 
years it has engaged in this business. 
Much of the ductwork is designed 
to carry high velocity air, thus re- 
ducing the space required for duct- 
work to a small fraction of that 
previously needed for air condition- 
ing installations. 


Touro Work Ahead of Schedule 


NEW ORLEANS — Work on the 
Weil Pavilion, new addition to Touro 
is expected to be com- 
pleted by Sept. 15, about half a 
month ahead of schedule. It will be 
air conditioned. 
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-_ BRUNNER 


mighty va 


installation is simple. 


business. Brunner 


while greater income. 


Let’s cut out the 
BLANDISHMENTS! 


You are in business to make money. So are 
your customers. So are we. 


Brunner put 44 years of experience and a 

Puable reputation into the design, de- 
velopment and marketing of this new line of 
self-contained floor-type room air conditioners. 


As a product we know it has the last word when 
answering the questions of user-buyers— price, 
good looks, dependability, capacity, etc., etc. 


The market for self contained floor type air 
conditioners hasn’t been scratched. It is a big 
market, easy to contact, easy to sell and unit 


So there you are. You want more profitable 
business. Your potential customers need air 
conditioning to protect and develop their 

ie the product. It costs you 
nothing to find out whether or not Brunner 
Air Conditioning really does offer a worth- 


Write or wire for a Brunner factory 
representative to show you the facts. 


AIR CONDITIONING tuitis busines 


REFRIGERATION CONDENSING UNITS by 


AIR AND WATER COOLED MODELS —a size 
and type for every purpose... HP. TO 75 HP. 


AIR CONDITIONING 


@ Self Contained 3 HP. to 10 HP. 
@ Remote Type 5 HP. to 75 HP. 


BRUNNER MANUFACTURING CO., Utica 1, New York, U.S.A. 


BRUNNER 
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Addition to Calif. Fruit Growers Building 
Includes Evaporating Units, Cold Rooms 


ONTARIO, Calif.— A new half- 
million dollar plant extension which 
will double present plant capacity is 
being built for the Products Depart- 
ment, California Fruit Growers’ Ex- 
change here. The _ 30,000-sq. ft. 
building will contain a complete 
Mojonnier low-temperature evaporat- 
ing unit, cold storage, processing 
facilities, and power. 

The single-story extension is 300 
ft. long by 100 ft. wide. The ceiling 
is 40 ft. high at the highest point. 
Four rooms divide the building into 
a cold storage room, barreling-out 
room (where finished products are 
processed and handled), evaporating 
equipment room, and compressor 
room. 

A 4,161-volt, 3-phase, 700-hp. York 
compressor located in the compressor 
room will operate the Mojonnier sys- 
tem through automatic controls. 
Cold storage and process cooling is 
supplied from a Vilter type W 6-cyl- 
inder 250-hp. compressor. Space in 
the compressor room has been left 
for adding two more of the larger 
units plus several smaller high-volt- 
age motors as they are needed. 

Five-in. walls of Gunite are sup- 
ported by a light steel frame con- 
struction. An estimated $10,000 was 
saved by laying the 75 x 100-ft. cold 
storage room floor without insulation. 


A 3-ft. bed of crushed rock consti- . 


tutes the sub-flooring with the usual 
cork foundation omitted except for 
a 3-ft. boundary around the floor’s 
edge. Operating costs in the cold 


storage room are expected to be only 
slightly higher as a result of the 
omission of the cork, because even 
with insulation the ground beneath 
the refrigerated room will become 
cold eventually. 

The initial savings in insulation 
cost is intended to balance any 
higher operating costs. These costs 
are measured in terms of tempera- 
ture ratios by a 9-ft. temperature 
well sunk through the flooring. As 
constant hose flushing is necessary, 
complete drainage facilities are pro- 
vided in this floor, designed with a 
slope of %4-in. to the foot toward 
the center of the room. 

High-speed exhaust fans installed 
throughout the 20-ft. ceilings of the 
barreling-out room and the compres- 
sor room will provide a change of 
air every three minutes. Fresh air 
will be dust-free as it comes through 
the oil filters. 

Twenty-four hanging ceiling lamps 
furnish the cold room with 10-ft. 
candles of light at the working 
plane between the high stacks of 
fruit. Zoned switching of the lights 
from a central panel provides light 
in areas only where it is needed. 
This results in minimizing the gen- 
eration of heat. 

The entire forward exterior wall 
of the evaporating equipment room 
may be removed to allow the en- 
trance of cranes and other machinery 
for the installation and maintenance 
of the evaporators, condensers, and 
vapor separators. 


Par All-Industry Exhibit Takes to the Road 


Servicemen who weren’t able to attend the Atlantic City show last Novem- 
ber won’t miss out on new products completely. Lynch Corp.’s Par Com- | 
pressor Div., Toledo, is making the rounds of the country setting up its 
Atlantic City display in jobber’s stores. Above is the Parmetic and RA 
open-type compressor in actual operation. B. D. Berk, Par district sales 
manager (left), attended the open house of F. H. Langsenkamp Co., South 
Bend, Ind., and is shown explaining construction of the compressors to 
Robert Ott, South Bend contractor. 


Perfex Announces Election 


Of Brennan as Vice Pres. 


MILWAUKEE — Perfex  Corp., 
manufacturer of automatic tempera- 
ture controls and industrial engine 
radiators, has announced the election 
of Arthur J. Brennan, works man- 
ager, to the position of vice president. 

Before joining Perfex, Brennan 
was with General Motors. 


the room air conditioner 


‘ 


-Q— 


"WS & 


TiwM z£e9 


WABBOY? 


WADA 129 


AISA TSS 


Mitchell Mfg. Starts 
Television Production 


CHICAGO—Entry of the Mitchell 
Mfg. Co. of Chicago into the televi- 
sion field is announced by Bernard 
A Mitchell, president. 

Long active in the lighting fixture 
field, and since the war a factor in 
industry, 
this will be Mitchell’s first step into 
the television field. This is not, how- 
ever, their first electronic instrument, 
their “Lullaby” bed lamp radio and 
“Lumitone” table lamp radio having 
been widely sold for years. 

According to Mitchell, his company 
plans concentrating its entire produc- 
tion on one model for the present. 
This T-16 model will be offered in 
two consolette cabinets, blonde and 
mahogany, thus simplifying the in- 
ventory problems for both distributor 
and dealer. Delivery will start about 
June 1, 1950. The Mitchell set will 
have 19 tubes including a 16-in. 
rectangular “black face’’ cathode pic- 
ture tube. 


Thomas M. Thompson, Head of 
Georgia Refrigerating Co., Dies 


ATLANTA — Thomas M. Thomp- 
son, 69, owner and operator of 
Georgia Refrigerating Co., died 
March 23 at his home here. He had 
been in poor health for some time. 
Thompson had operated the refrig- 
eration concern for 30 years. 


Rema’s Milk Cooler Group 
Centers Discussion On 
Increasing Sales Volume 


CHICAGO — Plans were disc \sseq 
at a meeting of the milk cc olers 
section of the Refrigeration E uip- 
ment Manufacturers Association hejq 
here recently to increase the ss‘e of 
mechanical milk coolers to the arm 
market. 

As a basis for promotional ac vity 
it was felt that a survey shou; pe 
undertaken to determine and se. ire: 


1. An inventory of mechanical nj} 
coolers now in use by location ang 
type; 

2. A measurement of the potentia] 
market for mechanical milk coc ‘ers, 
both as replacement and as origina] 
equipment; 

3. A study of possible campaign 
methods to determine those which 
can influence the potential merket 
most effectively. 


H. F. Hildreth, Westinghouse ‘lec. 
tric Corp., was appointed tempcrary 
chairman of the section’s stancards 
committee to meet with an eng:neer 
from each member company in «order 
to draft a suitable milk cooler rating, 
testing, and application standard. 

The next meeting of the group will 
be held on April 1, 1950, at the 
Edgewater Beach hotel, Chicago. at 
which time new officers wil! be 
elected for the fiscal year beginning 
May 1. 


ICC Curb on Deliveries 
Of Frozen Citrus Juices 
By Motor Truck Relaxed 


WASHINGTON, D. C.—Motor car- 
riers transporting frozen citrus juice 
concentrate from Florida to northern 
points may once again deliver the 
concentrate to storage warehouses 
that are on railroad sidings and that 
can handle 36,000 pounds or more of 
the traffic, according to orders re- 
cently adopted by the Interstate Com- 
merce Commission. 

Such deliveries had been banned 
by the ICC several weeks ago. In 
effect, the restriction barred the 
eight carriers from the large dis- 
tribution centers. 

Under the new orders, however, 
the carriers may transport the con- 
centrate only in equipment owned or 
controlled as of March 23. The equip- 
ment must have heavy-duty, low- 
temperature refrigeration equipment 
and have at least six inches of in- 
sulation. 

According to shippers, the con- 
centrate deteriorates in varying 
lengths of time as the temperature in 
which it is transported rises above 
15° F. 


buying. 


~- Here's Why-- 


design. 


It’s the greatest profit 
maker in the industry! 


It offers the user not only a bottle cooler of 
unexcelled efficiency and construction features 

. but also a spectacular merchandising asset 
that attracts customers and stimulates impulse 


EXCLUSIVE BEVADOR FEATURES: 


@ BEVADOR has a unique and exclusive 
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Iu the Tube Tudurtry -Top Zuality har a Penn wame 


Penn professes no secret formula for quality. This quality control is main- 
tained through the vigilant alertness of each person in Penn’s entire organi- 
zation. OF course, having the finest equipment and packaging helps. Look 
for the Ring of Quality in tubing and write for Penn's quality control story. 


For Luality “Tubing - Say, Penn Aegan" 


BRASS a capren ; COMPANY 


© BEVADOR'S 


® BEVADOR uses only 37” 


® BEVADOR capacity keeps 22 or more 


cases of — goods dry and evenly 
chilled . . . and quickly too! 


massive size and design 
makes a compelling floor display. 


© BEVADOR'S glass door and inside neon 


lighting has all bottled brands in the 
selling spotlight. 
diameter of 
floor space. No installation problem. 
Just plug it in. 


© BEVADOR’S seven revolving and adjust- 


able shelves keep __ up front. . 
in easy reach and facilitate refilling. 


JEWETT REFRIGERATOR 
ga 1849 


94-98 rr STREET 


BUFFALO 2, 
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The Columbus Story | 


Department Store Develops Frozen Food Home 


Del-very Service Into Second Largest In Nation 


yme delivery service on frozen 
that was started some 3% 
igo by the Morehouse-Martens 
ment store here, has developed 
healthy, profitable operation 
for te store, according to Arthur 
Stiffle:, major appliance buyer who 
supervises the functioning of that 
depar’ ment. 

In ‘ict, Stiffler said, it has grown 
to be the second largest such serv- 
ice in the country. 

G. W. Witeraft, buyer for the 
frozen foods department, revealed 
that the department now offers some 
200 different brands and items at 
competitive prices to its growing list 
of customers. 

He explained that the company’s 
two refrigerated trucks make a 
maximum of 80 deliveries per day 
on a five-day week and cover about 
60% of the regular customers every 
week. 

Witcraft is very enthusiastic about 
the future of the frozen food delivery 
business and believes that the sur- 
face has not even been scratched. 

“We have a great consumer educa- 
tion job to do yet, but I believe 
that we will eventually serve about 
30% of the city’s homes,” he de- 
clared. 


Al 
foods 
years 
depa! 
into 


“About eight out of 10 people still 
— 


do not know that we offer this serv- 
ice, despite the fact that we have 
been promoting it by direct mail for 
several years.” 

Witcraft recalled that the store 
started its original customer list by 
an offer to rent home freezers. The 
freezers used were the Crosley Frost- 
master that contained about 3.5 cu. 
ft. of storage space. 

The offer was snapped up, he 
noted, and almost 1,000 of the units 
were placed in the field. Most of 
these were later purchased by the 
renter. 


RENTALS NOW DE-EMPHASIZED 


Though the rental plan was suc- 
cessful in getting the frozen food 
delivery service on its feet, the de- 
partment feels that it is now on firm 
enough ground to de-emphasize 
rentals. 

.“Having about 1,000 home freez- 
ers out on rental means tying up a 
lot of capital,’ Witcraft observed. 

At the present time, the store will 
still rent a freezer to the customer if 
he so desires. Rental fee is $4 per 
month. Renters have the option of 
purchasing their freezer with the 
amount of rental deducted from the 
selling price as “depreciation allow- 
ance.” 


Lin 4.7 | 
- square feet! 


Amazing new General Chef 
cooking-refrigeration combinations 
are available in GAS-ELECTRIC 
models (illustrated above), or ALL- 
ELECTRIC (refrigerator—110 volt; 
stove-110 or 220 volt; oven-220 volt). 


Also available—4 cu. ft. General 
refrigerator with Formica table top. 


G INERAL 
-onditioning corporation 


0s Angeles 23, Calif. 
Wa TIONWIDE SALES & SERVICE 


RITCHEN SPACE & DOLLARS 
todos” GENERAL CHEF 


loday on 


Builders of America’s finest 
budget-priced refrigerators 
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However, the customer can pur- 
chase a freezer outright on payments 
of only $5 per month, so there is 
little advantage to renting, according 
to Witcraft. 

The frozen food department still 
gets leads to new customers through 
sales of home freezers and two-tem- 
perature refrigerators by the major 
appliance department. In addition, 
it strengthens its routes by direct 
mail promotions in areas where it 
has only a few customers. 

In promoting its service, the de- 
partment emphasizes the wide as- 
sortment of frozen foods available, 
the convenient door to door delivery 
at 0° F. temperature, and its com- 
petitive prices. 

Here is how it operates: 

Once a month, price lists are 
mailed to regular customers giving 
them the price of each item available. 
The store makes every attempt to 
maintain that price for the entire 
month. 


MID-MONTH MAILER 


Then, about mid-month, the store 
mails a card that itemizes special 
buys that the store has been able to 
secure since the regular price list 
was issued. 

The department, located in the 
Morehouse-Martens warehouse about 
a block from the department store 
itself, is staffed by five telephone 
girls who call each customer every 
week to take their order. 

’ This call system was established to 
facilitate the delivery service, accord- 
ing to Witcraft. Trucks are able to 
deliver to a particular area only once 
a week. 

Therefore, it was found advisable 
to call the customer on the day be- 
fore the scheduled delivery and take 
her order. This system gives the 
staff time to check the orders, make 
them up, and load them on the re- 
frigerated trucks at night. Then the 
trucks are ready to go the first thing 
in the morning and remain out on 
their routes for the entire day. 

Because the girls are utilizing the 
department’s five lines all the time, 
customers are advised that it is 
virtually impossible to get the de- 
partment on the telephone. There- 
fore, they are instructed to wait for 
the department’s call. 

Over the years, the girls have 
learned the best times to call particu- 


BETTER COILS... 
FOR BETTER 


COOLING 


COILS 


lar customers and make every effort 
to telephone them at that particular 
time. 

The department is able to keep its 
prices competitive with supermarkets 
and other retailers of frozen foods 
through its large buying power and 
storage facilities, Witcraft explained. 

Two large walk-in coolers measur- 
ing approximately 50 by 18 by 7 ft. 
are used for bulk storage and permit 
the department to buy frozen foods 
in large quantities and therefore at 
good prices. They will hold about 
100,000 lbs. of frozen foods. 

Six low-temperature cabinets of 
about 28-cu. ft. storage capacity each 
are employed to facilitate loading the 
trucks. Small quantities of wanted 
items are taken from the bulk stor- 
age walk-ins and placed in these 
freezers. From the freezers, indi- 
vidual orders are made up and loaded 
onto the trucks. 

The truck refrigerating units are 
plugged in in the evening and oper- 
ate overnight. Through the use of 
Kold-Hold hold-over plates, the re- 
frigerated compartments are able to 
maintain 0° temperatures throughout 
the day. 

“Only during a few very hot weeks 
in the summer do the trucks fail 
to maintain 0° F.,”’ Witcraft declared. 
“This occurs only when outside tem- 
peratures climb above 90° F. and 
stay there for several days. Then 
there does not seem to be enough 
time at night for the systems to 
provide sufficient refrigerating effect 
to last all day. Even so the rise is 
only a few degrees.” 

Witcraft pointed out that the aver- 
age weekly order from a customer 
will run between $5 and $6 with a 
store-established minimum of $2.50. 

He explained that though the larg- 
est orders do not necessarily come 


demane 


Where Individual Orders Are Made Up 


View of Morehouse-Martens make-up room where frozen foods are taken from bulk 


storage and placed in these six Carrier 28-cu. ft. freezers. 


broken down to individual orders and placed 
customer. The store runs Columbus’ 


only home 


From here the foods are 
on refrigerated trucks for delivery to the 
frozen food delivery service. 


from the better class neighborhoods, 
these areas offer the best fields for 
expansion of the service. 

“We ‘think that this is because 
these people are more educated and 
therefore are easier to convince to 
try something new,” he said. 

Witcraft admitted that the store 
was not getting much cooperation 
from local appliance dealers in the 
form of supplying names of new 
home freezer purchasers. He _ ex- 
pressed the opinion that this was a 
rather short-sighted policy in that a 
new freezer owner will not stay sold 
on a freezer unless she has some- 
thing to put in it. 


“We find all too often that pros- 
pects contacted think of frozen foods 
only in terms of strawberries or some 
other specialty item. They have no 
idea of the wide variety of frozen 
products that are now available. 

“So when we find a prospect who 
does not want our service because 
she does not like strawberries, our 
standard response is to reel off a 
number of the meats, vegetables, sea- 
foods, fruits, desserts, and pastries 
that we handle. 

“The usual reaction is ‘Why, we 
didn’t know you had all those things.’ 
So we send out a price list and 
usually add another customer.” 
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ETROIT 


5900 TRUMBULL AVE., DETROIT 8. MICHIGAN 


Division of Amrmicay Raptor & Standard Sanitary conronation 
Canadian Representatives: RAILWAY & ENGINEERING 


d rugged construction. 
° r standard wrenches. 


Accessible superheat Adjustment. 
Stainless steel and bras’ throughout. 


Ball-Type Needle gives desirable flow char- 


No. 777-E (with external equalizer) 
1 and 2 Tons, Freon-12. Can be 
changed to internally equalized 
valve right on the job. 


LUBRICATOR COMPANY 


SPECIALTIES, LTD.—Montreal, Toronto, Winnipeg 
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No. 777-PL (with pressure 
limit) Ye, 1 and 1% Tons, 
Freon-12. The only expan- 
sion valve accomplishing 
this feature with only one 
charged element. 


DETROIT HEATING AND REFRIGERATION CONTROLS ¢ ENGINE 
SAFETY CONTROLS ¢ FLOAT VALVES AND Oli BURNER EQUIP. 
MENT @ DETROIT EXPANSION VALVES AND REFRIGERATION 
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‘Laws’ Currently Playing Big Part In Operations of 
Columbus Refrigeration & Air Conditioning Dealers 


“Law”—rules and regulations 
which affect their business, has 
played an important role in the 
course of business recently for com- 
mercial refrigeration and air condi- 
tioning contractors in Columbus. 

Three situations have arisen which 
have a definite effect on the commer- 
cial refrigeration and air condition- 
ing business. The score on them: 

One is definitely helpful to the 
business. 

One has slowed down sales in one 
part of the field. 

One which could have been most 
injurious was nipped by the alert 
action of a committee of contractors. 

The law that has opened up some 
new sales possibilities for dealers is 
the new Columbus Department of 
Health Regulations on milk and milk 


© 


REFRIGERATION & AIR CONDITIONING 


UNITS * PARTS * TOOLS * SUPPLIES 
LAE 


AIRO delivers to your 

door. Order by mail-- 
depend on our fast 
nation-wide service. 


Write for catalog 49A 
on your letterhead. 


AIRO SUPPLY CO. 


2732 N. ASHLAND AVE., CHICAGO 14, ILL. 


products (reported in last week’s 
issue of AIR CONDITIONING & REFRIG- 
ERATION NEWS). 

This regulation stipulates that 
milk may be sold in Columbus only 
if it comes from farms approved by 
the department, and to be approved, 
the farm milk house “shall be pro- 
vided with mechanical refrigeration 
for the cooling of milk or other 
means that shall provide means that 
will cool the milk to 50° F. or less.” 
The regulation also makes stringent 
provisions for proper cooling of re- 
ceiving stations and dairy plants 
serving the Columbus area. 


Although there was some grum- 
bling at first on the part of small 
producers, sentiment has generally 
gathered behind the regulation—one 
indignation meeting of farmers turn- 
ed into an enthusiastic endorsement 
of the new laws as possibly a great 
thing for dairy farmers! So com- 
mercial refrigeration dealers are 
seeing nothing but good from the 
new milk laws. 


Liquor Licenses ‘Frozen’ 


- On the blacker side of the picture 
is an order by the liquor commission 
which “froze” liquor licenses—mean- 
ing that for the time being, no more 
licenses would be issued. This meant 
in effect that there could be no addi- 
tion to the number of establishments 
selling alcoholic beverages. 


This naturally cuts down the po- 
tential for bar and beverage cooling 


equipment. The one possible bright 
spot in this picture is that the exist- 
ing establishments might have a 
better chance now of operating more 
profitably, and thus possibly have 
some funds for modernizing their 
equipment. 

The law that almost caught Co- 
lumbus contractors unawares was a 
new proposed code on refrigeration 
and air conditioning installations 
that was sort of tacked on to a pro- 
posed new heating code for the state 
capital. 


Proposed Safety Code 
Would Have Upped Costs 


It had some outlandish provisions 
—no distinction was made between 
types or sizes of refrigeration sys- 
tems, and the proposed ordinance 
would have required that all refrig- 
eration systems be vented, and per- 
mits and license fees would be re- 
quired for all systems. Air condi- 
tioning systems would have been 
burdened with a special tax of 50 
cents for each outlet grille. Further- 
more, no provision was made for 
any qualified refrigeration or air 
conditioning personnel to sit on the 
licensing and permit board. 

Some rapid work by members of 
a committee formed from the con- 
tractors group in Columbus got the 
city fathers to see the light, and the 
committee has the promise that the 
ordinance will be re-written—with 
the committee’s help. 
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COILS OF WOLVERINE TUBE. 


.. can be kept orderly and clean. 


. . always protected against possible damage. 
Both individual and master cartons are built 


of heavy, well-fastened corrugated board. 


.. save your time in picking out the wanted 
size or kind. Complete nomenclature shown 


legibly on outside of individual carton. 


.. facilitate stocking, taking of inventory, 


handling and reshipping. 


Always Specify \NOLVERINE 


-»--TO BE SURE 


WOLVERINE TUBE DIVISION 
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Manufacturers of Seamless, Non-Ferrous Tubing 


1413 CENTRAL AVENUE 
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DETROIT 9, MICHIGAN 


Plants at Detroit, Mich., and Decatur, Ala. 
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Commercial Refrigeration Dealer Survey 


Editor’s Note: To obtain both an over-all and detailed pic- 
ture of current trends in the commercial refrigeration industry 
in Columbus, Ohio, the NEWS interviewed the dealers and distribu- 
tors in the city who are doing the great bulk of this work 
Their answers to the following questions will be of interest anc 
value to dealers, distributors, and manufacturers everywhere 


What types of commercial refrigeration equipment do you now se , o, 


plan to sell? 
Now Sell Plan To Sei. 


eS Ue ans ye hh e eda S 88% 12% 
So a ale CEE be ond oe atcha es ee 88% 12% 
eS ee eee 88% 12% 
SE EE SSS i ede werden 88% 12% 
Beer cooling equipment ........... 63% 12% 
Toe cremm cabinets ........cesccass 37% 

ee 63% 


Do you maintain a complete store planning and layout service? 

63% said “yes.” 
Which of the following types of business are you now equipped to outfit 
completely for most types of refrigeration equipment, plus basic fixtures 
and allied equipment? 

75% can outfit grocery and meat stores. , 

37% can outfit bars or taverns. 

12% can outfit hotels. 

12% supply only refrigeration equipment. 

12% plan to add allied equipment to round out line. 
In serving the restaurant, bar, supermarket, etc. fields, it is found necessary 
and profitable for: 

12% to sell allied equipment lines to do a complete outfitting job. 

37% to contract with restaurant and bar equipment dealers for 


allied equipment. - 
37% to sell only refrigeration equipment. 
Do you now sell and install locker plant equipment? 
75% said “yes.” 50% offer complete locker plant design, lay- 
out, and installation service. 
Do you maintain your own service department? 
100% said “yes.” 0 
Do you offer maintenance contracts on the equipment you sell? : 
50% said “yes.” 12% provide complete maintenance, while 2 
38% offer monthly “inspection agreements.” 4 
Do you use the meter plan? g 
37% said “yes.” 12% plan to. : 
How do you finance sales made on instalment plan? = 
87% go through a finance company; 50% go through banks. - 
(Some use both banks and finance companies, of course.) i. 
Every Protlem and A om 
we CLEANABLE WATER TUBES ni 
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@ The Heat-X Water Cooled Condenser . . . small in size ne | 
and low in cost, equipped with internal fins for high efficiency ss 
iy See popular condenser where ample low-cost water is fh 
available. It is ideal as a booster for existing air-cooled con- a 
densers. From '/3 H.P. to 20 H.P. TH 
WATER TUBE - 
This 
Ref; 


ie co! MBI NATIO Na 3 


OOLEE 
co NDENSERS.. 


FS fas 
@ Uses only air until air 
temperature rises above 80°F. 
— Saves 94% of estimated water bill. 
WATER . 


THE HEAT-X-CHANGER CO., ING 


415 Lexington Avenue, New York 17, N.Y. Brewster, N. 


o 
iy’ 
i 


os c Ne re ae eae 
: o.. re ae ene LT Silica mech che iceman ta a a —_— 
«dee 
rey En 
fea 7 | He 
ay 
eee — 
neeye i 
Boe Ser 
suis ma! 
Bye ae - 3 emi 
and 
cial 
ie 
reas 25 
en es 
ean : 
Saal tans tion 
aoe: 
& roo! 
. sum 
a add 
aa “ 
2 eee inde 
ce ; 
paar Will 
7 uk the 
: org? 
: pres 
: I pres 
ae | ay 
is, re 
aa ee It 
: sale 
: two: 
the 
= : 
EW pe fran 
‘ pha: 
is st 
nece 
mid line 
ee ee ee E f done 
firm 
—-+--—--T—---—---"""—..__”2””0 << 
ei | 
J 
| 
bs * * Bat ea ano =e 
a : s ig ale hae : ais vi 
Ass ee R= a ‘ Nu — " 
wa: oe aS ~. : 
ab ates an * . F ; = ‘ 
rat eT ; p _hinee ; 
Ne . es * > : 
ohne ene — _) 
Ne a <a ~ a 
is og tee Sil b \ Siig wis 
a pill Go is ald Wf j hs + a sf 
Bee hie ig Xe y, oe 
7 ; Be i eae} \ f i ; As j i e ‘ ‘ : 
ey )//\'/ },’ ; 4 
y 7 ‘ 4 j iy ry, 3 Ky : i se, . 8 
Pca : P a aie ‘ 
ih) Sr 
Wy A Be &. ww aes 
VY ££ iae{ ) ; 
fey 8 ig! eae : 
Wily a . 
j By fr 
3 2x ! () ay Y phy a 
ree +, 
- ee ge ee 
“= p - ; - } . 
= - “s a : ‘ be Se : = “4 i ‘s } 
7 io 3 . Ae * 7 ey ee — 
eX, OS Pe ee ee - Ee 
3 ee en 
iy a tip 
oe Pa ges bic eee 
; oe. " My : . ‘ ' _ ee ° 
| ; Aaa ccae a 
= hi NAYS vB eo 
me eek : i : oe es © at =f +e 
4 By 9 ee BE - b eee aa : cee t acc 
¥h . Ete. J * ie ae r bod] i 4 : . Se Reet { : 
< 5 re) yy Ue pe one S {See ; ee MHA ill SE ee 7 7 
" Si ,v ve . fe | : in ee ee > 
‘a r - PB | ae tte he 
ae ee ; a oS ee OR ee Mit a 
ag. % ‘) i . ‘eee = : RR | : Steep. oe. . ae I , : a. i 
mn 6. mq iF hee ne *: ie 
. . es | it | 
| 
| y | 
| | 2 : 
: a . Ge | 
* att: ; 
95 og 
. ’ if , Pig : 
; , ‘ oes ; AL f 
ee Sales Offices in Principal Cities a 
i eo Fd 2 * at Sa 7 Pea > ; . ‘ . ' ; . 4 gg ow re > cs Z = ‘ ‘ P Py = ip , ‘ Ee. w ae 
>t . 5 > re ee ag —s Se ke : q ie Print a - ‘gee. . ? — “4 
a 6 ‘ § F re - 7 nee * 4 ke iz = iy 4 p arapts of ee = i ie joe, / irr. al : : . ? > wis sad 


AIR CONDITIONING & REFRIGERATION NEWS, APRIL 3, 1950 


17 


_ 
be work on, they also dig up a con- ’ . 
a -- The Columbus Story tp siderable number by cold po Ba and Set To Handle Em isi or Small 
through contracts with grocery and 
P i meat wholesalers, according to Boye. 
y Encouraging Servicemen To Look for Leads As an aid in making sales, the 
: $ i ? firm maintains a card index record of 
|B Hel ved Build Service Firm’s Sales Dept. all sales that United has ever made. 
In addition to giving complete de- 
La gest refrigeration organization air conditioning sales and service. bog fi Bose Sanur of ta a” - 
y in ( lumbus, United Refrigeration Having such a large and active Re ; : 
: : : rege gular goodwill calls are made on 
serv e, Inc., has grown from a six- service organization, the firm is in an to Sethe. ot thke deed pheeed aed 
c- man irm back in 1935 to one that enviable position when it comes to over a period of years ninth innen 
ry emp! ys between 50 and 60 people getting leads for sales, Boye readily have semeteed pas this ae te 
u- and | ays a dominant role in commer- Barn pees dicated ‘ 
ial ; Jes and service in this city. “Prospects will talk to servicemen sail ; 
- ge narily United Refrigeration has before they will to a salesman,” he Sreseminately interested in — 
: 4 <i . mercial service and sales, United 
e 95 s« vicemen on its payroll, along says. “If a serviceman has been glek Gedh @ Gettels cadet of aie 
with ight men who handle installa- giving a customer good, dependable condtitéaiian. tes. Cutstaniine eon 
an tions six in the shop, and nine more service over a period of time, the their jobs ¥? pon that is ~ Fan me 
empl ves in sales, office, and stock- customer is more inclined to respect statis P ot is eeement thes a . 
el: yom During the peak season in’ the serviceman’s judgment as to the cooperative b caer with Frigidaire 
sumn °r, another 10 men are usfally condition of the equipment as well F ‘i ie 4 : an ; h 
adde. to the service crews. as his suggestions on new equip- noel ‘a rs Bassa in as ory, t : 
“OQ ginally we started out as an ment. Besides, the customer is per- asnnusl = 6champonsiip §  vwournamen 
Pal , +‘ P lly acquainted with the man.” ‘Staged by the American Bowling ' ; } , f , 
indep ndent service firm,” explains Sonally q Congress will be air conditioned, and United Refrigeration Service, Inc. has one of the most complete refrigeration shops to 
Willi m Boye, secretary-treasurer of Servicemen are encouraged by United is putting in the job. : be found anywhere. The shop and men are equipped and trained to handle work on 
the fim, who was one of the original United to make sales as well as Due to scheduling difficulties. the big units like the one in the foreground, or household units or parts, such as the men 
organizers. So were Oscar Reese, bringing in leads. ABC tourney is 9 oes ihn this are working at on the bench and at the washing tank. In another part of the shop 
presicent, and J. R. Griffiths, vice “For every lead that results in a 7 oT OU AP Pe rm aa dean ts © complete moter ropeir end rebuildiag operation. 
presi ent and shop superintendent. sale, the serviceman gets a commis- A ril 15 , on . 2 as ak ; 
“During the war, it was 1944 as_ sion of 214%. If they close the sale om “a une if & e If this experiment proves success- refrigeration shop, even many of the 
I recall, we took over the Frigidaire themselves, we pay them 5% com- C°liseum on the state fairgrounds fy], it may mean more flexibility in large ones, is the fact that United 
sales and service franchise, and then mission,” Boye explained. _ Lateness of the season would make the scheduling of future ABC tourna- has its own motor rebuilding de- 
> outfit two-and-a-half years ago we added The leads are protected for 90 ‘t pretty warm for these contestants, ments, indicates Treuter. It won’t be partment. 
fixtures the Tyler commercial line.” days; that is, if a sale hasn’t been ‘0 14 or 15 5-ton package air con- necessary to have the event all wound “We got into this during the war,” 
Taking on the Frigidaire service made within 90 days after the lead ditioners will be installed at the Coli- up before hot weather hits. explains Boye. “We couldn’t get ade- 
franchise meant placing more em- has been turned in by the service- seum just for this tournament. Extensive shop facilities are incor- quate service on motor rebuilding, 
phasis on household service, but this ™an, the company figures it wasn’t a The 36 temporary bowling alleys porated in the United setup, as befits so we set up our own shop.” 
ig still pretty much confined to work bona fide lead. No commission would to be erected in the arena will cover a large service organization. This Besides repairing and rebuilding 
necessary for the 10 dealers of that be given to the serviceman, for ex- a span of approximately 200 ft. Tenof department includes such operations motors for its own use, United does 
line in United’s territory, Boye indi- ample, if the sale were made a year the 15 conditioners will be located as the overhauling of Frigidaire it on a wholesale basis for other 
cated. Some apartment house work is after he turned in the lead. in a line behind the bowlers to pro- hermetic systems. The Meter Miser contractors, he said. Two men are 
done, however, but otherwise the While the servicemen’s leads are vide “area cooling” while the remain- unit itself is not torn down, but the kept busy doing little else in the 
sessary firm specializes on commercial and among the best that United has to ing units will be placed at the oppo- system as a whole gets a thorough’ shop, and the firm is proud of its 
para site end of the alleys to provide going-over, and if necessary, the large stock of rebuilt motors, which 
. ‘ fe ‘ comfortable conditions for the pin sealed unit is replaced. fills a large store-room from floor to 
1s = Copies of Invoice Provide Needed Records setters and the score-keepers. Somewhat unusual for the average ceiling. 
rs for 3 —— 
Call No | ae 
United Refrigeration Service, Inc. | : | | 
1, lay- AUTHORIZED FRIGIDAIRE SERVICE | F * 
SERVICE, INSTALLATION AND COMPLETE SHOP REPAIR | mi ; @ 
581 WEST TOWN ST. MAin 4231 COLUMBUS 8, OHIO | are ee eee BT i AMT a 
Owner Date 194 
Address YOU wanted these Advantages 
F User BD eae. TMA oe aa hee e ® 
a a CAN BE DIS-ASSEMBLED ae 
Cone. Motil: Cabinet Model : x TIME SAVING: —Easily disassembled before 
siete iii Siaalien Ayia soldering. Entire operating unit consisting of 
AND READY TQ SOLDER stem, collar and bonnet removable in one piece. 
Complaint: a pe ie SAFE: — Should the bonnet be removed from the 
Work Done: INTO LINE iN valve with pressure in the line, the “O” ring 
banks, ; reaches the counter-bore, allowing the pressure 
urse. ) SECONDS to be relieved through the vent holes before 
— the threads disengage. 
~ , POSITIVE SEALING: — The use of the “O” ring 
= between the stem assembly and valve body of 
Labor Hrs. @ Min. Chgs. for Service this STREAMLINE Packed Refrigeration Line Valve 
quan. | PART No. DESCRIPTION OF MATERIAL USED provides a permanent, positive seal against loss 
of refrigerant, and also prevents infiltration 
, when operating in vacuum. 
- LIGHTER IN WEIGHT: — Revolutionary design 
eliminates flanges, bolts and gaskets. 

BODY: — Actual full flow design —Material...close 
grain red bronze. 

STEM AND DISC HOLDER: — Two-piece, full 
floating, anti-rattle construction. Stem is of back- 
seating type, providing double seal and means 

tere Ne a _ 4 3 for repacking if necessary. 
ig a oe “= ’ MOLDED NYLON STEM DISC:—Considered the 
TAX ; 5 4 a GY best material for refrigeration purposes. 
NET. “CAS ON COMPLETION OF WORK be - Pia: INSTALLATION: — Cadium plated steel mounting 
TOTAL ve iummecaineinaices S wie _ ' “ail ‘ brackets and screws provided. 
C.0.D.| Chg. | Policy | Warr. INDIVIDUALLY CARTONED: — Protects your 
investment until ready to use. Clean, safe from 
| Mat Customer damage in transportation to the job. 
Lab. | FAMOUS STREAMLINE QUALITY THROUGHOUT 
A Service Man ORDER FROM YOUR WHOLESALER 
‘ ERSON. AL MESSAGE—A thoroughly trained and experienced mechanic has serviced your Refrigerator. 
It c orming the work, he has used uine Parts and only as many as were actually necessary. 
pts our aim to give Refrigerator users personal service at reasonable cost. 
THis 1S YOUR INVOICE PLEASE PAY SERVICE MAN 


TUBE 


This is the type of invoice which is presented by servicemen working for United 

Ref, jeration Service, Inc. Two carbons of it are made, and are used for necessary 

accounting purposes, and also to provide the complete data on all customers which the 
firm keeps on file. Top part of the form helps in this latter function. 
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PR. 1949, KING FEATURES S¥NDICATE, Inc. WORLD RIGHTS 


Do You Hawe ‘One Foot In the Door’? 


... Another link in the 


JORDON 


line of high-demand models 


-_--w7swoeweoeweormoowoworewereeoerewerewewreoewermeeeeewewerewrewewewwe™ 


VANItA 


Self-Merchandiser 


ie i i i i i 


OPEN TOP—GLASS FRONT 


FOR ICE CREAM AND 


=. woeeoermhweeeereemhweermeeeoeeoeereeveewewvrewewe”™ 


CHOCOtare 


BBB BPP DPD DPD DDD ODDO ODD AD DD 


Prsoin JORDON Dealers, nationally, 
strengthen their position as progressive 


merchants by offering this timely 


waiting prospects in their respective com- 


munities. Model OF-9, illustrated 


bines a score of quality features — both 
saleswise and in construction — that 
create volume and profit in the sale of 


packaged ice cream and frozen 


Features Tuclude: 


* Larger top opening to display full contents and 


* Wrap-around cold-coils on all three walls — plus refrigerated 


divider plates. 


* All-welded, vapor sealed steel construction. 


* Quadruple THERMOPANE, air sealed, display glass. 
* Superstructure brilliantly lighted by Slimline tubes — illuminates 


entire display area. 


* Full color, interchangeable, product illustrations. 


* Lavish stainless steel and chrome trim. 


* Protected -by TRIPLE WARRANTIES covering FOOD SPOILAGE, 


HERMETIC UNIT and COMPLETE CABINET. 


Above: Sectional, 


Metal Clad Walk-in Coolers & Freezers and Ice 
Below: 6 Ft. and 8 Ft. 
Dairy Display Cases. Bulk 


Above: Frozen Food 


unit to 


, com- 


os hee 


- «JORDON MODEL OF-9 
oods. SELF-SERVICE ICE CREAM MERCHANDISER — 


wen GENERAL SPECIFICATIONS ~~~ 


make access easy. 


Approx. 320 Standard Packages 


Plexiglas draft deflectors. Casters available to provide mobility. 
Hermetic unit pulls out on tracks for easy servicing. 


_~_wewewewereerereverevwyrevwvwvwvwvwvyrvyrvwywrevwrwyewrewwereweeeweowewewew 
ll i i i i i i i i i i i i i 


— 


3 HEIGHT LENGTH DEPTH CONDENSING UNIT § 
) 5812" 5412" 30" V2 HP 
§ (with superstructure) Hermetic ) 
) CAPACITY — approx . . . INSULATION 
¢ Packaged Ice Cream— 4 
Over 300 Pints 412" non-settling 2 
) Packaged Frozen Food— Fibreglass 
! 
) 


JORDON PROVIDES A COMPLETE LINE OF 
HEAVY-DUTY REFRIGERATORS 


* For the Frozen Food & Packaged Ice Cream Retailer 


* For the Frozen Food & Packaged Ice Cream 
Distributor 


* For Restaurants, Taverns, Clubs, Institutions, 
Locker Plants, Frozen Food & Ice Cream 
Processors and Manufacturers 


IMMEDIATE DELIVERY 


—from factory or from warehouse stock in strategic areas through- 
out the country. Write for complete catalog and price lists. 


Cream Merchandisers. 


Below: 
Storage Freezers. 


ON REFRIGERATOR CO. 


Saar: Factory ond Soles Division 
58th St. ond Grays Ave., Phila. 43, Po. 


CABLE. “JORDONREF™ BElgrade 6.4510 
EXCLUSIVE EXPORT DISTRIBUTOR . . . CANNON & MILLER 
55 W. 42ND STREET, NEW YORK e« CABLE: CANANWILL 


50 or more copies, 10 cents each. Please send remittance with order. 


GEORGE F. TAUBENECK 
Editor and Publisher 


Pui B. REDEKER, Editorial Director 
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Taxation vs. Appliance Dealers 


XCESSIVE taxation can socialize or communize a nation as 
Eisurety as will a bloody revolution. In fact, Karl Marx him- 
self proposed confiscatory taxation as the best method of achiey- 
ing his fanciful Dictatorship of the Proletariat. Quite without 
realizing it, we Americans have been communizing ourselves via 
taxes. So many of these taxes are hidden that many of us don't 
understand what has happened and is happening to us. 

Biggest item in every family budget is the money which 
federal, state, and local tax collectors take out of our paychecks, 
We spend far more on taxes than we do for food, rent, heat, 
light, or clothing. Furthermore, the tax collector must be paid 
first. His bill has to be paid at once, even though the doctor and 
grocer may wait for theirs. 

This is 1950, and a lot of reminiscing is going on about the 
progress we have achieved since the beginning of the Twentieth 
Century. In that year the tax collectors’ annual bite was around 
$17 for each man, woman, and child in the country. Some $6.84 
went to the federal government and the rest to state and local 
governments. In 1932 the average tax collection per person 
was $56.43, with $16.06 going to the federal government and 
$40.37 to state and local governments. 

Here we are at the century’s half-way mark, and the tax 
collectors are taking in $371.22 from every human being in the 
country. Of this amount, $272.92 goes to Washington and $98.30 
to state and local governments. Is this Progress? 


At the turn of the century—and this is something else to 
ponder—the total debt of our federal, state, and local govern- 
ments was in the neighborhood of $30 for each man, woman, and 
child. Approximately $16.50 of this debt was federal. 

What’s the picture today, in wondrous 1950? My golly, look: 
the national debt is $1,852 for each man, woman, and child! Of 
this amount $1,713 has been borrowed by Washington and $139 
by state and local governments. Whee-ew! And government debt 
is still rising, and Truman again is asking for more taxes. Pro- 
gress huh? 

Appalling as the above figures are, there’s still hope for small 
businesses—especially retailers in the promising fields of refrig- 
eration, air conditioning, and home appliances. Words of caution: 
Even if you do have relatively adequate financial resources 
at your command, before you establish a new specialty dealership 
anywhere you’d better know what you’re doing. Find out what 
your rental (or cost-of-purchase of land and buildings) will be— 
including necessary redecorating, remodeling, and refurnishing ex- 
penses—before setting up that dealership. 

Ascertain how much cold cash you should invest in a-waiting 
inventories, how much you should put aside to take care of sea- 
sonal advertising or unusual stock purchases, and how much of 
your money will be tied up normally in accounts receivable. (‘his 
last item becomes inordinately significant as the size of your in- 
stalment-sale volume increases.) Nor should you overlook those 
equally-demanding items of light and heat, clerical wages, com- 
mission payments, and interest on fixed assets in making out 
your tentative budget. 

Above all, remember this ancient business maxim: “Fixed 
charges are the most expensive, and the least susceptible to re 
vision.” 

Overestimate your liabilities, underestimate your sales p"0S- 
pects, and remember always that your creditors will be Johnay- 
on-the-spot. Otherwise, be of good cheer! Faint heart never 
won big fortune. Cowardice makes for perpetual clerkship; «nd 
audacity leads either to leadership or to an early grave. Vh0 
wants to be a 60-year-old clerk? 


You'll be taxed awfully, but you'll have fun if you strike out 


for yourself! 
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Bil’ Would Raise Fine 
Under Anti-Trust Law 


W \SHINGTON, D. C.—The maxi- 
mur penalty for violating the Sher- 
, Anti-Trust Act would be raised 
0,000 under a bill approved by 
louse Judiciary Committee. 

T) » present maximum penalty is 
Fr 900 fine and/or a year in jail. 
jail sentence would not be 
‘ed by the bill. Actually, no 
; essman has been put in jail for 
- ing the anti-trust laws. 
A- reported by the special judi- 
subcommittee investigating 
) poly, the bill also called for a 
severe penalty for violating 

Glayton and Robinson-Patman 

But the full committee confined 
-enalty increase to the Sherman 
vhich applies to monopolies and 
pric: -fixing conspiracies. 

The Federal Trade Commission had 
reco amended a stiffer penalty for all 
anti--rust violations. The Justice 
Dep:rtment had approved the in- 
creased fine for violations of the 
Sherman act only. 


Frost Refrigeration Prepares 
To Open 2 More N. Y. Stores 


NEW YORK CITY—Two more re- 
tail outlets in the metropolitan area 
will be opened soon by Frost Refrig- 
eration, Inc., under an expansion pro- 
gram aimed at establishing a seven- 
store organization, according’ to 
Frank Perloff, president. 

One of the stores will be located 
at 8958 165th St., Jamaica, and the 
other at 15 Graham Ave., Brooklyn. 
The new Jamaica outlet is scheduled 
to be opened April 28 and the other 
unit sometime in July. 


Dixon Handles Frigidaire Line 


JACKSONVILLE, Fla. — Dixon 
Electric Co., 1969 San Marco Blvd., 
has been appointed a dealer for 
Frigidaire appliances, according to 
Bob Dixon, head of the firm. 


Delicatessen Makes Most of Small Space 


The Gaspari _ brothers, 
Sante and Jimmy, have 
been able to “feature” 


their higher-margin foods 
in this commercial case 
which takes up but a 
minimum of room in the 
crowded store. 


* * 


Store Keeps High-Profit 
Items In Case Out Front 


ARDMORE PARK, Pa.—Profiting 
by selling what other stores pass up, 
Sante and Jimmy Gaspari are build- 
ing a tiny delicatessen store here 
into a booming business. 

They attribute their success to 
carrying items, such as_ lunch 
meats and cheese, which their com- 
petitors do not stock in variety, 
and through careful attention to good 
layout and merchandising proced- 
ures. 

Although their present store is only 
52 by 14 ft., every inch counts for 
effective display. High margin deli- 
catessen items are displayed in their 
refrigerated case, made by Bally Case 
and Cooler Co., in the front of the 
store. 

The case provides ample storage 
space and at the same time puts food 
where customers can see—and buy— 
it. Low-profit demand items are kept 
in the rear of the store. 

The result is a weekly sale of 
about 225 pounds of assorted cheeses, 
plus a lunch meat business which 
grosses the store approximately $400 
weekly. 
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Repeal of Ordinance Permits 
Neb. Locker Plant Expansion 


KIMBALL, Neb. — Neal James, 
who operates the Kimball Locker 
Plant, has completed plans for a 
plant extension which will include 
a killing room. The city council has 
recently repealed an ordinance which 
forbade operation of a_ slaughter 
house within the city limits to enable 
James to proceed with his expansion 
project. 


Arkansas Store Awards Contract 


JONESBORO, Ark.—Walter Stew- 
art, owner of Refrigeration Sales & 
Service Co. here, has announced that 
his firm has been awarded the con- 
tract for installation of an 80-ton 
air conditioning job at the J. J. New- 
berry store at Hot Springs. 


N.Y. Firm Uses Newspaper Ad 
To Push Commercial Line 


BINGHAMTON, N. Y.— Sullivan 
Bros. & Kent, Inc., 62-68 Water St., 
refrigeration firm, used a two-column, 
full-depth newspaper advertisement 
to get over its line of commercial re- 
frigerators and home lockers. 

Featured in the advertisement were 
an open self-service meat and dairy 
case, a frozen food display case, a 6- 
door model reach-in box, a dry bever- 
age cooler, and a home locker. 


Aluminum Foil 


Restaurant Uses It For 
Frozen Italian Dishes 


NEW YORK CITY —The alu- 
minum-foil oblong box has ended the 
search for a satisfactory container 
in which to freeze Italian specialties. 

Ernest R. Di Laurenzio, owner of 
the Progressivo, an Italian restau- 
rant located at 254 W. 55th St. here 
has done extensive experimenting 
with containers in which to freeze 
typical Italian sauces, meat dishes, 
hors d’oeuvres, and desserts. Alu- 
minum foil seems to be the answer. 

Two chefs who supervise the Nea- 
politan cuisine of the Progressivo 
also prepare the food for freezing. 
Prices of the 21 available dishes are 


a little lower than restaurant prices. 


Eleven spaghetti sauces range 
from 90 cents to $1.60 for a pound 
container. Ten other specialties yield- 
ing two to four servings cost from 
$1.05 for Italian cheese cake to $3.30 
for chicken cacciatore. At present all 
are sold only at the restaurant. 


Purchasing Agents See 
March Business Matching 
High for 1949 Quarter 


NEW YORK CITY — Business in 
March was very close to the high 
record for the quarter set in January 
and it should continue upward 
through April and May, in the com- 
posite opinion of members of the 
business survey committee of the 
National Association of Purchasing 
Agents. 

Looking beyond May, the majority 
of the industrial purchasing execu- 
tives see a possible leveling off in 
June and a somewhat more than sea- 
sonal decline in July. Some expect 
fair business well into the third 
quarter. 

The executives’ March _ reports 
indicated that no appreciable dam- 
age to business in general was 
caused by the coal strike and that 
recovery from the harm that was 
done has been rapid. Business irre- 
coverably lost was ‘apparently small 
and of a consumer nature—mostly 
seasonal goods,’ according to the 
committee. 

The committee said new orders 
in March were better than in Decem- 
ber and February and only slightly 
less than in January. Production 
was reported up a little more than 
that rate. 

A slightly upward trend in com- 
modity prices, with an inclination to 
level, was noted. Inventories as a 
whole were almost static, although 
there was some tendency to build up. 
Employment was back to the Janu- 
ary level, and buying policy generally 
was continuing in the 60-day range. 
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DIRECT DRAW 
DISPENSER 
equipped with 
CARBONATOR 


: The popular 


Carbonator unit can be 
installed in any Perlick 
Direct Draw Dispenser. 


Variety of sizes, for 
charged water and 1, 2 or 
3 syrup mixes. 


Faucet standards are 
equipped with 1 or 2 draft 
arms, to do double serv- 
ice—save bar space. 


Carbonator cuts cost of 
drinks—saves bottle space 
and handling. 


Write for Bulletin No. 62 
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-BEER—WATER—SELTZER—SOFT DRINKS 


Ju One Cabinet 


Here, at last, is the complete dispensing system that operators 
a natural 
famous Perlick Direct Draw Dispenser, 
Cooled Faucet Standards—plus the Bastian-Blessing carbonator that 
will dispense charged water, 
carbonated soft drink, at a tremendous saving over bottled products! 
It's CARBOTAP—the best 
And it can be a real sales and profit leader for every dealer! 


It’s 


for easy sales and profits! 
with exclusive Air 


Coca Cola, gingerale or any other 


investment any operator can make. 
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The Columbus Story 


Direct-Mail Should’Stop’ 
Commercial Prospects 


“Direct-mail pieces should have a 
‘stopper’ in them,” says R. L. Hunter 
of the commercial refrigeration and 
air conditioning department of Bard, 
Inc., General Electric distributor in 
Columbus. 

A man operating any kind of busi- 
ness gets a pretty sizable volume 
of mail, Bard reasons, and he’s liable 
to shunt aside quickly a_ routine 
piece of direct-mail advertising, un- 
less it is graced with some kind of 
a stopper. 

The postcard promotion piece 
(illustrated at right) on an ice cream 
freezer is a good example. This was 
prepared by Bard, and the whole 
story is told in a couple of sentences. 
The illustration of the happy man 
carrying a bushel-basket full of money 
adds nothing to the actual message, 
but it might be the ‘stopper’ that 
would get the individual receiving 
it to read it carefully. 

The ‘Nobody Has Money To Burn” 
cartoon originated by the G-E Air 
Conditioning Department is another 
good example of the stopper idea. 

Hunter believes that it is well to 
include in a direct-mail piece some- 
thing that requires specific action— 
like writing in for a_ booklet, or 
further information. This helps to 
provide clues to the more likely 
prospects, among other benefits. 

Bard is set up to do a wide range 
of refrigeration and air conditioning 
work, believing that the ability to 
handle almost any kind of work 
widens both the volume and profit 
possibilities for the commercial 
dealer. 

One of its most recent jobs was 
the installation of food _ storage 
equipment for the Columbus Athletic 
club. The equipment installed in- 
cluded a_ sectional-type 5-section 
cooler, made by Elliott-Williams Co. 
of Indianapolis, in the kitchen, and a 
10 x 12-ft. walk-in cooler in the 
basement. 

The sectional cooler has one low- 
temperature (freezer) section, and 


four normal temperature storage sec- 


tions. A separate condensing unit is 
connected to the evaporator in the 
freezer section. One other condens- 
ing unit supplies refrigeration for 
the other four sections, in which 
temperature control is provided by 
thermostats in the sections which 
operate solenoids. All evaporators 
are of the blower type. 

One market to which Bard (akin 
to many other dealers) has found 
a proper approach difficult is that of 
completely equipping a restaurant or 
institution kitchen. 

“We haven't felt yet that we would 
be justified in handling all the items 
that go into a complete kitchen in- 
stallation,” Hunter says. “But we 
haven’t been able to work out very 
satisfactory arrangements with firms 
who supply cooking and _ service 
equipment, because they are trying 
to dabble in refrigeration—and not 
being too successful because they 
haven’t got the know-how.” 


University Town Offers 
Some Added Prospects 


Successor to the McCray Refriger- 
ator Co. branch in Columbus, the 
Sanner Store Fixture Co. is the 
distributor for McCray in Columbus 
and a territory embracing 28 coun- 
ties. 

Sales of commercia! refrigerator 
equipment have been good, even in 
the ‘quiet period” of January, 
February, and March, both in the 
city and rural areas, the company 
reports. Fear that strikes might 
cause scarcities of materials and 
thus delay, improvement plans may 
have resulted in some sales being 
closed in these months that might 
have normally been delayed, it was 
indicated. 

Sanner has done a lot of work 
for smaller food markets, and offi- 
cials of the firm believe that small 
market is the backbone of the com- 
mercial fixture  dealer’s business. 
There has been some trend to self- 
service type of markets, but not 
nearly to the extent of some Ohio 
cities, notably Toledo and Cleveland. 

Columbus is the home of Ohio 


VALUE a 


FEATURING 


f 
’ | 1 Attractive Streamline 
| * Design 
Lifetime Black Porce- 
/— &® Iain Finish 
3 Stainless Steel Working 
* Surfaces 


4. Roll-Away Doors 


5 Special Full Length No- 
© Frost Coil 
4 Patented Uniform Cool- 
Ve ing System 
Positive Temperature 
* (Control 
8. Pull-Out Unit for Fast 
® Maintenance Service 


In 50” 6’ 8° 10’ Models 
Remote and Self Contained 
Available with Bar Tops 


THE NEW P.H ‘* LIFETIME’ 
DRY BEVERAGE COOLERS 


—WITH BLACK PORCELAIN EXTERIORS 
STAINLESS STEEL WORKING SURFACES 


Yes Sir! You can get more downright value for 
your beverage cooler dollars than you ever could 
before! 
Reason: Puffer-Hubbard has just introduced the 
new “Lifetime” Dry Beverage Coolers! With black 
porcelain exteriors! With stainless steel working 
surfaces! With unsurpassed speed of cooling and 
bottle capacity! With economy of operation and 
upkeep unknown before in beverage coolers! 
Cooled by the famous, patented P-H forced up- 
draft cooling system... 
other types in 20 years of field testing, the new 
Lifetime” models have 25% more air move- 
ment than heretofore available. 
Quality built, through and through! With every 
important design feature that has won for Puffer- 
Hubbard leadership in the beverage cooler field 
. the new “Lifetime”? models are truly the 


proved superior to 


Valve Sensation of the year! 


Comparison, feature by feature — dollar for 
dollar — will prove this statement to you! 


FOR THE VERY BEST IN REFRIGERATION 


REACH-IN OowM 

CABINETS ro DISPLAY CASES 

TCABINETS. ; a ao wr CABINETS 
DAIRY-DELICA nos LITERATURE FLORIST 


CABINETS 


WRITE TODAY 


GRAND HAVEN | 


PUFFER-HUBBARD MANUFACTURING Co. 


MICHIGAN 
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Cartoons Give a ‘Lift’ to Direct-Mail Pieces 


nobody 
has money to burn 


“Cartoon stoppers" 


Give me additional information on 


“HOW TO MAKE MONEY 
with a Taylor Freezer.” 


im Send me your booklet “Ideas for 
your drive in.” 


are important on direct-mail pieces directed to busy businessmen 


prospects for air conditioning and commercial refrigeration prospects, believes Bard, 


Inc., Columbus distributor. 


The ‘money to burn” 
piece inviting prospects to get a check on their old refrigerating systems. 


one at the left is on the outside of 
At right is a 


reproduction of a postcard directed to ice cream freezer prospects. 


State university, and this factor pre- 
sents kind of a bonus market for 
commercial refrigeration equipment, 
not only in the university buildings, 
laboratories, and dormitories, but 
also in the fraternity and sorority 
houses in which great numbers of 
the students live. 


“Any dealer operating in a univer- 
sity center who doesn’t work the 
market for reach-ins in fraternities, 
sororities, and other living quarters 
for students is missing a bet,” says 
O. A. Kempton of the Sanner com- 
pany. ‘““Many such places were among 
the first to install mechanical refrig- 
eration equipment, which means that 
if it hasn’t been replaced, it is prob- 
ably ripe for replacement.” 


Sanner has made use of the coin- 
meter plan of payments, but only on 
used commercial equipment. 


Dealer Planning Model 


Store on Own Premises 


Although one of the newer commer- 
cial refrigeration firms in Columbus, 
Broad Refrigeration & Fixture Co. is 
owned and operated by a man who is 
probably the dean of the fixture men 
in this area—H. Stanley Boehmer. 

He has been here for a mere four 
years, but he’s been in the business 
28 years, he says. The first 24 were 
in Cleveland, where for many years 
he had represented the C. V. Hill 
line. Now he’s doing the same thing 
in the state capital. 

Just at present he’s completing ex- 
tensive remodeling in his store, and 
when finished it will feature an at- 
tractive front as well as an interior 


arrangement designed to show og 
equipment to its best advantage ang 
demonstrate to prospective bu vers 
how the cases and allied lines cap 
be used to improve their own ‘ner. 
chandising. 

“Whether an_ attractive, f ney 
store front is of much importan « jp 
our business or not, I’m not ; 
lutely certain,’ Boehmer confe ‘seg 
“but I do think that a neat ont 
ought to have a good effect on ros. 
pects.” 

He has no doubt, though, 0: the 
importance of properly arrangin his 
store interior. 

“As soon as we have the rem: de]- 
ing completed, we'll have c Ses, 
shelving, etc. arranged for dis iay, 
and they'll all be filled with er. 
chandise. That’s the only wa to 
show the merchants how the e. tip. 
ment will look in their store,” FP >eh. 
mer says. 

Many of the sales, he indicated are 
closed in his store, after pros) °cts 
have been brought in by himse oy, 
his two salesmen. This is gene ally 
done at night because most  ier- 
chants are busy with their own 
stores during the day. 

This fact, plus his being a dog 
fancier, explains why Boehmer’s pwn 
office contains a “bed” and a di ink- 
ing water stand for his pet irish 
setter. His ‘“‘best friend” frequently 
accompanies him to the office in the 
evening. 

There’s another interesting aspect 
to his building. He happens to be 
leasing it from the Columbus retail 
grocers association at a reasonable 
figure and so can afford, he says, to 
invest considerable in improving the 
building. 

This close association with the 

(Concluded on next page) 
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1950 Condensing Units 
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(C neluded from preceding page) 

ers group should logically pay 
off dditional dividends in the way of 
jeac. on new stores or remodeling 
ope itions, he also believes. 

B oad Refrigeration has been con- 
cen ating on food and meat stores 
thu far, and can provide complete 
eng ‘eering and layout service as 
wel as the equipment for such in- 
sta! ‘tions, Boehmer indicates. 

Es operation in the restaurant 
fiek is limited for the present at 
leas to supplying only the refrigera- 
tion equipment. 

“\ hat we do along these lines in 
the future depends almost entirely 
on our personnel,” he _ explained. 
“Th re’s no point in going into these 
oth: fields, such as the restaurant 
and hotel supply business, unless you 
hav: properly trained personnel who 
are thoroughly familiar with this 
of business. 

“T° we can locate high caliber men 
with this background we may very 
wel! get into this phase of refrigera- 
tion. too,’”” Boehmer said. 

Know-how is all-important for 
present-day merchandising in the 
commercial refrigeration field, he 
reiterates, and this includes the serv- 
ice and installation end of the busi- 
ness, too. 

“No sale will be successful unless 
it can be properly backed up by a 
good installation, and dependable, 
prompt service afterwards,” he em- 
phasizes. 

Incidentally, when Boehmer first 
set up his business here he used 
“Broad Equipment Sales Co.”’ as the 
firm’s name. 

“We discovered we had to change 


that, though, and now we use ‘Broad 
Refrigeration & Fixture Co.’,” he 
said. ‘“‘Before we changed it, we used 
to get a lot of calls from people who 
thought we were in the farm equip- 
ment business. We still get an occa- 
sional one, yet.” 


Maintenance Contracts 


On Ice Cube Makers 


Automatic ice cube makers have 
found a good market in Columbus 
as elsewhere. The mineral content of 
the water is such, however, as to 
offer some operating problems. 

With this in mind, Capitol Refrig- 
eration Co., a commercial refrigera- 
tion dealer, believes that 60-day in- 
spection service is a “must” for the 
first year that an automatic ice cube 
maker is installed. 

“In addition to this every two 
months inspection the first year, we 
believe that dealers are wise if they 
sell maintenance contracts after the 
first year,’ says an official of the 
company. 


Boone Moving Sales 
Offices In New York 


NEW YORK CITY—Geo. I. Boone 
& Son, eastern representative of 
Tecumseh Products Co. and Cutler- 
Hammer, Inc., refrigeration controls, 
is moving its sales office on April 1, 
from 1775 Broadway here, to larger 
quarters at 17 Maple Dr., Whitehall 
building, Great Neck, L. I., N. Y. 


Utility Promotes Cooling, 
Hits Wiring Bottleneck 


Despite the fact that it sells no 
appliances itself, the Columbus and 
Southern Ohio Electric Co., public 
utility, plays an active role in helping 
dealers promote the sale of electri- 
cal appliances here. 

These activities are under the di- 
rection of Stanley A. Dennis, sales 
promotion manager of the utility, 
who cooperates closely with dealers 
and distributors to help increase ap- 
pliance sales. 

Dealers are encouraged, for ex- 
ample, to set up displays of their 
appliances on the floor of the utility 
office free of charge,’ while the com- 
pany maintains a complete model 
display kitchen in an auditoruim in 
the basement where cooking schools 
and other appliance demonstrations 
are staged from time to time. 

The utility is also interested in 
promoting air conditioning, which it 
believes has an excellent future in 
Columbus, according to Dennis. Co- 
lumbus and Southern Ohio Electric 
has four large advertisements 
scheduled to promote air conditioning 
this spring, and is also planning to 
run six more on “night air coolers.” 

One of the problems that the 
utility is currently tackling is the 
high charge that most builders and 
electrical contractors are asking for 
electric range wiring. 

“Prospective range purchasers are 
being told that it will cost them $25 
or more to have the house wired for 
an electric range,’ Dennis said. 

“Actually, in most cases, three-wire 
service has already been brought to 
the house, so this high charge is un- 
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OPEN MODELS 


refrigeration units for commercial 


Air-Cooled 

Y% to 3H. P. 
Water-Cooled 
Ya to 5 H. P. 


14250 PLYMOUTH ROAD, DETROIT 32, MICHIGAN 


Se 


installations 


For complete details see 
your Kelvinator distributor 
or write for new 
commercial catalog. 


necessary. To prove it to builders 
and electricians I went out this 
morning and bought—at list price— 
all the necessary equipment to do 
the job for less than $3. It will take 
less than an hour to install it, so the 
range purchaser shouldn’t have to 
pay more than $5 or $6 instead of 
$25.” 

It is the aim of the utility, Dennis 
also indicated, to show builders how 
they can make this electric range 
wiring available to the prospective 
home buyer at a very nominal cost. 

As to the outlook for appliances in 
General, though, Dennis is quite con- 
fident that the immediate future at 
least looks very bright. 

“Even today there is still a short- 
age of appliances,” he declares, “in 
that you can’t count on going out 
and buying for immediate delivery, 
a particular model of a particular 
make of range or refrigerator.” 

Indicative perhaps of the creditable 
job the utility has done promotion- 
wise was the fact that it was the 
first city chosen by Life magazine for 
an all-out “Advertised-in-Life’ cam- 
paign staged here in the fall of 1948. 

Thanks largely to the support of 
the utility and the guiding hand of 
Dennis, 115 electrical appliance 
dealers were enlisted in the cam- 
paign to feature products advertised 
in the magazine in all their show 
windows, interior displays, and news- 
paper advertising for one week. 

Dealers and distributors shared in 
the expense of the campaign, which 
was given a crowd-stopping sendoff 
when Dennis flew his private plane 
over downtown Columbus to scatter 
leaflets among the 5 o’clock throngs. 

Although the magazine staged 
similar promotions elsewhere, none 
approached the success of the first 
one in Columbus, it is reported. 


Plans Spring Drive on 
“Dust-Stop’ Filters 


TOLEDO — Owens-Corning Fiber- 
glas Corp. has announced a spring 
sales campaign to be _ conducted 
through its 55 branch and resident 
sales offices to expand sales of ‘“‘Dust- 
Stop” air filters. 

Listed by Underwriters’ Labora- 
tory as fire-safe, Dust-Stop air filters 
are widely used in air conditioning 
and forced warm air heating sys- 
tems. The filters catch and retain 
dust particles and impurities in the 
air. 


Sluman Heads Sales In 
Northwest for Sherer 


MARSHALL, Mich.—Sherer-Gillett 
has announced the appointment of 
William Sluman as northwest sales 
manager. 

The territory 
covered by Sluman 
will consist pri- 
marily of the 
states of Wash- 
ington and Ore- 
gon, with dealer 
promotional ac- 
tivities also cover- 
ing the Territory 
of Alaska. 

“Bill” Sluman is 
widely known throughout the north- 
west as a result of his previous 
association with Kelvinator and with 
the Super-Cold Corp. 


William Sluman 


Hajoca Shifts Personnel 
In Refrigeration Setup 


PHILADELPHIA—Two personnel 
appointments and a transfer have 
been announced by Hajoca Corp., 
manufacturer and distributor of re- 
frigeration, plumbing, heating, and 
industrial supplies. 

Harold Sweeney, formerly of 
Southern Refrigeration Co., Roanoke, 
Va., has been appointed to the com- 
pany’s Baltimore branch refrigera- 
tion sales section. He replaces Paul 
Stewart, who has been transferred 
to Hajoca’s Jacksonville branch re- 
frigeration department, where he 
will head refrigeration sales. 

Sweeney brings to the company 
more than 20 years of experience in 
the refrigeration field. 

Hajoca’s Reading branch has an- 
nounced the addition of LeRoy E. 
Fritz to its refrigeration department. 
Fritz was in the refrigeration busi- 
ness for himself for some years. 


To Cool Surgical Supply Firm 


CHATTANOOGA, Tenn.—Fillauer 
Surgical Supplies, Inc., will erect a 
new building at an estimated cost 
of $145,000 in a business expansion 
program, according to announcement 
by George W. Fillauer, Sr., president. 

Fillauer said the first floor of the 
two-story structure will be air con- 
ditioned and will be a showroom. 


put extra profits 


in your pockets |, 


| . . . @ lifetime of 
| LOW COST TRUCK REFRIGERATION / 


Kold-Hold “Hold-Over” Truck Re- 
frigeration puts extra profits in 
your pocket. It protects products 
in transit and gives it greater cus- 
tomer appeal. It does all this for 
less than 10 cents a day, less than 
the cost of ice alone. 

With Kold-Hold “Hold-Over” 
Plates you can predetermine the 
desired truck temperature through- 
out the longest day’s runs to keep 
products safe, clean, attractive 
and more saleable. “Hold-Over”’ 
Plates last the lifetime of the truck. 
The extra long life of Kold-Hold 
“Hold-Over” Plates is due to ex- 
clusive design features which 
eliminate operational failures. In 


“Hold- Over” Plates, the outer 
edges freeze first and the strain 
caused by expansion is placed on 
the center and strongest part of 
plate. 


NO CASE OF OPERATIONAL 
FAILURE EVER REPORTED 


With over one-half million “Hold- 
Over” Plates in use today, no case 
of operational failure has ever 
been reported. Trucks equipped 
with Kold-Hold ‘‘Hold-Over” Plates 
have been subjected to the most 
severe operating conditions pos- 
sible, in all types of trucks. Never 
yet have they failed to provide the 
refrigeration needed. 


See your local refrigeration supplier or write us for details 


PREFABRICATED 
LINERS 


KOLD-HoLD 


protects every step of the way az» 
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Columbus Is a True American City 


(Continued from Page 1, Column 4) 


habitants numbered 300. The popu- 
lation had increased to 700 by 1816, 
when the first capitol building was 
completed. In December of that year 
legislators rode their horses into 
Columbus for an initial session in 
the new edifice, which was situated 
in the southwest corner of the public 
square on the present Statehouse 
grounds. 

By that time several saw mills, 
tanyards, flouring mills, distilleries, 
and breweries were in operation. 
Quite a few retailers occupied one- 
story structures on what are now 
Broad and High streets. They dealt 
in general merchandise brought over- 
land from the East or down the 
Ohio River. Within a few years addi- 
tional mills began operations, small 
manufacturing concerns were started, 
schools were established, a farmer’s 
market structure was built—and 
Columbus picked up speed. Rapidly 
it forged ahead of older towns in 
central Ohio. Absorbing its former 
rival, Franklinton, Columbus became 
the seat of Franklin County in 1824. 


In the true Free Enterprise tradi- 
tion, these pioneer Columbus citizens 
took care of their businesses, and 
their businesses took care of them. 
Ever since their sons, grandsons, and 
great-grandsons have been following 
the same route to deserved success. 


Stage coaches spurred the growth 
of this metropolis after the National 
Highway threaded through Ohio in 
1833. Clumsy “land ships” carried 
passengers to and from points as 
distant as Washington, D. C., and 
St. Louis, and radiated outward in 
all directions. And the canal era of 
the early 1830’s helped business, too. 
The Ohio and Erie Canal not only 
provided a much-needed outlet for 
agricultural products of that region, 
but brought manufactured goods in 
from New England. 

Meanwhile the “iron horse” snorted 
upon the scene. The first train on 
the Columbus & Zenia_ Railroad 
chugged into the capital on Feb. 22, 
1850, and soon Columbus capitalists 
became interested in building more 
steam lines. Within two decades five 
railroads, almost entirely financed by 
Columbus money, were in operation. 

Today this great Ohio city enjoys 
exceptional transportation facilities. 
Five top-ranking railroads, the Balti- 
more & Ohio, Chesapeake & Ohio, 
New York Central, Norfolk & West- 
ern, and Pennsylvania, pick up and 
deliver there. From the sky drop 
American Airlines and Trans 
World Airlines planes. Some 56 
truckers and 12 bus lines utilize the 
four U. S. highways and quartet of 
major state routes which pass 
through the city. 


Wanna Fight? O.K. 
We'll Hold Your Coat 


Columbus assumed signal impor- 
tance as a military center during the 
War Between the States—a distinc- 


tion it has since maintained with 
increasing prestige. Fort Hayes, 
headquarters of the Ohio Military 
District, had its beginning as an 
arsenal early in the Civil War period. 
Canny Columbus artisans were not 
slow in taking advantage of this 
fact. They helped tool Lincoln’s war 
machine, learned new skills, and 
profited thereby. 


Thriving Growth 


General expansion of business and 
industry in Columbus followed up 
this wartime prosperity. As an im- 
mediate aftermath of the War Be- 
tween the States, six new banking 
houses and the city’s first building 
and loan company were organized. 
High St. was paved, street horse car 
service was extended, a waterworks 
system was installed, and the field 
of education was ploughed by Ohio 
Agricultural & Mechanical college 
(now Ohio State university). 

Along about that time the indus- 
trial importance of this Free Enter- 
prise City was enhanced by the 
buggy business. In the heydey of 
the horse, two dozen Columbus estab- 
lishments produced a combined an- 
nual output of more than 20,000 
vehicles, and a large number of Co- 
lumbus-made carriages and wagons 
and accessories were exported all 
over the world. 

By the turn of the 20th century 
Columbus was a thriving industrial 
and commercial beehive. Natural gas 
had been piped into the city, electric 
street cars had replaced horse-drawn 
conveyances, the general use of elec- 
tricity for industrial purposes was 
expanded, and a spiderweb of inter- 
urban lines had been developed to 
funnel outlying trade into Columbus 
marts. 


Tragedy Into Triumph 


Following the destructive flood of 
1913 Columbus truly became a Big 
City. A tragedy was turned into a 
triumph. Rising to the flood’s chal- 
lenge, aroused citizens transformed 
the entire river front. They widened 
the Scioto’s channel. They erected 
levees, retaining walls and modern 
bridges. Carried onward by this 
civic-improvement momentum they 
laid the foundation for what now 
is the city’s chief pride—its Civic 
Center. The University of Ohio 
Stadium, one of the largest in the 
country, was completed during this 
decade of feverish building and re- 
building activity. 

Having acquired the habit of great 
endeavor, Columbus continued to 
bound upward physically and in 
reputation. Today it is Ohio’s third 
largest city, with some 350,000 in- 
habitants. Population of its metro- 
politan area is in the neighborhood 
of 432,000. Reputation-wise, _ it’s 
acknowledged to be the best-man- 
aged, least-frictioned-and-fractional- 
ized community in one of the great- 
est American _ states. (Ohio is 


famous in American history for be- 
ing the Cradle of Presidents.) 


Good for Business 


From its beginnings Columbus has 
been a good location for industry. 
Its geographical situation is made to 
order for business enterprise. Coal, 
gas, electric power, ore, managerial 
brains, and conscientious workers 
conflux here to produce a multitude 
of goods. 

Columbus is within shouting dis- 
tance of the nation’s center of manu- 
facture, and only a couple of hundred 
miles away from America’s popula- 
tion center. Within a 500-mile radius 
live two thirds of the people of the 
United States, a grand total of 
86,000,000 consumers. 


Naturally World War II stimulated 
and advanced the basic industrial 
development of this Lucky’ City. 
Neither the conversion of local in- 
dustries to war work, nor their re- 
conversion to peacetime operations, 
depreciated a long-standing pattern 
of permanency. On the contrary, the 
flexibility that distinguishes the in- 
dustries and industrial opportunities 
in this Free Enterprise stronghold 
enabled citizens to capitalize on the 
gyrations of the wild 1940's. 


Wherewithal & Whowithal 


Added to Columbus’ assets during 
that dervish decade was a large labor 
pool enriched by more than 80,000 
workers recruited from farms and 
villages in central Ohio. As a result, 
small businesses which turned out 
hundreds of different materials and 
finished products for our armed 
forces then are in great shape now. 
They have the wherewithal and the 
whowithal to expand. An overwhelm- 
ing majority of their skilled work- 
men have remained nearby, and in- 
tend to keep on working for their 
prescient employers. 

These willing workers helped en- 
large numerous small industries dur- 
ing the last war, and said industries 
are remaining in Columbus, too. They 
served most efficiently as sub-con- 
tractors, and they will continue to 
be available for innumerable special- 
ized operations, while American 
industry enlarges. 

All in all, you can’t blame any of 
them. They’re all “sitting pretty.” 

Columbus is situated at the gate- 
way to America’s greatest trade belt, 
which spills over the Appalachian 
plateau into the midwest and down 
into the southwest. 

Topography was _ responsible for 
the creation of this trading area. 
The original path which pioneer 
Americans traversed in their east- 
west movements led through Ohio. 
Into the territory alongside this 
artery rugged individuals and a-born- 
ing industries settled. A _ logical 
geographical position stabilized their 
efforts, rewarded their ambitions, 
and held them close. Their descend- 
ants, recognizing a Good Thing, 
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stayed on to found family fortunes. 

Old trails followed the easiest 
passes westward over the Appa- 
lachians toward a vast expanse of 
virgin land and trade possibilities. 
Caravans moved doggedly and hardy 
men built solidly. Later came great 
trunk line railroads, a system of fine 
highways, and a network of airways 
that still expands astoundingly. In 
the air, as on the ground, important 
trade routes have followed the path 
of easiest resistance across Ohio. 
Aeronautical engineers agree that 
Ohio boasts one of the most favor- 
able flying territories in the United 
States. 

As its ‘domination of principal east- 
west transportation routes have made 
it an important industrial center, so 
has its location led to leadership in 
educational and cultural activities. 
Arrowing the heart of a thriving 
agricultural and_ industrial region, 
and being exceptionally dynamic 
politically, Columbusites enjoy a 
well-balanced community life which 
is replete with interestingly diversi- 
fied activities for one and all. 


Socrates, Jefferson, and 
Baruch 


Forums and stuff like that bring 
big-time debates between Big Shots 
to the rightfully interested voters of 
this Typical American City. There’s 
nothing of importance going on in 
New York or Washington they can’t 
see or hear. Culturally, they’re well 
endowed and favored. 

Columbus, for example, is the home 
of tremendously potent Ohic State 
university. In addition, Capital uni- 
versity, Franklin university, St. Mary 
of the Spring academy and college, 
St. Charles Borromeo college, and a 
baker’s dozen schools of art, music, 
and business boil the educational 


waters. Nearby are Ottenbein col- 
lege and Pontifical College Jose- 
phinum. ‘ 


More than 27,000 students matricu- 
late in Columbus’ institutions of 
higher education every year. Public 
schools enroll an average of 43,000 
students, and the parochial schools 
accommodate close to 10,000 elemen- 
tary scholars. 

A magnificent public library, with 
eight branches, provides more than 
a quarter-of-a-million books for those 
who want to improve their minds at 
home. And the readily accessible 
main library contains 900,000 vol- 
umes. 


What’s more, the Columbus Gallery 
of Fine Arts edifies art lovers. S1n- 
days people flock to the city’s 350 
churches, frocked in their best 
clothes and eager for inspiration and 
salvation. 

Additionally, Columbus is a pub- 
lishing center. Three daily and two 
Sunday newspapers, along with an 
amazing number of trade papers and 
magazines are issued here. Six radio 
stations provide outlets for major 
networks and local talent. Television 
stations WBNS-TV, WTVN, and 
WLW-C educate and amuse the popu- 
lace, too. 

Scientific research is conducted by 
several institutions which bask in the 
sunshine of a national reputation. 
Such thought-innovators as the Bat- 
telle Memorial Institute, the Edward 
Orton, Jr. Foundation, the Nalin 
Laboratories, the Research Depart- 
ment of The Columbus Chamber of 
Commerce, the Citizens Research and 
Research Associates, and (of course!) 
Ohio State university are exploring 
new areas of knowledge. 


When One Business Is 
Down, Others Are Up 


In the industrial sphere Columbus 
maintains a remarkable balance. The 
diversity of its manufacturing enter- 
prises precludes domination by a 
single industry or type of business. 
Approximately 700 manufacturing es- 
tablishments, employing 66,000 work- 
ers whose annual wages amount to 


more than $50,000,000, reside in this, 


Great American CHty. 


Publicity about industrial act vity 
in Columbus has been a little on the 
negative side lately, on accounts the 
Lustron debacle. However, deer 
Columbusites are hoping that pr vate 
sources will take over the Lu: tron 
home-building enterprise and mz <e a 
go of it. As a mere reporter, ~ o'r. 
betting that they will. Here’s hy: 
Nothing is too big or too litt! fo, 
Columbus manufacturers to tac! e, 


They produce airplanes and 
plane parts; railroad cars; ler 
bearings; automotive replace 
water pumps; auto parts; hyd: 
equipment; auto seat covers; r 
doors; brake equipment; elev tors 
and conveyors; machine parts; © .nq. 
ing machines; auto bodies; }b er. 
ages, non-alcoholic and alco! )lic: 
bread and other bakery prod 
binoculars; boots and shoes; ca: ets 
coffins, burial cases, and other 
tician’s supplies; oilcloth; c 
fabrics; clothing; awnings and { nts: 
drugs and medicines; dairy prod 
electric controls; glass prod 
forgings (iron and steel); dies 
tools; stampings (iron and m¢ al): 
fertilizers; furnaces; machi e 
chains; garden implements; 
and dental supplies and equip) ent; 
optical goods; paper products; pri 
ing and publishing (book, music 
newspaper, and periodical); boxes: 
furniture, hardware; heating 
cooking apparatus; ice cream; ca: 
meat products and packing (whole. 
sale); models and patterns; 
ferrous metal alloys and non-ferrous 
metal products; paints, pigments, and 
varnishes; planing mill products; 
plastics; signs and advertising novel- 
ties; enameling, japanning, and lac. 
quering; sterotyping and electrotyp- 
ing; structural and ornamental meta] 
work; showcases; saws; mattresses 
and bed springs. 


This remarkable amalgamation of 
unlike fabricators send its _prod- 
ucts to every section of the 
world. In 1949 the Columbus area 
listed 739 manufacturers who em- 
ployed 59,400 workers and payed out 
salaries and wages amounting to 
$174,460,000 (in round numbers). The 
payroll for the 183,000 employes of 
all manufacturers in the Columbus 
area approximated $486,000,000. In- 
cidentally, the 4,233 retail outlets and 
500 wholesale concerns in Columbus 
transacted more than $950,000,000 
worth of business last year. 


In addition to those engaged in 
manufacturing, approximately 9,000 
Columbus overalls-wearers are em- 
ployed by concerns engaged in trans- 
portation. Of the city’s total payroll, 
manufacturing and construction in- 
dustries provide about 36%. Railroads, 
commercial service enterprises, re- 
tailers, and federal and state bureau- 
crats account for the rest. 


Lotsa jobs, hey? 


Lucky To Be There 


Happily altituded at the salubrious 
height of 777 feet above sea-level— 
on a gently rolling plateau—metro- 
politan Columbus was carved from 
attractive hills by the Scioto and 
Olentangy Rivers, millions of years 
ago. 

Confluence of these two romanti- 
cally meandering rivers, which serve 
this happy community both scenically 
and commercially, is near the heart 
of a great trading area. As a result, 
fortunate Columbus pinpoints an im- 
portant dot-on-the-map. It’s the hub 
of the country’s most densely popu- 
lated area. 


Quite conveniently Columbus tan- 
gents the principal trading areas of 
the United States. Auto highway 
maps indicate that Ohio’s capitol is 
550 from New York City, 378 miles 
from Washington, D. C., 185 from 
Pittsburgh, 141 from Clevelan¢, 188 
from Detroit, 110 to Cincinnati, 17 
to Indianapolis, and 317 to Chicago. 

Hundreds of thriving smaller it- 
dustrial communities nestle vithin 
this heartland area. 


Anyone who’s in business ‘here 
abouts can profit from his lo: ation. 


(To Be Continued) 
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CLUB BAR CB63-S 


WRITE FOR DETAILS ON BEVERAGE-AIR CLUB BARS e 


Club Bars 


The gleaming stainless steel appearance and 
accepted cooling efficiency of Beverage-Air Club 
Bars and Bottle Coolers can lead to a greater sales 
Exclusive features, such as — 
storage on Beverage Cooler 


volume for you. 
glassware 


this, LEADS THE WAY TO GREATER SALES FOR YOU... 


and Bottle 


completely utilized cooling 


leaders in the field. 
top, 


THE PUNXSUTAWNEY COMPANY 


PUNXSUTAWNEY, PA. 
BOTTLE COOLERS e 


Coolers 


space, 
temperature from keg to faucet tip, plus many 
others—combined with construction “know-how”, 
result in Beverage-Air refrigeration units being 
For complete consumer 
acceptance—IT’S BEVERAGE-AIR EVERY TIME! 


DIRECT DRAW SYSTEMS ° 


controlled 
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.' DAIRY MODELS e 


BOTTLE COOLER 
MODEL BC63-R 


CUBE MAKERS 
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| The Columbus Story 


Pr. motion May Be Answer to Slow Room Conditioner 


. 


A rood market for 3-hp. and 5-hp. 
pacl ged air conditioners, and a 
som vhat-under-par market for room 
air  nditioners. 

A) nough no statistics have been 
kept on room cooler sales in the 
Colu ibus area, the above seems to 
be ti e story, based on the testimony 
of ii Jividual dealers. 

Th re is no reason why Columbus 
shou in’t be a good market for indi- 
yidue! room air conditioners. As the 
capit | of the state, it caters to a 

a. many people in the professions, 
and -robably has a greater number 
of individual offices than most other 
cities of a comparable size. . 


Sai 2sIn Columbus; Packaged Units Have Good Market 


On the matter of the “climatic fac- 
tor’ Columbus lands somewhere in 
the middle. It does not have a “hot” 
season that runs as long as cities 
in the south or southwest, but it is 
in an area that is hot and humid 
for a longer period of time than some 
of the cities north of it. 

The answer seems simply that 
dealers haven’t given room air con- 
ditioners much of a push. The 1950 
season may see a change. The Co- 
lumbus & Southern Ohio Electric Co. 
(which does not merchandise equip- 
ment of this sort) is planning air 
conditioning advertisements, and will 
have window displays. 


—_— 


Survey of Columbus Air Conditioning Dealers 


What types of equipment are you now selling or planning to sell? 


Room coolers (mechanical) 


Packaged store units 
Central station systems 
Evaporative coolers 
Cooling towers 


ooee ewer eee eer eer ween ee 


Now Sell Plan To Sell 


What percentage of your total sales volume does air conditioning represent? 
43.3% was the average, with the range from 10% to 


100%. 


Is the air conditioning market tending to become year-round? 


67% said “yes” 
markedly seasonal. 


while 33% 


indicated it was still 


Is a prospect for a mechanical air conditioning unit a better prospect if 
he's already using an evaporative cooler? 


67% said “yes.” 


What new types of markets are developing for air conditioning? 
Food markets were mentioned by 100% of the contrac- 
tors, with churches, residential, office buildings, small 
theaters, dress shops, clothing stores, and professional 
men’s offices also being cited. 


Do you offer maintenance contracts on the equipment you sell? 
67% said “yes” with the qualification by 50% that the 
contracts were actually “inspection agreements.” 


Do you do all your own installation work, or is part of it sublet? 
17% sublet only sheet metal. 
33% sublet sheet metal and electrical. 
50% sublet plumbing and electrical. 


Do you handle a line of heating equipment? 


33% said “yes”; 67% said “no.” 


Gra 
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is e enly and individually cooled. 
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W'TH PUSH-UP TYPE LIDS FOR FAST SERVICE 


RE ‘OTE CONTROL OR SELF-CONTAINED MODELS, 3 CAPACITIES. 
ST. NDARD FINISH BAKED ENAMEL EXTERIOR, ALSO STAINLESS STEEL. 
FA. ER COOLING, LARGER CAPACITY, ECONOMICAL TO OPERATE. 


ity Coil Cooling . . . Not forced air; no fans. Addition of warm beer 
(co \partment refills) does not affect temperature of beer already cooled. 


¢ Compartments... Coils (5<4” tubing) form separate compartments 
iSy separation of brands. Each bottle has direct contact with coils, 


Distributors & Dealers write for details. 


MASTER-BILT REFRIGERATION MFG. CO. 
920 Palm Street . 


— 


St. Louis 7, Mo. 


Business Outlook Good for Firms Prepared To Do 
Hard-Hitting Selling Job, Columbus Distributor Finds 


“I’m convinced that within five 
years residential air conditioning 
will account for 80% of the business,” 
believes Ferd Zoppel, genial owner 
of Columbus Refrigeration Co., York 
distributor. 

Already residential work is _ in- 
creasing for this firm, which chalks 
up more than half of its dollar vol- 
ume in air conditioning, according 
to its owner. 

A well-known figure in national 
refrigeration circles, Zoppel has been 
extremely active in the affairs of the 
Refrigeration & Air Conditioning 
Contractors Association, and likes to 
participate in civic affairs in his 
own city. He’s operated his own 
business here for the past 10 years, 


but his experience in refrigeration’ - 


goes back more than three decades, 
he says. 

And although he’s been in the 
United States for many, many years, 
there are still pleasant-sounding 
traces of an accent, for Zoppel origi- 
nally came from Austria. 


OFF-SEASON REMODELING 


At present during the off-season, 
he’s doing some extensive remodel- 
ing of his place of business, which 
will include the installation of more 
air conditioning. He has a convenient 
location on the main street in the 
city just a short walk from the 
center of town and a block from 
Union station. 

Adequate facilities are provided 
here, although his firm has to occupy 
three separate store quarters. Two 
are adjoining, but there’s another 


firm between these two and the third 
of the Columbus Refrigeration Co. 
offices. Thick, massive, bearing walls 
prevent cutting through to form 
one big store area, but the rental is 
relatively low, points out Zoppel. 


FIRM’S ACTIVITIES 
TO BE BROADENED 


Primarily refrigeration and air 
conditioning-minded, he _ indicates 
that -he’s going to broaden his firm’s 
activities in the fixture end of the 
business. 

“We've just added store planning 
and layout to our services, and we 
are taking on lines of display cases, 
walk-ins, etc.,” he reveals. 

Allied equipment will also be added 
“to a reasonable degree,” he states. 

While having no qualms about the 
future outlook of the business, this 
move underlines Zoeppel’s belief that 
an organization must be prepared to 
do a hard-hitting selling job from 
here on in. 


CLEARING OUT ‘DEADWOOD’ 


“We're cleaning all the ‘deadwood’ 
out of the organization right now,” 
he points out. 

And to emphasize this, as well as 
to spur sales, he recently instituted 
a campaign for his three salesmen 
and himself on ice cube makers, 
complete with quotas. 

A side-glance at the chart in his 
office indicated that of the four con- 
testants only one was_ keeping 
abreast of his quota currently. His 
name? Ferd Zoppel. 


Misapplied Package Air 


Conditioning Units Seen 
As Detriment to Industry 


The growing acceptance of pack- 
age air conditioning, believed by 
many to be the means through which 
this industry will attain its rightful 
stature, is looked upon with some 
skepticism by Columbus Heating & 
Ventilating Co., according to Ralph 
Liebert, sales manager for the com- 
pany. 

This firm has been active in the 
business for many years, 48 in fact, 
and prides itself on doing a thorough 
engineering job of air conditioning, 
heating, and ventilating. It represents 
Carrier in this area, but on larger 
air conditioning equipment only. An- 
other contractor has the franchise 
for smaller Carrier air conditioning 
and commercial equipment in Colum- 
bus. 

“What we're afraid of,’ Liebert 
explains, “is that these package units 
will be misapplied. And if they don’t 
do a good job of air conditioning, the 
whole industry will surely suffer a 
setback. 

“We think it’s poor practice to try 
to use package conditioners in a 
theater, for example. That job can’t 
be done properly without bringing 
in fresh air, which is probably over- 
looked in most installations of this 
type. 

“Another point is that every air 
conditioning job is different, and con- 
sequently has to be carefully engi- 
neered. At least,” said Liebert, “that’s 
the way we prefer to handle the 
jobs here at Columbus Heating & 
Ventilating.” 
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“Now! Get Set to Cash in on York’s 


New Line of 


YORKAIRE ROOM CONDITIONERS. 
Window-sill and console types for 
homes and business. There’s an al- 
most limitless list of prospects for 
these units. Ratings from ! to 2 hp. 


YORKAIRE CONDITIONERS. You're 
ahead of competition with these 
popular-priced store conditioners 
Completely “‘packaged,”’ quickly 
installed. Both 3 and 5 hp. ratings. 


AUTOMATIC ICE MAKER. Every estab- 
lishment and institution that uses 
ice is an easy-to-sell prospect for this 
unique ice cube and crushed ice pro- 
ducer. It sells itself—pays for itself! 


if 
¥ 
1» 
ie 


Our business is 
improving your business 


HEADQUARTERS 


There’s never a dull season for a York dealer! 
Record-breaking summer sales of York's great 
new “packaged” air conditioning units are just 
ahead. They have a completely Hermetically 
Sealed Refrigerating System that carries a full 
five-year warranty! An exclusive tamper-proof 
feature that guarantees trouble-free performance! 
What a selling point! 

Air conditioning for home, business and indus- 
try is only part of the story. Year round sales for 


York dealers spring from York’s automatic ice 


STRONG DEALER SUPPORT 


by one of the industry’s strongest, most aggressive 
dealer campaigns. Advertising and sales promotion 


that will really help you sell! 


DON’T DELAY 


Check up today to see if a York Dealer Franchise 
is available in your territory. Phone your local 
York Distributor today for all the facts. Or write 
direct to: York Corporation, York, Pennsylvania. 


YORK 


Refrigeration and Air Conditioning 


FOR 


MECHANICAL 


Unbeatable Products!” 


FLAKICE MACHINE. Any business or 
industry that requires great quan- 
tities of ice for all general purposes 
is a red-hot prospect! Selling is 
easy because user savings are high! 


FROZEN FOOD CABINETS. Stores, 
farms and homesare live prospects for 
these units. They contain both stor- 
age and deep-freeze compartments, 


machines which outperform all others, frozen food 


cabinets, and condensing units and unit coolers. 


York’s unbeatable line of products is now backed 


CONDENSING UNITS AND UNIT 
COOLERS. A complete line of range 
and size for all your requirements. 


COOLING SINCE 1885 
x + 
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Bally Names Distributors 
For Commercial Line In 
East, South, and West 


BALLY, Pa.—Bally Case & Cooler 


Co. here has announced the appoint- 
ment of three distributors to handle 
its line of refrigerated display cases 
and walk-in coolers. 

The Roussell Equipment Co. of 
Gretna, La., which has represented 
Bally for the past two years, has 
expanded its activities to cover 27 
counties in the southern portion of 
the state of Louisiana. 

As part of its plan to handle this 
larger territory, Roussell Equipment 
Co. has opened a branch office in 
New Orleans. 

Averill-Mangan Fixture Co., 50 
Genesee St., Utica, N. Y., has been 
appointed to represent Bally exclu- 
sively in eight counties of the central 
New York territory § surrounding 
Utica. 

This organization, which has been 
a specialist in all phases of commer- 
cial refrigeration for more than 25 
years, maintains a complete engi- 
neering and store planning service 
for its customers and prospects. 

Exclusive West Coast distributor 
is Paramount Refrigeration Distribu- 
tors of Los Angeles, with a main 
office at 1511 West Pico Blvd., Los 
Angeles, and a branch office at 223 
Natoma St., San Francisco. 

In addition to these offices, the 
organization has distribution through 
dozens of dealers throughout the 
entire state of California and also in 
western Nevada and southern Ore- 
gon. 


Successful Self-Service Meat Department Requires Efficiency 
In Handling Product from Receiving Door to Display Case 


By Ken Stabnau, Detroiter 
Refrigerator Mfg. Co., Ferndale, Mich. 


The newest development in food 
merchandising is the _ self-service 
meat department. It is no longer 
necessary to spend time or space to 
convince anyone who has been follow- 
ing the trends in food merchandising 
of the advantages of self-service 
meats. 

This is, no doubt, as revolutionary 
and will have the same far-reaching 
results as self-service in the grocery 
departments of modern food stores. 

However, because of the very 
nature of the meat product, the con- 
version to self-service meats is not 
nearly as simple as a like change 
in the grocery department. 

To have a successful, smooth-run- 
ning and efficient self-service meat 
operation, there must be the proper 
setup from the back door to the 
selling cases; there must be properly 
trained personnel, proper or proven 
techniques of cutting, packaging, 
displaying, and merchandising the 
meat product. 

To have a proper setup, one must 
first allocate sufficient space for re- 


ceiving, storing, breaking, cutting, 
packaging, and weighing the meat 
products. 


Since a self-service meat operation 
is indeed a food processing opera- 
tion, one must do his utmost to 
guard against bottlenecks that will 
hamper production in the system. 

To eliminate as much confusion as 
possible in the cutting or prepara- 


- 


Ken Stabnau is now selling commercial refrigeration 
cases for Detroiter, but he was formerly a meat cutter 
and comes from a family of meat cutters. His father still 


operates a meat market in Detroit. 


tion room and to save man hours, 
it is considered best to have a cooler 
equipped with two doors, one of 
which would be used as a receiving 
door through which all incoming 
goods would come and all outgoing 
merchandise (such as_ suet and 
bones) would be taken. 


Between this door and the en- 
trance to the building, provision 
should be made to weigh all incom- 
ing and outgoing merchandise. The 
other door would then open directly 
into the meat preparation room and 
work in the preparation room would 
continue without delay éven though 
merchandise was being received. 

The size of the cooler would be 
determined by the estimated volume 
expected and the frequency of de- 
liveries. 

It must be emphasized that suffi- 
cient space should be allocated and 
the backroom equipment should be 
arranged in such a manner that the 
meat products will flow in an un- 
broken line to the packing bench. 

The slicer, grinder, and tenderizer 
should be out of this production line 


© 


price is right. 


Dealers, Distributors—Get in Early—You’ll like our 
dealer plan. It gives you real promotional backing and enables you 
to get a continuing income from every Dorex Food Saver sale. 


Send for full information today. 


GET THE FULL STORY! MAIL COUPON TODAY! 


W. B. Connor Engineering Corporation, Dept. T-40 
114 East 32nd Street, New York 16, New York 


( ) We are interested in Dorex Food Saver for our own use. 
( ) We want to know your dealer story. 


Please rush full information to........... 


EEDED! 


Saves Food, Time, Money—The Dorex er 
Food Saver puts activated carbon—the best air purifier 
known—to work keeping refrigerator air sweet and 
fresh, constantly circulated. It prevents flavor trans- 
ference between foods, eliminates “cold spots” in the cooler. 
Users of Dorex Food Saver now store meats, fish, vegetables, 
fruits and dairy products—even partially processed foods—in the 
same cooler without danger of odor contamination. Dorex Food 
Saver saves many dollars in meat trim losses and other food 
spoilage ...in cleanup expense and time lost in “sweetening” 
refrigerators. Builds good will by assuring flavor-fresh foods. 


Needed Everywhere—There are millions of owners of 
walk-in and reach-in coolers. Every one of them—food stores, meat 
markets, restaurants, hotels, hospitals, dairies and others—can 
use Dorex Food Saver to advantage. Remember, the Dorex Food 
Saver is new. It’s a wanted item. It’s really efficient. And the 
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RETAILS 
FOR 


AND REACH-IN COOLERS 


| 
| 


FOR WALK-IN 


$4950, 


USERS SAY: 


e 


*,..mow able to store carry-over 
produce without ill effect...” 


“No longer do we have to worry 
about one product picking up the 
odors of another... 


er 


...have been astonished by the 
change in atmosphere and aroma 
your Dorex Food Saver has brought 
about.” 


“The fruit retained an excellent ap- 
pearance, with firmness and all-around 
good quality . .. was in much superior 
condition than that kept in storages 
without air purification units.” 


114 East 32nd Street, New York 16, New York 


Retail Market 


” 


Hotel 


Baking Company 


Fruit Grower 


Douglas Engineering Corporation, Ltd. 
190 Murray Street, Montreal 3, P. Q. 


'/ meat operation, 


at the same time in a convenient 
position. 

In arranging the backroom, the 
working area should be so set up 
that the necessary breaking, trim- 
ming, cutting, packaging, and weigh- 
ing can be accomplished with the 
least amount of wasted motion and 
space. 

A suggested procedure for process- 
ing the meat product in the back- 
room is as follows: 

The meat should be taken from 
the cooler to a breaking bench. From 
this bench there will flow two lines 
of. production. 

In one direction the meat will go 
to the trimming area which will 
branch out to the area in which the 
grinding and tenderizing is done. 

The other line will go to the saw, 
from the saw to a cleaning and 
preparation table, then to the back- 
ing bench and from the backing 
bench to the wrapping or packaging 
area, from there to the weighing 
area and finally to the display cases 
or holding case. 


AIR CONDITIONING 
RECOMMENDED 

It is considered good practice to 
have the entire meat cutting and 
preparation room air conditioned. 
This is felt advisable to prevent the 
temperature of the meat from rising 
too greatly. 

A freezer can be used to great 
advantage in the modern self-service 
especially in the 
preparation of offal products. A 
method has proven very successful 
in many operations has been to slice 
items, such as liver, and place in a 
tray. 

A number of these trays are then 
placed into the freezer and frozen. 
After the items have been frozen, 
they are again brought out to the 
packaging room where they are 
wrapped, priced, and placed into the 
display cases. 


These offal products are us lally 
placed in a case in which the tem. 
perature is kept between 20 ang 
26° F. This method of wranping 
and preparing offal products cyt, 
down the bleeding of the iten ang 
totally eliminates the necessit:- fo, 
rewraps. It also makes these prc jucts 
much more saleable. 

In discussing the actual ope 
of the self-service meat depart 
we shall consider in the fol] 
order the process of buying, ci ting, 
preparing, boarding, pack: zing 
weighing, storing, and displayir - the 
packaged meats. 


ition 
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FRESHNESS OF PRIME 
IMPORTANCE 

The meat buyer should do h |; yt. 
most to keep his meat supp » as 
fresh as is humanly possible be ausge 
fresh meat, properly packaged, r <aings 
its color and saleability for a auch 
greater period of time than mea that 
is otherwise. 

The buyer should also buy : ittle, 
calves, lambs, and pork produ: sg of 
a standard size from week to veek 
If a buyer will purchase standa: Jizeq 
sizes of the different sizes of meat 
products, it will promote a more 
rapid production and make a more 
uniform package and display. 


SHARP BONES REQUIRE CARE 

Basically, meat for self-service js 
cut in the same general manner as 
meat for service operation in the 
same general area location. However, 
because of the danger and the possgi- 
bility of breaking the film, care must 
be exercised in removing as many 
sharp boned edges from the meat as 
possible. 

For instance, the chime bone in 
chuck roasts should be beveled so 
that when the film is wrapped tightly 
around the meat, it will not pierce 
and break the film—hence, spoil the 
package. 

Each item of meat should be made 
as completely ‘‘pan ready” as possible 
so that more complete customer sat- 
isfaction can be given. 

The head meat cutter should have 
all cuts of each kind of meat avail- 
able at all times. This means that 
he must anticipate the needs of the 
various cuts to have them ready in 
a moments notice. 

He should standardize the thick- 
ness of chops, steaks, roasts, etc. He 
should break and cut all meats in 
the same way without deviation. He 
should always, and without deviation, 
use the oldest cuts first. 

The boarding process is the most 
important and vital step in the self- 


(Concluded on next page) 


Model 2 FDI 
25 Cubic Foot ~« 


Model 2 FDF (Blower) — 
Also Available | 


Reach-In_ refrigerators > 
from 20 to 45 cu. ft. with 
either blower or ice cube 
maker coil. 


ERATOR C 
NSYLVANIA 


Model 6-9 
ADD-TO 
Storage 

Refrigerator 


Special sizes of Storage 
Refrigerators now avail: ble. 


Manufacturers Ager's 
wanted for 
several territories. 
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= a e e ti Extreme care should be used in meats on display—seems to have the made, it is generally considered 
tem. Bo d g T bl | C F ed 4 y 0 selecting the proper color and shape’ greater customer appeal and, as a_ necessary to provide a way for the 
a and Wr in a e 5 onsi er e pera ion of the label, as well as securing the result, sells more merchandise. customer to obtain special cuts. 
ts = i e « i t label with the best sticking qualities. As in self-service grocery merchan- This can be done by simply having 
: After the meat has been packaged, = gisj th displ ll a sign posted which will inform the 
“e | 5 rs R g y lf-S D p Pi . tag. > ising, the mass display sells more gn p 
a. : ZZ n moo Unnin e ervice epa men it is usually weighed. It is vitally im- _ gelf-service meats. It is, therefore, customer that these cuts can be ob- 
pri hie r portant to have a modern pre-packag- advantageous to keep the self-service tained by asking the hostess. 
(C. icluded from preceding page) — —. pt omg a = “"<. tare agen ——— ng display cases well filled. At the beginning of a self-service 
: »-e@ operation. At the boarding S¢a/S much more rapidly and securely e€ work oO ose weighing the : : : operation there will be many re- 
+ ition et the baader examines the meat, than the heavier weight film. meat should be checked regularly PRB fae’ Se cat ae poy bes quests for special cuts, but after the 
oll a grie- all surplus blood and moisture For packages weighing more than and often; they should be made to enh the scents and Ginh giass are department has been in operation for 
a tine fron its surface, carefully places it 2 or 3 lbs., it has been found advis- realize that absolute accuracy is es- polished daily. One should know what 2 short time, the demand for special 
i: oe on t1e proper size back board, and able to double wrap them. Double sential. is going to be placed in the case Cuts will be cut to a minimum. 
ri sine, ass s it on to the packaging area. Wrapping these larger packages To bolster customer confidence, at .4°in what location it shall be put This, no doubt, is due to the fact 
yin’ > the P ; might seem to be a labor consuming’ times a scale is placed in the retail "that the customer gains more confi- 
T!.: back board is preferably the ; Space should be left for the place- ; 
eneral shape as the meat operation. selling area upon which the customer Ite: dence in the self-service meat system 
sam & ‘ , Yet because of the ease in wrap- may re-weigh or check the weight Ment of greens between various 414 ¢ he management of this 
LE s placed upon it, the board it- P ‘oti hat t g 

that aan approximately %4-in, Pine the lighter weight film, one of the package. varieties br meat. Most meat prod- .hecific operation is supplying pack- 

self Pr as oan shorter than the C2 actually double wrap the lighter The use of germicidal lamps is cts should be displayed on the side ages in assorted sizes to meet the 

Ds ut. nart pe — weight film and still wrap as rapidly rapidly becoming more popular in 4t a 45° angle and placed about one J ooas of the average customer in 
DP ’ as piece 0 . as with one thickness of the heavier many meat operations throughout the nd one half to two layers high. In that community. 
be ause Tr: board being smaller than the weight cellophane. A better package country. It has been proved that the the case of steaks, this will allow A fundamental to success in the 
/T tains piece of meat itself enables one to is obtained. use of germicidal lamps over the each steak to support its own weight self-service meat operation is to have 
a nuch obtaii a much tighter, more solid In the contour system, the various grinder has improved the color and 4nd will retard bleeding in the pack- tne proper cut of meat in the display 
ea that and serviceable, as well as better cuts of meat are provided with back- counter life of ground beef. age. cases to meet the demand of the 
| appe:ring package. The boarding jing, countoured to the general shape The effect of these lamps also It also allows the blood to g0  Q.tomer. 

( ittle, table is indeed the key operation in of the cuts. No backing protrudes allays mildew and mold on smoked to the bottom of the package so that To accomplish this, the meat 
UC Ss of the self-service meat department. anywhere in the package, all you see meats, increases the keeping quality the blood does not have an oppor- utters must be constantly informed 
> veek, From the boarding table, the is the cut of meat, no excess wrap of sausages, retards bleeding greatly tunity to fill in the pockets on the 4. the hostess as to what items are 
, lized poarder is first to see if the meat is nor backing. on all cuts, and eliminates the slick ‘Surface of the meat and discolor it. joeqeq in the cases and in what 
* meat being properly cut or being cut in feel, and preserves the freshness of quantities. The meat must go in- 
. more sufficient quantities to keep the pro- WRAP SHOULD BE TIGHT poultry. DISPLAY SOME ITEMS FLAT stantly to the wrappers or much of 
A more duction up. The wrap is tight, taking up the In many successful operations, the There are some items, such as _ the efficiency of the entire ae 
y. If the boarded meat begins to pile meat just enough to bring the sur- meat is taken direct from the pack- plate boiling beef, leg of veal, fresh will be lost. 

CAR up, the boarder will be the first one face of the meat flush with the face aging room to the selling case where ham, etc., that should be displayed A consistent quality must be main- 
. to realize that the meat is not being of the wrap and allowing the mini- it is kept until sold. Some operators flat. These items, too, should be tained and if the operator ever devi- 
‘Vice is packaged as rapidly as it should be. mum amount of air to remain in the prefer the use of a single duty case placed about one and one half to ates from a certain quality, the item 
Iner as Since one can coordinate and set package. . with a deep well. They then solve’ two layers high. should be otherwise advertised and 
mn the the tempo of production for the en- This type of package is practical the storage problem by placing all Boneless rolled beef roasts, round, labeled. 
wever, tire operation from this position, the from both a cost and production of the labeled meat on display. and sirloin steaks, etc., should usu- It has been proven time and time 
> possi- most successful operations make the standpoint. It is a package that will Others, however, use a double duty’ ally be displayed one high, and nor- again that an efficient self-service 
e must meat manager the boarder. stand repeated handling by both the case with a small quantity of meat mally no more than one day’s supply meat operation will reduce the over- 
many customer and employes. on display and the balance is kept placed in the cases at one time. In head in the meat department. There 
leat as TRIAL AND ERROR This package has real customer in the lower portion of the case. all instances, these should be dis- have been operators reporting total 
. Most generally, the packaging pro- appeal inasmuch as it shows the Still others use a holding or storage played so that the label is up and overhead of 8% for labor and wrap- 
one in cedure that is used in the self-service product and not the backing or ex- cooler for the packaged meats. can be easily read. ping materials from the time the 
led 80 meat operation is “trial and error.” cessive wrap. With a package of this The first method—that of placing When the conversion from service meat arrives at the back door until it 
tightly This, no doubt, is due to the fact type, impressive displays can be large quantities of the packaged to self-service meat department is_ is on the way home to the customer. 

A that there have been few proven made inasmuch as the back width ee 
oll Ge principles on which to base any can be maintained. | . 
regular packaging procedure. | 
—_ Hence, the average self-service LABEL PLACEMENT IMPORTANT 
9 , meat operator has developed what he The placement of labels is a vital 
oa believes to be the package best for step in the packaging process. The ‘ 

» ii his location. label should never be_ purposely 
a As a result, packages have been’ placed in such a manner so as to 

“ poorly sealed, there has been exces- hide fat or bony areas, but should 

é he sive discoloration, meats have bled’ be placed in a uniform position on Husky, durable hardware for heavy duty cold storage doors 
; excessively in the package, re-wraps all packages—usually ‘%-in. down . . sas . 
dy in have been high, there has been much’ and %-in. away from the upper right @ instant smooth Cpony © firm positive closing 

thick customer dissatisfaction, and the en- hand corner. 

ae He tire spread of self-service has been The labels should be colorful, in- 

~~ in retarded considerably. clude the name of the item, the price 

“‘"- For the contour system of packag- per pound, total cost, the number of 

ate ing, which is here suggested, 300 pieces, the weight, and should be (BS T 

? weight paper is highly recommended. written with a legible and easily RACK 

neat It is recommended because it is not read marking. 

self- DOOR 
Malleable iron 
and steel 
Reversible 
Manufactured and 
sold under exclusive 
license from patentee 

| CONVENTIONAL OR SEALED IN A 

| 

| WIDE RANGE OF SIZES! 
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o BUMPER BAR — for actuating main door locks from inside 

PAR Model SC-3 (1/3 H.P.) 
close coupled unit 
4 
PODS for assembling 
sectional units. 


~— 


No. 7-326 DOUBLE LOCK ss A 
with inside push rod . ij 


No IFCS HINGES LL 


For Ye and 2-inch cut 
thread lag screws. 


MEAT RAIL SOCKET 


to support wood 
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} “Quiet as a Whisper’’, smoother eliminate misfit systems with a TRACK DOOR OPERATOR 
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The Columbus Story | 


Dealer Spends More Money on Salesmen Than 
On Anything Else as They’re ‘Backbone of Business’ 


“We believe our salesmen are the 
backbone of the business and there- 
fore we spend more money on them 
than on anything else.” 

To Don Rice, manager of the West- 
gate Electric Co., here, that opinion 
is a basic fact of appliance mer- 
chandising that has been proven in 
the 30-year business record of the 
company. 

“What good does it do to spend 
money on bookkeepers, big stores, 
and merchandise if you haven’t got 
good salesmen?” he asked. 

Rice pointed out that Westgate, 
which is located in the Hilltop resi- 
dential area on the west side of 
Columbus, employs seven salesmen, 
all of whom spend most of their time 
combing ‘the neighborhood for cus- 
tomers. 

“We are a home appliance store 
and therefore must deal with the 
customer in her home,” Rice declared. 
“It is essential that the salesmen like 
to work on the outside or we won't 
hire him. We know from experience 
that you will never do any business 
sitting around the store waiting for 
customers to come in.” 

The only time the salesmen spend 
in the store are two evenings a week 
and the rush periods on Saturday, 


Rice said. This system seems to work 
out well, he added. 

The salesmen are paid a salary 
and commission and are spurred on 
in their efforts by a continual stream 
of contests. 

“Nobody likes to work,” Rice phil- 
osophized. “It gets to be quite a grind 
going through the same routine day 
after day. 

“So we let the salesmen play as 
much as possible. If we can make a 
game out of selling through a con- 
test, we are glad to do it. We are 
all for any idea that will produce 
more sales.” 

A wide variety of contests are 
used to maintain interest. One cur- 
rently under way is a “Dress Up for 
Easter” contest. Points are awarded 
for the sale of particular appliances 
and a certain number of points wins 
the man a new tie, or shirt, or hat, 
or some other article of clothing. 
The idea has brought a fine response 
from the men, he indicated. 

The store also backs up the men 
with three sales meetings every week 
to bone them up on the features of 
the products they sell. It also makes 
every effort to provide them with all 
available sales aids and literature. 

Another basic fact in appliance 


merchandising, according to Rice, is 
to have a clean store filled with ac- 
tive, attractive merchandise displays, 
all hooked up ready for demonstra- 
tion. His own store is a prime ex- 
ample of what he means. 

A particular pride of Rice’s is 
the front display window. It is his 
opinion that a display window has 
to be unusual to attract the attention 
of passersby and make them want 
to come into the store. 

He accomplishes that feat by con- 
centrating a window display on one 
single product at a time. This, he be- 
lieves, has the effect of corralling 
attention and concentrating it on a 
particular item, thereby making it 
easier for the passerby to remember 
what he saw and where. 

At the time of this interview, for 
instance, the Westgate window con- 
tained a promotion on the Westing- 
house “Rancho” electric range. The 
range was set in a tilted position 
against a backdrop of a colorful 
Mexican blanket. Beside it and in- 
dicating the range with a grand bow 
was a mannequin dressed in Mexi- 
can costume. 

“This window is unusual,” Rice 
said, “and yet it is so simple that it 
took only 30 minutes to set up.” 

Rice commented that Westgate 
windows have won several prizes in 
window display contests. 

Inside, the appliance displays are 
staged to provide plenty of color and 
movement through operating me- 
chanisms and promotional display 
material. For effectiveness after 
dark, a_ series of spotlights is 
mounted in the high ceiling. These 
are adjustable so that they can be 
focussed on any particular display 
that the store wishes to feature. 


Rice confessed to being a “great 
. —- \ 


Specify 
Emerson-Electric 
Motors 
for Exacting 
Service 


Precision Built... for Star Performance 


Yow cannot compare the relative 
differences of the stars with the 
naked eye. So, too, with competi- 
tive products. Externally they may 
appear similar, yet one far outsells 
the other because of efficient, long- 
term performance. The motor you 
select, can give or deprive your 
equipment of an important sales 
advantage. 


Knowing that the reputation of its 
motors is mirrored in the products 


MOTORS FANS 


they power, Emerson-Electric con- 
tinues its 60-year policy of ex- 
haustive research, scientific design 
engineering and precision pro- 
duction. Result, scores of America’s 
best known products are Emerson- 
Electric Motor equipped. 


Get the facts. If you have motor 
requirements in the 1/20 to 5 h.p. 
range, Emerson-Electric Motors 
deserve your investigation. Your 
inquiry is invited. 


THE EMERSON ELECTRIC MFG. CO. 
ST. LOUIS 21, MO. 


#5 ELECTRIC 


APPLIANCES 


ae keer 


disbeliever” in newspaper advertis- 
ing. ‘“‘We do some,” he declared, ‘but 
mostly of an institutional nature. We 
are not addicted to promotional ad- 
vertising. 

“We believe that in such advertis- 
ing you would have to promote the 
low price models on which you don’t 
make money anyway. So we’d rather 
spend our efforts on our salesmen.” 

One promotional effort that the 
store has found to be very effective, 


however, is participation in the ap. 
nual Hilltop outing. This is a picnjc 
affair staged each summer in a loca) 
park by the Hilltop Merchants go. 
ciation. It features a bean dinner fo, 
the residents of the neighborhood as 
an appreciation for their patr. nage 
over the year. 

A display of automatic wash: vs a; 
last year’s affair, Rice recalle eg 
to many sales of that particule ap- 
pliance. 


RIGHT: Exterior view of one of 
the Baerco Appliance Co.'s 
trailers on which the company 
spends most of its promotional 
effort. At the front of the 
trailer is a gas-powered gen- 
erator to provide power for the 
that 
be demonstrated anywhere the 


appliances so they can 


trailer might be. 


— 


LEFT: Robert W. Baer, right, 
Bob Dennison, 
on the features of 


briefs Baerco 
salesman, 
the new Thor combination dish. 
washer and clothes washer, 
one of the half dozen or more 
major appliances that are dis. 
played and demonstrated jn 
this luxurious trailer. In view 
from left to right are a clothes 
drier, electric range, gas range, 
dish-clothes washer, ironer, and 
refrigerator. Several television 
sets are set up at the opposite 


end of the trailer. 


Trailers Take Appliance Showroom to Prospects 
And Permit Active Demonstration of All Products 


As a means of promoting appli- 
ance sales, Robert W. Baer here is 
putting his faith in his two trailer 
display rooms. 

Though the Baerco Appliance Co. 
opened up a brand new store on the 
eastern outskirts of Columbus only 
a few months ago, owner Baer is 
still putting his Sunday selling punch 
in the trailers. These have proved 
their value through a year of pro- 
fitable service. 

An illness that kept him home one 
day last summer put him on the 
road. Called to the door by the milk 
man, the vegetable man, the bread 
man, the dry cleaner, and the de- 
partment store deliveryman, he 
wondered why appliances could not 
be sold the same way. 

He soon found that they could. 

Baer’s trailers are luxuriously ap- 
pointed with blond wood interiors 
and blond wood bases for the appli- 
ances. Each trailer contains an elec- 
tric and gas range, gas drier, elec- 
tric ironer, electric refrigerator, com- 
bination dish and clothes washer, 
several television sets, and some 
small appliances. 


EMBLAZONED WITH SLOGANS 


Painted green on the exterior, the 
outer walls are emblazoned with such 
slogans as “A Modern Appliance 
Store on Wheels,” and “We Come To 
You.” The company name and a list- 


ing of all appliances inside are also 


featured. 

Gasoline generators mounted at the 
front of the trailers provide 110-volt 
power for demonstrating the appli- 
ances. 

Up to now, Baer and his salesmen 
have taken the trailers out only on 
specific calls or to a definite display 
location. But Baer is currently work- 
ing on the idea of setting up specific 
routes and using three salesmen per 
trailer. Two would go from door to 
door “bird dogging,” while the third 
remained in the trailer and sold. 

In this manner, he expects to tap 
the higher-income neighborhood im- 
mediately adjacent to the store. 

So far the chief use of the trailers 
has been to park one at a specific 
location such as a general store in 
a rural community for a day or two. 
Just recently Baerco did this on a 
Friday and Saturday. 

For several days before the arrival 
of the trailer, a sign had been posted 
in the cooperating store which an- 
nounced that 

“The Baer Co. Appliance Show- 
room on Wheels will be here Friday 
and Saturday for your inspection. 


washer, drier, ironer, and television.” 

When the trailer arrived, it was 
plugged into the store’s electrical 
service through a long cord. This 
permitted active demonstration of all 
appliances carried. 


Folding chairs are carried in the 
trailer for the convenience of guests. 
Salesmen prepared coffee on a hot 
plate and served it to visitors. A 
small memento of the company such 
as a measuring stick was handed to 
all who dropped in. 


DRAWINGS BOOST TRAFFIC 


Baer pointed out that in the 
summertime cold “cokes’’ are sub- 
stituted for the hot coffee. He also 
noted that sometimes drawings are 
held to stimulate traffic. On _ these 
occasions, visitors register their 
names and appliance interested in. 
These names are used for later follow 
up. 

Baer asserted that on the latest 
occasion, the trailer pulled about 100 
visitors in a small rural community 
during its two-day stay. Prospects 
kept coming all through the evening 
on Saturday and it was midnight 
before the salesmen were able to 
close up shop. 


Salesman Bob Dennison recalled 
that the best part of this trip was 
the sale of a washer and a drier to 
the owner of the general store out- 
side which the trailer was parked. 


This luxurious trailer has a display of | 


electric and gas ranges, refrigerator, 
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KOLDWAVE 


The Original INSTANTANEOUS 
Water Cooler 


PLUS Storage 
Capacity. Used 
by the Leading 
Soda Fountcin 
& Water Cool- 
ing Equipment 
Mfrs. 


Simple To Connect 


Trouble Free 
Operation 


Space Saving 


Approved Under Codes of City of Chicogo 
and Other Cities 
Available in Several Sizes for Water, 
Soda & Water, and Various Other Liquid 
Cooling Applications 
Write For Information Concerning 
Your Requirements 


HEAT EXCHANGERS INC. 
1812 W. HUBBARD ST., CHICAGO 22, ILL. 
Koldwave Products n't Coolers 


Water Coolers 
Compare Perform- Combination Coolers 
ance & Size. Then 


Expansion Valves 
Compare Prices Air Cond. & Ref. Coils 
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The Columbus Story | 


By Ironing Towel She Gets One Free 


June Bowsher runs towel through an ironer as M. G. Norris looks on and thereby 


qualifies to take the towel home with her. 


By making the offer of the free towel in 


its advertising, Norris Appliances gets prospects into the store and makes certain 
that the prospect gets a demonstration. 


Special Promotions 


Produce Many Leads 


Promotions that get some kind of 
“action”’—either bringing prospects 
into the store or getting them to 
write in, thereby building up an 
active prospect list, are highly 
favored by M. G. Norris of Norris 
Appliances Co., downtown dealer in 
Columbus. 

Typical of these was a recent offer 
made in his advertising to give a 
towel to each woman who would 
come into the store and sit down 
and run the towel through an ironer. 

In another current stunt every 
woman who came into the store and 
opened the door of a certain model 
of refrigerator would get an orchid. 

Norris uses radio, newspaper, and 
television advertising in his promo- 
tion work. He is very enthusiastic 
about television advertising, both on 
a local and national basis. 


“We are very conscious of the 
— * 


MOTOR-BASE 
ADAPTERS 


Motor Failure quick- 
ly restored, with 
that spare motor 
and a set of motor 
adapters to make 
it fit. 


SERVICEMEN SEE YOUR JOBBER 


Motor Adapter Corporation 
4730 JOY ROAD 
DETROIT 4, MICHIGAN 


Yop to Ys hp.—101-D 
Yy to 1 hp.—102-C 
1 to 3 hp.—103-C 


NEVER OFFERED BEFORE 


© A completely HEW v0 CrMerens boils 
© Fer wiveing ohaneen, nid ruts 


© Three pronged ferted and ter spnaring 
here, eherrias 9 betian, 


© Wenterte! tor eeiarteining, Ser picnicn lenthon sed 
open 


© Fer tpranting snedwicn eheeans sad meee 


100 HOUSEHOLD USES 
89 


NO BOX TOPS — NO COINS 
A QUALITY RIVETED WOODEN HANDLE 
« Plastic) ” 


RETAIL VALUE 
(Mavenelty Advertived 


‘Met 
STAINLESS STEEL BLADE 


N—SINCE 1871 [att move we 


=| =f SES 
: “= 


By offering a snack knife to people who 

would fill out a coupon stating that they 

owned a washing machine 10 years old 

or older, Norris Appliances got a select 
list of washer prospects. 


drawing power of both the local 
programs we use on television and 
also national shows that feature 
appliances,’ Norris says. ‘The Ad- 
miral program’ especially seems 
effective in bringing people into the 
store to ask about Admiral appli- 
ances.” 

A particularly effective means of 
getting good prospect names was the 
one that Norris used in the form of 
newspaper advertising offering a 
special kitchen knife to all those 
who would write in and give the age 
of the present washing machine they 
were using. This provided a very 
“classified” name _ for _ prospects, 
Norris points out. 


_ FARM & HOME 
FREEZERS 


SELL FASTER, 
EASIER? 


‘It is easier fo sell BEN-HUR 
Freezers.’ That's what dealers 
say who have had a chance to 
show and sell different makes 
of freezers. Sales and production 
records confirm this, too. 


Sit sceecumamettin cn tras tan-ooeeet eee eee 
6 ee oe * Por 
ae aaa i tat Red 


BE UR superiorities. 


Guaranteed b y 
Good Housekeeping 


TF Aoveanystd wer 


One reason is that the outstanding modern design and beautiful 
. . BEN-HUR BLUE color trim get immediate and enthusiastic atten- 
tior of your shoppers — eye appeal that gives you a chance to enlarge on other 
You can point to many PLUS values. 


. sturdier life- 


tim onstruction, counter-balanced, easy-lift covers, separate freezing compart- 
me. . all-around cold contact, hermetically sealed insulation, handy food baskets 


Sto: se convenience, safety, economy. 


~2f: BEN-HUR MFG. co. 
ate. Ee Dept. AC, 634 E. Keefe Ave. 
Beh 
oe 
ea 


Milwoukee 12, Wisconsin 


anc ‘acks, and many other features that assure improved food freezing and 


a BEN-HUR dealer franchise is one of 


Write today for all the reasons why 
the most profitable in the industry! 


50 Salesmen Work City 
Areas ‘On Their Own’ 


A staff of 50 outside salesmen, each 
actually in business for himself, is 
keeping business humming for 
Richard Arbel, owner of the Master 
Home Appliance Co. here. 


Arbel thoroughly believes that the 
only way to sell appliances today 
is to go out after the customer, not 
wait for him to come to the store. 
In fact, his whole organization is 
built around that idea. 


The downtown store at 14 N. 3rd 
St. is only a block from the state 
capitol in the heart of Columbus, but 
is not in a heavy traffic location. The 
store itself is small and though the 
floor displays of Admiral and Crosley 
appliances are active and attractive, 
there is little dependence on floor 
traffic. 


Main purpose of the store is to 
serve as a headquarters for the huge 
selling organization. 


SALESMEN’S RIGHTS RESPECTED 


For the salesmen, emphasis is 
placed on the fact that they are ac- 
tually in business for themselves. 
They are not coddled by the manage- 
ment, yet they are secure in the 
knowledge that their rights are re- 
spected to the letter. 

Arbel related that the salesmen 
operate on a strict commission basis 


and each is free to work anywhere 
he pleases—there are no exclusive 
territories. 

The store makes available to all 
salesmen lists of new home owners, 
lists of recent marriages and births, 
and lists of persons just moving into 
town. All such persons, Arbel rea- 
sons, are very probably in the market 
for one appliance or another and 
make prime prospects. Each sales- 
man looks over these lists, which 
are posted in the store, and selects 
from them his own prospects for 
follow up. 

The salesmen make their calls and 
if they find that another from their 
own organization has contacted a 
particular prospect first, they imme- 
diately scratch this person off their 
list. 


MEN HELP EACH OTHER 


They respect each others rights in 
this way and even go further. If 
one salesman should have trouble 
closing a sale for one reason or an- 
other, he can call on the management 
or one of the other salesmen to help 
him close it. When the sale is closed, 
he still gets his full commission. 

Arbel recalled that recently one 
salesman took sick and was hospital- 
ized. The other salesmen pitched in 
and closed the sales this man had 
pending, thus assuring him an income 
while he was in the hospital and 
protection on his customer. 

Arbel declared that each salesman 
knows that the others are playing 


square with him for all sales are 
posted in the office so that every 
salesman could tell the minute an- 
other had jumped one of his pros- 
pects. 


“We have had no trouble of this 
nature at all,” Arbel declared. “I 
know how much this means to the 
individual salesmen. I can well recall 
how I had to keep one eye on my 
fellow salesmen and the other on the 
management before I went into busi- 
ness for myself.” 


PHONE LEADS ARE SPLIT UP 


Arbel asserted that ‘as long as a 
man is selling, he can expect no help 
from the company and gets none. 
What leads we get through telephone 
calls, floor traffic, or promotions, we 
split up among the men who are hav- 
ing a poor week and need the money. 


“We find that this system works 
out fine. Each salesman understands 
how it operates and when a man is 
making money he is not in a mood 
to complain about not getting leads.” 


However, one form of help that is 
always on tap is a constant stream 
of sales contests that offer the men 
additional incentive to sell particular 
products. These are essential to keep- 
ing the men at peak performance, 
Arbel believes. 


The over-all success of this method 
of operation can be gleaned from the 
fact that when asked what problems 
he had in selling appliances, Arbel 
replied crisply, “We don’t have any.” 


Nothing like 
BREEZE 
CONDITIONING 


for hot weather 


PROFITS! 


When you can offer businessmen, homeowners and _ tenants 
something that will keep them cool—and that they can afford—you've 
got a real hot weather item! That's why Coolair Breeze Conditioning 
means a real profit to you—this Summer! 


WHAT IT IS. 


Leaders in 
the South 
for 22 years 


Breeze Conditioning cools through 
evaporation—in nature's own healthful way—with 
a breeze! HOW IT WORKS. Breeze Conditioning ex- 


most effective, 
space! 


hausts a LOT of air QUIETLY. It is the lowest-cost, 
most healthful way to cool any 


Cash in on this 4-Point Program! 


1. THE RIGHT PRODUCT—There’s a Coolair Breeze Condition- 


to draw from. 


Name 


American Coolair Corporation 
Jacksonville 3, Florida 

If your Coolair proposition’s as good as you say it 
is—QUICK, please, tell me ALL! 


ing Unit for Every Cooling Job—from single rooms and 
offices to homes, stores, theaters and industrial plants. 


2. THE RIGHT SET-UP—The Coolair Franchise assures you of 
an adequate market area. There are now or soon will be 
distributors in most areas who maintain stocks for dealers 


3. THE RIGHT TRAINING—Authorized Coolair Dealers are 
qualified to make the proper recommendations to home- 
owner, architect and engineer alike! Personnel of authorized 
dealers are carefully trained under factory supervision. You 
profit right away from your Coolair franchise! 


4. THE RIGHT PROMOTION—Coolair backs up Dealers with 
planned promotion—advertising, 
displays and selling tools—tailored for you—even direct-mail 
that can be mailed to prospects from the Coolair factory! 
Coolair helps its Dealers sell! 


colorful literature, store 


You owe it to yourself to 
move in and profit with 
Coolair in your town. No 
obligation whatever in 
getting information. Send 
in this coupon today! 


Title 


Firm. 


Address 
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“Continuous Processing System Increases 
Quality, Uniformity of Cold Rubber 


CLEVELAND —A _ manufacturing 
method which increases the quality 
and uniformity of man-made cold 
rubber and improves the efficiency of 
the process is being used by B. F. 
Goodrich Chemical Co. at Port 
Neches, Tex., it is revealed here by 
W. I. Burt, vice president—manufac- 
turing. 

The method is one of continuous 
processing and gives greater uni- 
formity in quality of the longer- 
wearing cold rubber than was possi- 
ble under the batch system hereto- 
fore, Burt said. 

The Port Neches plant, operated 
by B. F. Goodrich Chemical for the 
government, is currently turning out 
cold rubber at the rate of approxi- 
mately 30,000 tons annually. This 
is slightly more than half the plant’s 
present total output. 

The cold rubber production unit 
at the giant Port Neches plant has 
two series of 3,700-gallon reactor 
tanks, 12 tanks to the series. In the 
“continuous processing” system, Burt 
said, butadiene, styrene, water, soap, 
modifier, and catalyst are pumped 
continuously into the first reactor 
tank, into the second and so on right 
down the line to the twelfth reactor 
tank, at which time the butadiene 
and styrene have been polymerized 
to form cold rubber as a latex. 

The latex, which is continuously 
discharged from the last reactor 
tank, is then pumped into other sec- 
tions of the plant where it is coagu- 
lated, dried, and made ready for 
shipment. 


“This system makes it easier to 
maintain stable 41 °F. temperatures 
during polymerization,” Burt pointed 
out. 


Under the batch-processing tech- 
nique formerly used by B. F. Good- 
rich Chemical, the principal ingre- 
dients of American-made _ rubber 
were pumped into each of the 12 re- 
actor tanks in the production series. 
After mixing and _ polymerization 
each batch would be discharged from 
the reactor into blowdown tanks for 
further processing. Each batch had 
to be laboratory-checked and tem- 
peratures had to be watched con- 
stantly for fluctuation. The continu- 
ous filling and emptying on an indi- 
vidual basis not only tied up man- 
power but was time-consuming, Burt 
pointed out. 


Activated Carbon Panels 
To Go Into C&O Coaches 


NEW YORK CITY — The new 
passenger cars, 152 in all, being built 
for the Chesapeake and Ohio Railway 
Co. by Pullman-Standard Car & 
Mfg. Co., and soon to go into service, 
will be equipped with Dorex activated 
carbon “Air Recovery” panels. 

Four of these panels are installed 
in the air conditioning system’s 
plenum, or air mixing chamber, mak- 
ing a total of 608 units, according to 
the manufacturer, W. B. Connor En- 
gineering Corp. here. 


and 


Answering Some 


Service Questions 


Bubbles In the Sight Glass 


QUESTION: 


I am servicing a 10-hp. ‘“Freon-12” 
air conditioning system with the 
machine in the basement .and the 
blower coil on the second floor. 
There is only one expansion valve in 
the coil. The liquid line is %-in. 
copper tubing and the suction line 
is 2\%-in. hard copper. I have a 
sight glass in the liquid line just 
ahead of the valve and I get bubbles 
all the time the machine is running. 

The job seems to work all right, 
but I can’t get rid of the bubbles. 
I tried adding 20 lbs. of ‘‘Freon’” and 
the bubbles went away, but then the 
head pressure went pretty high, so 
I took it out. 

The only trouble I have had was, 
that I had to change the expansion 
valve twice. I found a pin broken 
inside the valve both times. I have 
been told that the bubbles caused 


Use Refrigerants 
That Are 
Consistently Pure, 


Consistently Sure... 


To Charge a System, 


“Extra Dry” 
SO, that service and maintenance engi- 
neers have endorsed for more than 20 
years. Comes in all popular cylinder sizes. 


“V-METH-L” (B.P.—10.7°F.) 


Virginia Methyl] Chloride is made specifi- 
cally for refrigeration use. Low moisture 
content, low acidity and narrow boiling 
range recommend ‘“‘V-Meth-L” for the 
most exacting requirements. 


“FREON” REFRIGERANTS 


“EXTRA DRY ESOTOO” 


(B. P.—14°F.) 


is the refrigeration grade 


“FREON-11” “FREON-12” 
“Boiling Point’’ “Boiling Point’’ 
74.7°F. —21.6°F. 
“FREON-22” “FREON-113” 
“Boiling Point” “Boiling Point”’ 

—41.4°F. 117.6°F. 


“FREON-114” 
“Boiling Point” 
38.0°F. 


Virginia Smelting Company is distributor 
for Kinetic’s “Freon” Refrigerants. 


HOW TO STOP 
DRIPPING PIPES 


The annoyance of constantly dripping suction lines, 
circulating cold water pipes, valves and fittings can 
be stopped—permanently—with Presstite Insula- 
tion Tape. It comes in 2"-wide rolls, 1" thick. 
Presstite Insulation Tape contains 40 percent virgin 
cork and will adhere to any surface. Joints are self- 
sealing. The convenient package contains 30 lineal 
feet. It’s good policy to use Presstite Insulation 
Tape on all new and 


yom 
| Insulation Tape 


Stops Cold Pipe 


Condemsotion 


reconditioned 
lations and stop cus- 
‘tomer dissatisfaction 
before it can start. 


PHILADELPHIA 
CHICAGO 


instal- 


ASK YOUR WHOLESALER 
OR WRITE 


VIRGINIA SMELTING 
COMPANY 


WEST NORFOLK 


« NEW YORK -e« 
DETROIT ° 


BOSTON 
ATLANTA 


Gl 
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Refrigeration Problems 


their Solution 


by Paul Reed 
For Service and Installation Engineers 


the valves to go bad. Could this be? 
How can I get rid of those bubbles? 


ANSWER: 
You have two conditions that are 


causing the bubbles in the sight 
glass: 

1. Your liquid line is too small; 
it should be not less than 1%-in. 
o.d. tubing. For short runs on the 
same floor, you might get by with a 
%-in. soft copper tubing, although 
even there, a %-in. hard copper line 
would be better, but even % in. is 
too small for a liquid line rising two 
stories. The %-in. line causes a 
considerable pressure drop from the 
receiver to the expansion valve, and 
this pressure drop is a cause of part 
of the bubbles. 

2. At 107°, liquid ‘“Freon-12” 
weighs approximately 77 lbs. per cu. 
ft., so in every foot rise of the liquid 
line, the “Freon-12” weighs about 
\% p.s.i. If your liquid line rises say 
30 ft., the 30-ft. column of liquid is 
“using up” about 15 p.s.i. of the head 
pressure just to support the 30 ft. 
of liquid ‘“‘Freon-12,” so the pressure 
at the top of the column of liquid 
is 15 p.s.i. less than at the bottom. 
Saying it another way, the weight 
of the 30 ft. of liquid causes a 
pressure drop of 15 p.s.i. from the 
receiver to the sight glass. 

You will have this 15-lb. pressure 
drop even if you had a large liquid 
line, so large in fact that it had no 
restricting effect. But you have too 
small a liquid line also, so it probably 
adds at least another 5 p.s.i. pressure 
drop or more, due to its restrictive 


effect. In all then, you pr bably 
have at least a 20 p.s.i. pressur: drop, 

If the head pressure is sa. 195 
p.s.i.g., then the pressure in te pe. 
ceiver and at the bottom ©° the 
liquid line is therefore 125 Sig, 
This corresponds to a cond nsing 
temperature of about 105°. 

At the top, 30 ft. above, th: pres. 
sure is 95 p.s.i.g. which corre. ponds 
to about 87°, so the liquid must 
“boil,” and gas bubbles form, ir order 
for the liquid to cool itself dc vn to 
the 87° to correspond to its lower 
pressure of 95 p.s.i.g. up ©1 the 
second floor. 

As a rule, excessive pressur: drop 
in the liquid line is less seriou: than 
in the suction line. Its most serious 
effect is reduction of capac ty of 
the expansion valve. 

The valve will pass less liquid for 
two reasons: (1) some of thie gg. 
pacity of the valve is taken up pass. 
ing the gas, that is, the “liquid” js 
not a solid liquid, but is partly gas 
bubbles. (2) The difference in pres. 
sure across the valve is less since 
the pressure of the liquid at the 
valve is lower because of the exces. 
sive pressure drop. 

To offset this loss of capacity, it 
may be necessary to use a larger 
valve. In your case, I am surprised 
that you are not having any trouble, 
for you must have a rather large 
loss of capacity due to excessive 
pressure drop. It may be that your 
expansion valve was oversize to start 
with. 

If the valve lacks capacity, the 


(Concluded on next page) 


Refrigeration and 


Air Conditioning 


Directory 


AUR COMBiTIONS 


RECTOR 


U.S. PRODUCTS 
wero THROUGHOY 
ne woe 


This 


Postpaid 
In U.S.A. 
Only 


DIRECTORY NO. D-16—Lists 
each refrigeration and air 
conditioning product, fol- 
lowed by the names of all 
the companies who are 
making it, together with 
their location. In a separate 
section, companies, execu- 
tive personnel, full ad- 
dresses, summary of prod- 
ucts, and company phone 
numbers are given. The 
Directory is book-size, 6” x 


Business News Publishing Co. 
450 W. Fort St., Detroit 26, Mich. 


1950 Edition D-16 

The Standard ‘“Buyer’s Guide’ 
In the Refrigeration and 

Air Conditioning 

Industry 


Conditioning Directory is the stand- 
ard ‘‘Buyer’s Guide"’ for the indus- 
try. It is not a new idea. 
well-established, 
used throughout the industry and all 
over the world. 


Published by the editors of Aijr 
Conditioning & Refrigeration News 
since 1929, the Directory is based 
upon complete new data from all the 
manufacturers and wholesalers who 
supply the industry, and backed by 
more than 20 years experience in 
correlating, organizing, and sifting 


bound, ond. fexible for the information to make it most hel- 
. Ord 
now. Price $1.00” Y — ful to you. 
om TODAY! 


Please send copy of 1950 Refrigeration and Air Conditioning Directory. Enclosed is $'.00. 


ee 


new Refrigeration and Air 


It is a 
authentic volume 
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Answering Some Service Questions - - 


‘Covcluded from preceding page) 
evapo'ator may be starved and not 
fully active. This will cause a lower 
suctio? pressure and a low capacity 
of th entire system. The air from 
the c il may not be as cool as it 
shoul. be. Assuming that yours is 
a direct expansion coil, the suction 
ressire Should be not less than 
about 35 (and preferably 37 to 40) 


uF 
a broken valves were probably 
cause by the chattering and vibra- 
tion st up by the bubble of gas in 
the ve ve. Some types of valves are 
partic larly affected that way; other 
types «re very little affected. 

“jf your job is working all right, 
if the evaporator is fully active, and 
satisfactory results are being ob- 
tained. do not worry about the bub- 
ples and do not add refrigerant to 
raise the head pressure to get rid 
of the bubbles. 

Although you probably do not need 
it on this job, there is a way to 
purge the “flash gas,’ the bubbles 
in the liquid line, to the suction line. 
This is described and illustrated in 
Chapter 11 of Volume I of “Refrigera- 
tion Problems” (written by Mr. Reed 
and available from Business News 
Publishing Co.). 


TX Valve Freezes After 
Defrosting 


QUESTION: 


I have an open freezer case in a 
certain market. It has a %-hp. con- 
densing unit. Every time the freezer 
is defrosted, the TX valve freezes 
up. Could you suggest what to do. 
It only happens when the machine 
is shut down to defrost. 


ANSWER: 

From your description, it is obvi- 
ous that you have moisture in the 
system, but the question is: “Why 
does it not show up except just after 
defrosting ?” 

What is probably happening is that 
most of the time, the moisture in 
the system exists as small globules 
of ice in the evaporator. Then when 
the evaporator is defrosted, these 
little droplets of ice melt and circu- 
late through the system, finally get- 
ting to the expansion valve where 
the moisture freezes at the valve 
needle. By warming the valve, you 
melt the ice in the valve and it 
again freezes as drops of ice in the 
evaporator, where it remains until 
the next defrosting. 


The remedy is to put on a generous 
size drier. Some driers have low 
pressure drop suitable for the low- 
pressure side of the system. Such a 
drier can be installed between the 
expansion valve and the evaporator. 
Most driers are designed for use 
in the liquid line, but if possible 
they should be put in the liquid line 
just ahead of the expansion valve 
and in the cold compartment of the 
freezer. There they have greater ca- 
pacities for absorbing moisture, and 
are not so apt to give moisture back 
to the system in the spring and 
summer, as they would if located in 
the machine compartment; or are 
they subject to room temperature. 

If you find that the freeze-up per- 
sists after the new drier is installéd, 
put on another. It is very likely 
that you have quite a little water in 
this system. 


Evaporator Not Fully Active 


QUESTION: 


I am having trouble getting the 
unit of an open-type Coldspot to 
completely frost over and still reach 
a low enough temperature to shut 
off. Any information will be greatly 
appreciated. 


ANSWER: 

The open-type Coldspots used an 
automatic expansion valve. The most 
probable cause of failure of the 
evaporator fed by an automatic ex- 
pansion valve, to frost completely 
over, is shortage of refrigerant. If 
the system is low on charge, the 
evaporator is not entirely frosted, 
both the discharge and suction pres- 
sures are below normal. 

The best way to determine if you 
have enough charge, is to install a 
sight glass in the liquid line. If 
bubbles show, the system is probably 
low on charge. Add sulphur dioxide 
until the bubbles disappear. (Bubbles 
can also be due to restrictions in the 
liquid line, excessive pressure drop, 
or a partially clogged drier or 
screen.) 

If the charge seems adequate, the 
expansion valve may be partially 
stopped (due to a clogged screen, 
etc.) or it may be set to maintain 
too low an evaporator pressure. Re- 
adjust the automatic expansion valve 
(by opening it to maintain a higher 
evaporator pressure) until, with the 
control set at mid-position, there is 
a frost line out on the suction line 
a few inches away from the evapo- 
rator when the thermostat cuts the 


THE ONLY WAY 


YOU C 


N REACH 


THIS MOISTURE 


An exaggerated view of 
tubing and fitting, showing 
moisture clinging to walls, 
pores and imperfections. 


weer —— 


are oe 


It is a well-known fact that 

‘ure clings to metal sur- 
This is true whether 

the netal is cast, drawn, 

', turned or rolled. That 

mea’. there are likely to be hun- 

dre. of tiny droplets of moisture 


clin; ng to the inner surfaces of 
any frigerating unit. Tubing 
Wal are no exception. When 


_ ‘f this “clinging moisture” 

re. loose, it is likely to cause 
Way to Cut Down 
-Day Callbacks 


RA are often unjustly blamed 
Whe: some “clinging moisture” 


bree -< loose soon after your serv- 
ke. |. The best way to avoid 
thes costly call-backs is to re- 
mo\ .he moisture from all parts 
of th» unit. 


Ui ‘ke other methods, the liquid 
hawzone reaches the entire 


_ No matter where the mois- 
a , Thawzone finds it. Wher- 


' water goes, Thawzone goes, 
too urthermore, it is the only 


product that actually destroys 
moisture. It is the sure way to 
clear up moisture trouble for to- 
day, tomorrow and next month. 


Use Thawzone in Any 
Freon or Methyl Unit 


Thewzone can be used in any unit 
containing “Freon” methyl chloride, 
methylene chloride, “Carrene” or iso- 
butane. Use 1 teaspoonful (14 oz.) 
per pound of refrigerant. Use half as 
much in hermetic units. Your whole- 
saler has Thawzone. Highside Chem- 
icals Co., Clifton, N. J. 


THAWZONE 


The Only Drier That 
Destroys Water... 
and Reaches All of it 


machine off. 

A partially defrosted or a not 
fully active evaporator, can also re- 
sult from the compressor not being 
up to its normal capacity. This is 
usually accompanied by a low head 
pressure, low wattage, and the com- 
pressor head being only warm, in- 
stead of hot. 


Flexible Connector Tube 
For Convectors Permits 
Recessed Installation 


PORT JERVIS, N. Y.—A new 
flexible insulated convector. connector 
for us in air conditioning installations 

has just been in- 

’ troduced by the 
Technifiex Corp., 
here. 

The flexible in- 
sulated connector 
is for interconnec- 
tion of convectors 
used in air con- 
ditioning installa- 
tions to the verti- 
cal risers carrying 
supply, returns, 
and condensate. 

The hose itself 
is extremely flexi- 

ble and permits the hookup of a con- 
vector unit from the riser to the con- 
vector while standing 3 in. or 4 in. 
from the wall. 

Once the connection is made, the 
convector may be placed in its per- 
manent position, allowing recessing 
of the unit without the installation of 
elbows, short nipples, etc. Any type 
of bend or offset can be hand made. 

It carries the AGA certification and 


will withstand any pressures en- 
countered in a normal secondary cir- 
cuit. The stock item is made up with 
%4-in. sponge rubber insulation. How- 
ever, different thicknesses or types 
of insulation can be furnished, if 


specified, for various temperature 
differences. 
The connector is available’ in 


lengths of one to four feet with 
3% in. I.P.T. female unions on each 
end. 

Techniflex reports that the appli- 
cation of this unit is less expensive 
in original cost, requires less labor 
to install, and permits cleaner and 
more accurate recessing of appli- 
ances. 


Booklet Furnishes Tables on 
Properties of Aluminum Alloys © 


NEW YORK CITY—An informa- 
tive booklet on aluminum, “Revere 
Aluminum Products,” has been re- 
leased by the Magnesium-Aluminum 
Div. of Revere Copper & Brass, Inc. 
recently. 

It contains descriptive information 
about the various forms in which 
Revere aluminum is fabricated in- 
cluding extruded shapes, tube, and 
coiled sheet; also a chart with com- 
prehensive tables giving the proper- 
ties and characteristics of most of 
the wrought aluminum alloys. 

Copies can be obtained by writing 
to Revere Copper & Brass, Inc., 230 
Park Ave., New York 17, N. Y. 


C-H Opens Dayton Sales Office 


MILWAUKEE—tThe opening of a 
new sales office at 410 West First 
St., Dayton, is announced by Cutler- 
Hammer, Inc. here. 


Best Papers by Servicemen 
On Value of Educational 
Exhibits To Get Prizes 


WASHINGTON, D. C.—Something 
new in the form of a contest has 
been added to the 1950 Midwest 
Educational Exhibit and Conference 
sponsored by the _ Refrigeration 
Equipment Manufacturers Associa- 
tion and the Refrigeration Service 
Engineers Society. : 


The conference will be held May 
26-28 in St. Louis. 

E. C. Marsden, president of the 
Refrigeration Equipment Wholesalers 
Association, has announced _ that 
REWA will award three prizes to 
servicemen in attendance. 

An entry blank will be given 
out at the registration desk to every 
man actively engaged in the service 
business. On this blank he will fill 
in 25 words or less in answer to the 
question “From which exhibit did you 
receive the most educational value, 
and why?” 

Three prizes will be awarded to the 
winners, the first prize being a port- 
able television set. 

Judges will be members of the 
trade press represented at the con- 
ference. Their decision will be final. 

Prizes will be on display at the 
information booth which will be 
staffed by members of REWA. 

An award of a plaque will also be 
made by REWA to the exhibitor 
whose booth is mentioned on the 
largest number of entry cards. 

The contest will close at 6 p.m. 
Saturday, May 27, with awards being 
made at the banquet that evening. 
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You don’t have to worry about moisture when you use 
Revere Dryseal Refrigeration Tube! A special precise, 
mechanical double-crimp seal made at each end of the 
tube when it is manufactured keeps the inside com- 
pletely bone dry and free from dirt. And because this seal 
does not change the diameter of the tube it will pass 


r 


| 


NO TRICK KEEPING DRYSEAL pry 


REFRIGERATION TUBE 
= WE DOUBLE-CRIMP IT! 


through any opening large enough for the tube itself. 


Dryseal is easy to install, too. For it is dead-soft and can 


be bent with the hands with ease. And when you want 
to flare it for compression fittings you'll find it can be 
done without danger of splitting. This is because of 
the ductility and soft temper of the copper used. 


Dryseal is now made to new, more economical dimen- 
sional standards, with tube sizes from 4%" to %" O.D. 


kal) 


It comes neatly packed in attractively designed carton: 
making it easy to identify in stock. All of which makes 
for an easier, faster, trouble-free quality installation. 
Ask your distributor about Dryseal next time you order 
refrigeration tube. He has Dryseal and will give you 
prompt delivery. 


REVERE 


COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 


230 Park Avenue, New York 17, New York 


Mills: Baltimore, Md.; Chicago, Iil.; Detroit, Mich.; Los Angeles and 
Riverside, Calif.; New Bedford, Mass.; Rome, N. Y. 
Sales Offices in Principal Cities, Distributors Everywhere 
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Selling Credit Terms 
Rather Than Product 


Seen Hurting Business 


NEW YORK CITY — Easy credit 
terms should not be adopted as a 
standard policy, the Consumer Credit 
Committee of the American Bankers 
Association cautioned in a_ recent 
bulletin to member banks. 

Entitled “The Installment Credit 
Road Ahead,” the bulletin noted that 
there is evidence in some areas that 
retailers are selling credit terms, in- 
stead of merchandise. 

“Some retailers have offered liberal 
credit inducements to help them 
liquidate large inventories, in the face 
of less demand and lower price,” it 
was stated. ‘Others feel that because 
a buyers’ market now exists they 
must offer credit attractions to help 
them turn over this merchandise. 

“There is no evidence, however, to 
indicate that the American public 
cannot afford to buy goods on rea- 
sonable rather than excessively liberal 
credit terms. Purchasing power is 
still very high, in relation to pre-war 
levels. Most authorities forecast con- 
tinued high levels of employment and 
income for some time to come.” 

According to the bulletin, any 
credit policy must have ‘reasonable 
flexibility,” and exceptions should be 
made when they are justified. 

William F. Kelly, chairman of the 
committee, said “the basic principles 
on which successful time sales financ- 
ing can be built is that the purchaser 
should have sufficient down-payment 
to establish a substantial interest in 
the merchandise.” 


RATING PROSPECTS: 


PHILADELPHIA — When an air 
conditioning contractor can increase 
the sale of packaged units from 30 
a year to 500 a year and enjoy a 
dollar volume increase of more than 
700%, there must be a reason. 

William F. Kane, vice president of 
the George C. Lewis Co., General 
Electric commercial refrigeration and 
air conditioning dealer here that ac- 
complished that feat in 1949, can 
cite three reasons—a good merchan- 
dising campaign, hard work, and 
long hours. 

Not satisfied with this accomplish- 
ment, Kane is after a 50% further 
increase in sales in 1950. 

The most important factor in sell- 
ing packaged units is in making 
direct contact with potential cus- 
tomers, Kane believes. So he has 
arranged his merchandising program 
to keep his six salesmen in maxi- 
mum contact with these potentials 
and to give them every assistance 
and incentive to close sales. 

Each salesman is assigned a sec- 
tion of the city and is free to con- 
tact all types of prospects within that 
section whether they be homes, 
offices, stores, or plants. 

He is equipped with what the com- 
pany calls a “proposal unit.” This 
proposal unit is a loose leaf binder 
containing manufacturers’ literature, 
pictures of Lewis installations, offset 
copies of testimonial letters, offset 
copies of installation stories from 
trade publications, and copies of the 
company’s newspaper advertisements. 

In addition the salesmen carry a 
pocket full of novelty items such as 
small cigarette lighters, mechanical 


Contractor’s Follow-Up System Makes 
Sure Hottest Leads Are Handled First 


In the sales meeting 
room at the George C. 
Lewis Co. all the latest 
“selling tools” are dis- 
played on a_ bulletin 
board. Here William 
F. Kane, vice presi- 
dent, points out to one 
salesman how these 
promotional materials 
can help him do a 
more effective job. 


pencils, figurine flashlights, and 
cigarette holders. These items are 
for distribution to likely prospects. 
They are intended to create a favor- 
able impression on the prospect so 
that he will be more responsive the 
next time the salesman calls on him. 

When the salesman makes his first 
contact with a prospect, he uses a 
rather unusual promotional ‘“gim- 


needs warming up with direct mail 
and further contacts. No letter after 
the name indicates that that person 
is not considered by the salesman to 
be a prospect. 

“Our salesmen report to me every 
morning and I check over their cus- 
tomer contact sheets,’ Kane said. 
“On all the A prospects, I try to find 
out immediately what is holding up 


man makes a second call. 

“Actually we do not have any ge 
pattern for contacting prospects 
after they are listed,” Kane decl:reg 
“Where a letter will bring us « re. 
turn postal asking us to dro; jp 
from one merchant, it will tale , 
telephone call or a personal vis | to 
get another interested. 

“We do, however, make sure that 
we have used every means to cor tact 
every potential customer. 

“If no answer comes from a ¢ reget 
mail letter, we'll telephone hin. jf 
there are still no results, we wij 
send the salesman out again ~ hep 
he isn’t too busy on other live | ros. 
pects. 

“Sometimes a letter or a call wij 
clinch a sale.” 

Once a week, Kane holds a ales 
meeting for the entire staff. At hege 
meetings, Kane will take all tie 4 
and B cards to the meeting ani go 
through them with the salesm n,. 

He will read off one prospect car 
and then ask the salesman to tel] 
the others the story of his ca'l on 
this prospect. When the salesma:. has 
told his story, the other sale men 
give the opinion on what shou'd be 
done to clinch the sale. 

“I have found that almost 50% of 
A and B prospects are sold after 
these meetings,” Kane asserted. 
“Seven heads—that is the six differ. 
ent salesmen and myself—are better 
than any single one and the con- 
bined thinking usually gives the sales- 
man a new slant on the prospect. 

“Sometimes a particular case may 
warrant the sending of another sales. 
man to see the prospect. Often the 
prospect will be taken to see a similar 
store installation. In 50% of the cases 
we have found a means of clinching 
the sale.” 

The salesmen are also backed up 


~ mick” as an opener. He offers the the sale and if necessary go to see by a strong company advertising 
prospect a colorful three-page folder the prospect myself. program that uses newspapers, direct 
ADD THIS FAMOUS FAST SELLING and says: “Mr. Doe, here you see a “Usually, when a prospect sees the mail, and the telephone book. 
list of satisfied air conditioning cus- ‘poss’ he can be more easily’ sold.” “We do not have any set news- 
LINE TO YOU R BUSINESS “eS tomers as long as your arm. Kane lists all A, B, and C checked paper advertising program,” related 
a . With that, he unfolds the folder names on 3 by 5-in. cards. The names Kane, “but make insertions when 
‘Lad wes and holds it up to show the pros- with no check are discarded. These we feel it will be most suitable. We 
eae : pect that, as advertised, it is actually cards contain the prospect’s name, spot quarter, half, and full-page ad- 
as long as his arm. The sheet is trade name, address, type of prospect vertisements throughout the year. 
literally crammed with names of con- (A, B, or C), date entered, and the Sometimes we carry on a consistent 
cerns for which the George C. Lewis  salesman’s name. campaign to impress our air condi- 
Co. has installed air conditioning. After the cards are filed, an active tioning units on certain readers 
The list is divided into groups by contact campaign follows: First a minds.” 
type of establishment, such a8 etter is sent to all listed prospects. The major portion of the firm's 
bakeries, beauty salons, drugstores, ‘Then the A list is contacted by Kane. newspaper advertising, he indicated, 
offices, restaurants, jewelry stores, The B list is followed up by the in- appears on the financial pages of the 
ee * theaters, etc. dividual salesmen. The C list is con- local papers. The company has found wil 
eee From this list, the salesman reads tacted by telephone. If any interest that a greater number of the type of the 
— off the names of customers who are i, ayoused, either Kane or the sales- (Concluded on next page) iter 
in the same business as the prospect. wit 
This usually starts the conversation, y 
because invariably the prospect will “ ; 
recognize a name as a “friend or on 
competitor” and inquire about it. T H A N T HE S AH AR A pai 
The salesman can carry on from bel 
there by telling the prospect what : ot 
air conditioning is doing for the 5 ee Sara ee aerate 3 an 
“friend’s’” business. ret Sn = fac 
From here, the salesman can dip 1 
into his stock of installation pictures, fell 
testimonial letters, and editorial fea- | tes 
tures to bolster his points and to | to 
— | fe answer questions of the prospect. of 
See ey = ASS SNO-BREZE When the interview is over, the 
[ore 1 ~ salesman presents the prospect with 1 
rs : = cools THE a novelty item from the stock in - 
: his pocket. 
AIR TOO! After each day’s calls, the sales- I 
es ‘ — man makes out a report listing every the 
Retail person contacted. After each name, to 
he marks the letter A, B, or C, or the 
nothing at all. nin 
The letter A means that the pros- fer 
aes : pect is ‘red hot.” The letter B means se 
\ SS yer the prospect is definitely interested nia! 
and should be followed up. C means tur 
A SMALL INITIAL ORDER AND YOU'RE IN that the prospect is favorably in- a 
THE PROFITABLE AIR COOLER BUSINESS eR a ns a 
WITH THIS COMPLETE SALES PACKAGE: = 
; ist 
a Tested and proven Sno-Breze units fully guaranteed. Serving THE REFRIGERATION ee and 
ee # INDUSTRY Since 1919 I 
g Complete selling, installing and servicing details. e D he 
. P P . RY i iti 
2 Eye catching, interest arousing animated display. Specify Acme requirement inthe peer phree be 
, , , , of ANSUL Refrigerants and AN- — 
AR Counter cards, string tags and direct mail material. For Top Performance SUL Relidecention Oils, To cafe. ' 
a Mat service and cooperative advertising program. guard the dryness of Ansul Refrig- ANSL 
a 100° Sao ‘ . FREON SHELL AND TUBE CONDENSERS eration Products, specially designed 
” 00°. company paid newspaper ads in leading markets. container-drying and product-de- 
$4 Heard on several coast to coast radio networks DRY-EX WATER CHILLERS hydrating equipment is used to dll 
: eliminate the last trace of moisture. 


HI-PEAK WATER COOLERS 
FREON SHELL AND COIL CONDENSERS 
HEAT EXCHANGERS 


Moisture in refrigeration systems 
results in the formation of ice, rust, 
sludges, and contributes to the de- 
velopment of other impurities and 
complications. These seriously in- 
terfere with the proper operation 
of a refrigeration system. 

ANSUL Technicians have pre- 
pared a series of bulletins on the 
effects of moisture and other for- 


Seen in LIFE, TIME, BETTER HOMES & GARDENS 
and other leading national consumer magazines. 


Get this Sno-Breze sales package, NOW 
and watch your profits Snow-ball! 


ALL-TEMP ot 
THE RIGERATIO’ © 


SN 
RS 
\=2 


ANSUL 150 O | - ) 


The All-Temperatu: Re } 
frigeration Oil—is s ‘4 bY 


OIL SEPARATORS 
INDUCED DRAFT COOLING TOWERS* 
EVAPORATIVE CONDENSERS 
LIQUID RECEIVERS 


fs fhe pe age ary i BLO-COLD INDUSTRIAL UNIT COOLERS eign matter in refrigeration sys- leading refrigeration hole 
' (Rye onary eget ig ty | tems. Copies may be obtained from salers everywhere. (YO 
> Branches in Los Angeles, Cal., Dallas & . require a higher v «si | 


PIPE AND FIN COILS 
AMMONIA CONDENSERS 


*A new Acme product with out- 
standing features. Write for 
Cotalog No. 40 


ANSUL wholesalers or by writing 


directly to Ansul Research. 
A U CHEMICAL COMPA 
REFRIGERATION DIVISION, MARINETTE, wiscoa 


ANSUL SULFUR DIOXIDE, ANSUL METHYL CHLORIDE, ANSUL OIL, KINETIC‘’S “FRE 


Lubbock, Texas oil ask for ANSUL 300.) 


~ Please rush details on Sno-Breze sales package 
+ We are dealers [| Distributors [] 
(a 
- a ee ee ee 
2. ZONE STATE —_ 


of | 41 YEARS CONDITIONING LEADERSHIP 


w, 


Wette tor free 


catalog on any of 
the above items 


ACME INDUSTRIES Inc. 


JACKSON + MICHIGAN 


Representatives 
in principal cities 
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Salesmen Use This Form To Survey Prospect 


DATE ENTERED 
DEALER 
TRADE NAME 
ADDRESS 
OWNER 


DATE SURVEYED 


DATE QUALIFIED 


CLASS OF PROSPECT 


(4) (B) (C) 
DATE OF PROPOSAL 


—— 


Ar “A” prospect is “red hot”; a “B” prospect is “definitely interested—, 
necds follow-up”; and a “C” prospect is “favorably inclined—needs 
warming up.” 


* 


* 


Air Conditioners Sell Fast When Effort 
ls Concentrated on One Type of Business 


(Concluded from preceding page) 
individual the firm is trying to in- 
terest reads these pages. 

Kane, who had been an advertising 
executive before taking his sales post 
with the George C. Lewis Co. in 1947, 
plans and lays out all the advertising 
himself. 

Content of the advertisements 
varies. The firm uses institutional ad- 
vertising, clip and mail coupons, and 
promotion of engineering and serv- 
ice. 

Direct mail, however, has been 
found to be the best producer of 
leads. When conducting a direct mail 
campaign, the company concentrates 
on one type of business—such as 
drugstores—at a time. 

A mailing piece is sent out every 
10 days for four consecutive periods. 
During the mailing, all salesmen are 
pulled off their regular canvassing 
and their efforts are concentrated 
on druggists. 

Each mailing piece is different. An 
institutional letter may lead off. It 
will be followed up by a sales folder 
and a return postal asking that a 
salesman call. The third mailing piece 
will be an unusual type of letter and 
the fourth will be some little novelty 
item, such as the salesmen carry 
with them. 

An example of the unusual letter 
is one that Kane used recently in 
an automatic ice cube maker cam- 
paign. In the upper right hand corner, 
below the letterhead, was attached 
a highly polished piece of metal with 
a mirror finish that would reflect the 
face of the reader. 

The letter read: “Dear Sir: The 
fellow you are looking at is a good 
businessman. He will call RI 6-5965 
to find out how he can save 85% 
of his present ice bill.” 

The letter is signed by Kane and 
the following “P.S.” is added: “Or— 
he will mail the enclosed card.” 

Kane pointed out that he styles 
the direct mail advertising messages 
to fit the type of business to which 
the campaign is directed. When plan- 
ning a campaign, he uses all the dif- 
ferent materials that go into the 
Salesmen’s proposal unit—testimo- 
nials, pictures of installations, litera- 
ture, and newspaper stories. 

Leads also come from telephone 
book advertising. The firm has block 
advertisements in the air condition- 
ing and refrigeration sections and 
listings under restaurant equipment 
and store fixture sections. 

Lines are also placed under such 
headings as druggists, bakers, and 
office buildings to attract the atten- 
tion of businessmen in those fields. 


GEORGE CC. LEWIS CO. 


Dear Sirt 


The fellow you are looking at ie & good businessman. 
Be will call RI 6-968 to find out how be can save 
806 of bie present toe bill. 
Yours very truly. 


GEORGE C. LEWIS CO. 


WFE:PO We. F. Kane, 
mo. Vic PRESIDENT A 


tically. 
= 


make each man vie against the 
other. The third pits each man 3 , — 
against his own average. In all \ 
cases, merchandise or cash prizes ; 

stimulate interest and amen ¢ AVOID BOTTLE C00 

Under the first pattern, Kane 
divides the six salesmen into two 
teams of three each. The stronger 
and weaker salesmen are divided up 
so that each team has about the 
same sales potential. 

Such contests last for 30 days. A 
minimum quota is set, such.as 20 
packaged units, for the team. Which- 
ever team sells the highest number 
of units over the quota will win the 
prize. Prizes for such an event might 
be a portable or table radio for each 
member of the winning team. 

An open record of sales is main- 
tained so that the salesmen can see 
how their teams and their opponents 
are progressing. 

In another version of the same 
contest, Kane will put the three best 
salesmen on the same team and will 
work himself with the weaker team. with a 
This time, the goal of the 30-day 
competition might be the highest 


ne “BOTTLENECK SY” 


DRY-KOOL 
BOTTLE COOLER 


dollar volume of business, regard- 
ayy You eliminate slippery wet bottles with a United Dry-Kool. This 
less of the number of units sold. The fine bottle cooler features quick EVEN cooling, clean DRY handling 
prize might be $100 for each member and United’s exclusive ‘“‘Lift-A-Way” doors. Manufactured in 4, 
of the winning team. Kane does not 6, 8 and 10 foot sizes, the Dry-Kool can be had with either detached 
participate in the rewards, however, or self-contained refrigerating unit. 
if Bem team wins. wage _ NO WASTE SPACE SIMPLE TO INSTALL 
ee eect eee ee ee United Dry-Kool bottl | Dry-Kool t no installati 
re re y-Kool bottle cooler ry-Kools present no installation 
vie ee ee Ra a efficiently swallows case after case problems... and are attractive fix- 
; ini - int . tures in busi tablishment. 
that during the next 10 days, they in its roomy, well-planned interior. es in any business establishmen 
will receive a $25 bonus for every e 


unit they sell after the first three. 


“There is so much room in the 
air conditioning and _ refrigeration For Complete Information Write or Phone 


field to be covered that any real live 
organization can sell and sell and sell UNITED REFRIGERATOR COMP ANY 


if it applies itself actively to mer- HUDSON, WISCONSIN 
chandising,”’ Kane stated enthusias- 


P.S: Or--be will mall the enclosed card. 


BALES SERVICE INSTALLATION © AIR COWMOITIONING Simcoe 1992 


Black square in upper right is 

actually a mirror-finish piece of 

metal. Letter is part of direct- 
mail series. 


The company consistently uses the 
user by asking new customers for 
names of their friends and associates 
who might be interested in air con- 
ditioning. 

“All these promotional means give 
our salesmen enough leads to work 
on in addition to their own prospects 
so that we work 12 months a year,” 
Kane averred. 

“We do not have any off-season or 
slump periods. All we know is that 
every day is too short for us. There 
aren’t enough hours. When we indoc- 
trinate a salesman with the same 
idea, then we have developed a good 
sales representative.” 

In the sales meeting room is a 
large bulletin board on which is 
thumbtacked the full line of materials 
available to salesmen for their pro- 
posal units. The board carries the 
slogan ‘Use these tools.” 

The salesmen check this board fre- 
quently and if they find a new piece 
of promotional literature, picture of 
an installation, or testimonial letter, 
they immediately get a copy to add 
to their sales kits. 

In this manner, they are always 
carrying fresh material and when 
contacting customers the second time, 
have new and different exhibits to 
show him. 

Throughout the year, Kane keeps 
the salesmen active through incentive 
contests. Eight contests are usually 
held every year. 

“All our eight contests are based 
on three patterns,” Kane explained. 
“One is to break the sales force into 
teams for prizes. The second is to 


1354 S. Kirkwood Avenue 


' your shaft problems to us! For more than 20 years we have 
bee) making precision shafts of all types for air conditioning and 
ref; ceration compressors. We offer you the experience, the skill and 
the facilities to produce exactly the kind of shaft you need. Send 
blueprints for quotations on any type of shaft you may need. 


MODERN MACHINE WORKS, INC. ‘ 


Cudahy, Wisconsin 


the Low Cost of Air Cooling 


and the Dependability of Water Cooling 
in this Air- and The new Lipman combination condoment operates “is 


of the time as an economical air-cooled unit. When the 


head pressure reaches a pre-determined point the water 
a df ™ 00 eb cuts in and helps reduce the head pressure to normal. 


When no longer required, the water will automatically 


= 
Condensing ~:: 
This conserves cooling water, holds down costs — yet 


* assures positive cooling at all times for satisfactory op- 

Unit eration in hot climates or in rooms where circulation is 
poor and temperatures are extremely high. 

Available in %4 thru 3 hp. capacities, these new com- 

bination condensing units augment the present broad 

line of Lipman machines — 


% thru 40 hp., air- or water- 
cooled, with Freon-12 or 
methyl chloride refrigerants. 
Write for information on the 
Lipman complete line, sales 
opportunities and dealer fran- 


chises. 


Lipman 
1%2-hp. combination 
air- and water-cooled 


condensing unit 


GENERAL REFRIGERATION 
DIVISION 
YATES-AMERICAN MACHINE CO., Beloit, Wisconsin 
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AIR CONDITIONING & REFRIGERATION 


NEWS, APRIL 3, 1950 


What's New 


Heat Generator Has Air Conditioning Use 


BERKELEY, Calif.—Rated at a top 


capacity of 120,000 B.t.u./hr., Watrola 
Sales Co.’s new gas-fired “heat gen- 
erator” will be distributed nationally, 
the company has announced. 

The unit is said to be ideal for 


application in a year-round air con- 
ditioning installation, although it is 
also used for residential and indus- 
trial radiant heating, convector, or 
radiator systems. 

Weighing 89 lbs. dry, the unit mea- 
sures 45% in. high, including 7-in. 
legs, 21% in. wide, and 10% in. 
deep. It is designed for natural or 
mixed gas of 1,000 to 1,200 B.t.u., 
or it can be fitted for use with LP 


RIGHT: Rated at a top capacity of 
120,000 B.t.u. per hr. this Watrola gas- 
fired ‘‘heat generator" is said to be 
ideal for use with year-round air 

conditioning installations. 


gas. Gas pressures will range from 
3% to 10% in. of water. 

Design features include all copper 
brazed joints, modulating flame con- 
trol, and 100% safety pilot control, 
the company claims. Input is 150,000 
B.t.u. per hour, which will deliver 
a maximum of 120,000 B.t.u. or 240 
gals. of water per hour at a 60° rise. 

Connections for the unit are as 
follows: water inlet, 14 in. IPS. 
female, bottom; water outlet, 1% 
I.P.S. female, top; gas inlet, % in. 
I.P.S. female; vent, 6 in. 


co * Bo 


Rubber Lined Aquatowers 
Impervious to Corrosion 


KANSAS CITY, Kans.—The Mar- 
ley Co., Inc., manufacturer of watér 
cooling towers, nozzles, and “Dri- 
Coolers,’”’ announced that the new 
1950 “Aquatower” line will have an 
additional size plus improvements 
on all models. 

A 20-ton Aquatower will be avail- 
able to meet the increasing demand 
for this size unit, the company said. 
Interiors of all towers will be lined 
with a thick coating of rubber to 
make the interior of the tower “im- 
pervious to corrosion.” 
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be. 
LARGE 
E UNPLEASANT 
TONE 
LIMITED 
— COOL 
IONE 
' Ordinary air conditioners 
BLAST air out horizontally; 
this air then settles down, 
leaving large zone of un- 
comfortable air. 
ONLY 
“STARRETT 
GIVES 
54% MORE 
COOL 
f ZONE 
he Starrett Room Air Condi- 


\, 
Ls 


tioners direct cool air in 
a broad gentle stream up- 
ward, Cool air settles down, 
with cool, clean, healthful, 
blankets entire lived-in area 


dry, comfortable air! 


NO OTHER AIR CONDITIONER PROVIDES 


EXCLUSIVE! “COOL EFFICIENT” ANGLE of output grille 
directs air gently ceilingward. 


EXCLUSIVE! BUILT-IN DEODOFIER eliminates odors. 


EXCLUSIVE! BEAUTY WITHOUT BULK. Extends only 
82” into room...less than any other unit. 


EXCLUSIVE! VISIBLE FILTER eliminates need to remove 
filter for inspection. Easy to replace filter in 
a few seconds by raising grille. 


EXCLUSIVE! VARIABLE CAPACITY REGULATOR to con- 
trol flow of air from the unit. 
WRITE, WIRE, PHONE FOR THE MOST PROFITABLE 
DEAL IN AMERICA! 


Cools! Filters! Ventilates! Circulates! 
De-humidifies! De-odorizes! 


“DRY-NAMIC’’ MOISTURE REMOVER. 


EXTRA-DEPTH COOLING COILS ...3 rows of 
copper tubes, with 11 aluminum fins to the 
inch, for higher rate of moisture removal. 


LARGE FILTER, full size of cooling coil, guaran- 
tees filtering of dust and pollen from all air 


entering room. 


WHISPUR-R-R QUIET. Resilient mounts and flex- 


ible metal hose connections 


tion; reduce noise to minimum. 


ECONOMICAL OPERATION . . 


performance. 


QUICK, EASY INSTALLATION. No water connec- 
tions, no plumbing, ducts, pipes or wiring. 


FULLY COVERED BY WARRANTY. 


——— eee 


| eConsoles, Wifidow Unit 
s For Rooms or Offices, 


eliminate vibra- 


. trouble-free 


STARRETT TELEVISION CORP. 


exclusive sales agents for; 
STARRETT AIR-CONDITIONING CORP. 
601 West 26th Street 
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START AS LOW AS 


9 39” 


RETAIL 


*Slightly higher in west 
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“A new quiet, deep pitch fan is 
used which operates at one half the 
usual speed,” it was stated. 

“The rubber lining plus the slow 
speed fan gives unusually quiet op- 
eration.” 

Aquatowers are a packaged prod- 
uct, completely assembled. They are 
sized from 3 to 50 tons. 

Aquatowers still have the open dis- 
tribution basin, redwood filling from 
top to bottom, totally enclosed 
motors, and complete basin fixtures, 
Marley pointed out. 


‘Ruggedized’ Instruments 
Introduced by Marion 


MANCHESTER, N. H.—The Mar- 
ion Electrical Instrument Co. of 
Manchester announces a new family 
of panel instruments—the “Rugged- 
ized” line. The development, spon- 
sored by the Signal Corps Engineer- 


. ing Laboratories, has been in progress 


for some two and a half years. 

These instruments meet perform- 
ance requirements said to be hereto- 
fore unattainable by conventional 
panel instruments. Included in these 
performance requirements are high 
shock testing with the instruments 
mounted firmly to panels and sub- 
jected to 2,000 ft. lb. blows in each 
of three orientations with respect to 
direction of applied blow; extremely 
severe vibration for six-hour periods; 
and tumble testing in a large com- 
partmented tumbling barrel for one 
hour. 

These instruments afford to the 
instrument user and equipment de- 
signer a new freedom of application 
permitting the use of electrical in- 
struments in fields previously limited 
by the essential fragility of the con- 
ventional electrical instrument, the 
Marion company states. 


Percival Florist Cases 
Available In 4 Designs 


BOONE, Iowa-—-A complete new 
line of custom built florist refriger- 
ators in four different designs and 
sizes has been announced by the C. 
L. Percival Refrigeration Co. here. 

“Though the size and design is 
standard, each cooler is built to 
order,”” the company stated. 

The refrigerators are trimmed in 
stainless steel or black porcelain. 
They are available with either glass 
hinged doors or glass sliding doors. 


They can be built with either solid 


glass fronts and ends or finished in 
enamel. 

A partition can be built down the 
center of the cooler so that it can 
be used both for a display case in 


front and a storage refrigerator in 


the rear, the company said. 


Mimarvel Hair Drier Also 
Defrosts Refrigerator 


BROOKLYN — Mimar  Pro-jucts 
Inc. here calls its latest produ: the 
Mimarvel hair drier that will lehy- 
drate milady’s tresses with a s ream 
of cool, tepid, or warm air. 

But Mimar no more than in parts 
that information than it goes on to 
point out that in case-you don’t want 
your hair dried, you can us» the 
drier to air out the kitchen, de-fume 
a smoke-filled room, or even d-frost 
the refrigerator. Or you ca: dry 
socks, lingerie, and finger nail polish 
with it. 

The hair drier, labeled the mode] 
BFH-25, measures 9% in. high, 1) 
in. long, and 5% in. deep. It weighs 
only 8 lbs.—in the carton. List price 
—fair traded—is $14.95 east of the 
Rockies and $15.95 in the 11 western. 
most states. 

The drier is equipped with a blower 
type fan that operates at 2,750 r.p.m. 
with a velocity of 837 f.p.m. and a 
volume of 175 c.f.m. It cools, or 
heats at 103° F. and 134° F. The 
low heat is rated at 600 watts and 
2,050 B.t.u. The high heat is rated 
at 1,200 watts and 4,100 B.t.u. 

The manufacturer is located at 
138 Spencer St., Brooklyn 5. 
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Westinghouse Redesigns 
Electronic Air Cleaner 


BOSTON—A completely redesigned 
Precipitron electronic air cleaner for 
the home is available from Westing- 
house Electric Corp. 

Designated type PH-121 Precipi- 
tron Home Unit; the _ significant 
change is restyling of the cabinet to 
provide a smaller, lighter, factory- 
assembled package unit. 

Air flow arrangement has _ been 
changed to simplify duct connec- 
tions; horizontally straight through 
instead of vertically down, hori 
zontally out. 

Over-all power requirements are 
reduced 25%— 60 watts instead of 
80 watts used by the previous model, 
yet the PH-121 cleans the same 
quantity of air—1,200-1,500 c.f.m. 

Other design improvements it 
clude: installation of the power pack 
in the cabinet proper; installation of 
the control panel in the wall of the 
cabinet proper; and access to interior 
through top panel. ; 

For further information write 
Westinghouse Electric Corp., Sturte 
vant Div., 200 Readville St. Hyde 
Park, Boston. 


— 
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other metals. 


SEND FOR TECHNICAL 


NEED COLD PLATES? Call DEAN!!! 


For ice cream cabinets, locker plants, soda fountains, farm milk coolers. 
farm freeze cabinets, low temperature test rooms, window displays, liqui< 
coolers. Also plates for baudelot-type coolers. Custom built 
plates available on special order such as cylinders, U's, 
angles, tanks, etc. Plates available in stainless steel and 


UD) Vee, NW PRODUCTS, INC. 


1042 DEAN ST., BROOKLYN, N. 


DATA BOOK 
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Controls Show Starts 
Tour of States In East, 
No-theast on April 11 


GCSHEN, Ind.—A new series of 
educ tional shows designed as a 
gerv.ce to refrigeration engineers and 
serv’ emen will begin in Detroit on 
Apri 11 and travel throughout the 
nort: eastern and Atlantic seaboard 
state:, it was announced by R. H. 
Lusc mbe, general sales manager of 
Penr. Electric Switch Co. here. 

Luscombe said the show was 
creaied to give a dramatic visual 
dem istration of the use, construc- 
tion, installation, and servicing of 
auto: iatic controls. Included in the 
elabo ate equipment are giant con- 
trols which actually operate, colored 
slides, and a “live” board illustrat- 
ing en entire refrigeration system in 
operstion. The system is diagramed 
on 2 large board with various 
colored lights to show the action of 
each function in the system. 

Meetings are being arranged and 
sponsored in each city by local job- 
bers of Penn controls. According to 
Luscombe, the most thorough demon- 
stration of controls possible in 
single evening will be given at each 
meeting. After the regular session, 
individual problems will be discussed. 

At present, the Penn refrigeration 
control show is scheduled to appear 
in the following cities: 

Detroit on April 11; Cleveland on 
April 13; Buffalo on April 14; Ro- 
chester on April 19; Syracuse on 
April 21; Utica on May 2; Albany on 
May 4; Springfield on May 9; Boston 
on May 11; Providence on May 16; 
Hartford on May 18; New Haven on 
May 22; Bronx on May .24; Manhat- 
tan on May 26; Brooklyn on May 31; 
Newark on June 2; Trenton on June 
6; Philadelphia on June 8; Baltimore 
on June 13; Washington on June 15; 
Richmond on June 20; and Norfolk 
on June 22. 

Penn has had considerable experi- 
ence in creating and staging educa- 
tional meetings of this nature. Some 
15 years ago, the company pioneered 
demonstration shows with the objec- 
tive of improving service to the con- 
sumer by instructing servicemen. 

Although the current show is pat- 
terned after previous ones to some 
extent, it includes the latest current 
information and it is expected to be 
even more beneficial to the trade. 


General Ref. Opens 2nd Store 


JACKSON, Miss.—General Refrig- 
eration & Appliance Co., State and 
Amite Sts., held the grand opening 
of its No. 2 store at 412 W. Capitol 
St.. March 20-21-22. 


_ With Every a 


ICE MAKER... 


SAVE SERVICE — 
remove TASTES, SOLIDS 


FIUTRINE MANUFACTURING COMPANY 
Brooklyn 5 * New York 


Genuine Joe says... 


“WAGNER BEARINGS 
are BEST...” 


ner’s 87 

p 4 abit - lin 
bearings are best 
because they 
have: 
1. Extreme load-carrying 
capacity. 
2. Excellent anti-seizure properties. 
3. High resistance to corrosion by 

acids present in oil. 
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Schmidt Will Represent 
Betz Corp. In 5 States 


HAMMOND, Ind.—Betz Corp., 
manufacturer of forced convection 
cooling units for commercial re- 
frigeration, has 
announced the 
appointment of 
Horace I. Schmidt 
as direct factory 
representative in 
the East-Central 
states including 
' western Pennsyl- 
vania, Ohio, east- 
ern Michigan, 
West Virginia, 
and western New 
York. 


H. I. Schmidt 
Schmidt graduated from Carnegie 


Tech in Pittsburgh, and has spent 
16 years in the refrigeration and air 
conditioning industry. He is a full 
member of the ASRE and at present 
is treasurer of the Pittsburgh section. 


| Humidifier’s Wide Use 


Described In Bulletin 


LANCASTER, Pa.—Publication of 
a new four-page bulletin which de- 
scribes and illustrates the Daffin 
Hum-O-Zone is announced by Daffin 
Mfg. Co. here. 

The Hum-O-Zone is a heavy-duty 
all-purpose industrial and agricul- 
tural humidifier. 

Included in the four-page bulletin 
are photographs showing the humidi- 
fier in use in an egg storage room, a 
textile mill, and a cooling room. Sec- 
tions of the pamphlet describe the 
history of the unit, its use in various 
industries, and the importance of 
humidity to good health. Use of the 
unit for cooling is also explained. 

A cut-away photograph of the 
Hum-O-Zone is featured to acquaint 
the potential user with its operation. 
Specifications are included with de- 
tails on its automatic controls and 
methods of installation. 

A highlight of the bulletin is a 
section outlining the importance of 
humidification to hatcheries and for 
food storage. 

Copies may be obtained by writing 
the air conditioning division, Daffin 
Mfg. Co., Lancaster, Pa. Attn: De- 
partment H-2. 


International Register 


Names Depots, Agents | 


CHICAGO—International Register 
Co. here has announced the appoint- 
ment of agents and service stations 
on the West Coast for its Inter-Matic 
time switches. 

Agents carrying the switches in 
stock are The McLoughlin Co., 811 E. 
14th Place, Los Angeles; Keeler, 
White Co., 615 Seventh St., San 
Francisco, 322 N. W. Fourth Ave., 
Portland, Ore., and 1041 Sixth Ave., 
Seattle; and H. George Shefler Co., 
240 S. First Ave., Phoenix, Ariz. 

Authorized service stations are 
California Electric Service, Inc., 832 
S. Alvarado St., Los Angeles; Cali- 
fornia Electric Service Station, 168 
First St., San Francisco; and 1407 
E. Fourth St., Long Beach, Calif.; 
and B. W. Cobb Watch & Clock Shop, 
220 S. W. Alder St., Portland. 


Horton Heads Appliance Sales 
For G-E Supply In San Antonio 


SAN ANTONIO, Tex. — Appoint- 
ment of J. C. Horton as appliance 
sales manager for General Electric 
Supply Corp. here has been an- 
nounced by Henry Albrecht, branch 
manager. 

Albrecht said Horton’s new posi- 
tion was created because of increased 
sales of General Electric appliances 
in San Antonio and surrounding area, 
necessitating closer coordination with 


ating Industry incorporates the 
d ginal British Journals: “Cold 
fora: - & Produce Review” and “‘Ice 


& Co ' Storage.” Now in its 52nd 


SUBS “IPTION, POST FREE 


yecr, Modern Refrigeration” gives the latest reliable technical and practical information. 


Send for a free specimen copy. 
\ ODERN REFRIGERATION, Empire House, St. Martin's-le-Grand, 
London, E.C.1, 


ed OuTH AVENUE, SAINT LOUIS 14, MO., U.S.A. 
aa. the many dealers. 
KEE IN TOUCH WITH ODER 
This Ticial organ of the British 
2 tii ERATION 


$3.00 A YEAR 


England 


A Jack the Genius... Salven of Senuice Problems’ 


| BELIEVE | HAVE FOUND THE TROUBLE ALREADY. YOU 
SHOULD HAVE CHANGED THE EVAPORATOR TOO. IN THE 
FIRST PLACE IT WAS'NT DESIGNED FOR HIGH 
PRESSURE REFRIGERANTS. 


SAY JACK | WONDER IF YOU CAN HELP ME 

ON A PROBLEM I'VE RUN INTO. | REBUILT A 
GRUNOW ABOUTA YEAR AGO AND PUT 

IN AN OPEN UNIT WITH A CAPILLARY TUBE. 

1T WORKED PERFECTLY UNTIL THE OWNER WENT 
ON A VACATION AND TURNED IT OFF. WHEN 

IT WAS STARTED UP AGAIN 1T BROKE THE ot 
BELT, KNOCKED OFF THE HEAD,AND BROKE 


A ROD !} DON'T HAVE ANY IDEA WHAT 
| CAUSED THE TROUBLE. ~— 
% Fy oy 
C 
? 


( 
li | 


U Re 
phon 


ae 


Sheth ahr GF Lami s WAS POUNDING AGAINST A 
IDAND SOMETHING HAD TO 
LIQUID LINE RISES DIRECTLY INTO THE GIVE. I'D ADVISE YOU TO CHANGE YOUR EVAPORATOR 
BOTTOM OF THE EVAPORATOR. WITH OR AT LEAST RAISE THE LIQUID LINE ORINSTALL 
THIS ARRANGEMENT THE LIQUIDIN THE A CHECK VALVE ON THEHIGH SIDE 

EVAPORATOR WILL DRAIN BACK INTO — YEAH ! BELIEVE 
THE HIGH SIDE WHENEVER THE ——— 5, +) | CAN GET IT NOW 


BUT THE THING THAT CAUSED YOUR TROUBLE 
WAS A MATTER OF GRAVITY. YOU SEE THE 


| PR ESSURES EQUALIZE m= AND THANKS. THAT 
' ONE HAD ME 
a~ Py WORRIED (7, 
A / = lus thre , Lb) 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS 
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AUTOMATIC ‘HOT GAS DEFROSTING 


Ce” a eas wal il ses a ni ” * a. 


me" YEAR 


PENN’s Series 321 Hot Gas Defroster is a 
~~ “natural” for every food market. There’s never 
been anything like it. It keeps evaporator coils 
frost-free . . . and does it automatically! It's 
wanted by refrigeration users everywhere be- 
cause it keeps systems at peak efficiency . . . saves 
time . . . saves trouble . . . saves food . . . pro- 
tects profits. 

Evaporator coil defrosting . . . with Series 321 
... is fast and positive. At regular intervals, hot 
gases are pumped directly from the compressor 
through the evaporator coil. It eliminates ob- 
jectionable rise in product temperature. And cost 
of installation and operation is low! 

You get new profit opportunities with the 
Series 321 Hot Gas Defroster in a large untapped 
market. It’s easy to install on frozen food cabi- 
nets, meat cases, etc., either blast coil or gravity 
jobs. Learn more about it . . . ask your wholesaler 
or write Penn Electric Switch Co., Goshen, 
Indiana. Export Division: 13 E. 40th Street, New 
York 16, U.S.A. In Canada: Penn Controls, 
Ltd., Toronto, Ont. 


Interior of the single unit Series 
321 showing synchronous timer, 
heavily spring-loaded valve, 
two-pole snap-acting contact 
structures and ease of wiring. 
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AUTOMATIC CONTROLS 
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Send for FREE CATALOG on Your Letterhead 


SAVE time, money: 


REFRIGERATION, AIR CON- 
DITIONING & HEATING SUP- 
PLIES, TOOLS & EQUIPMENT 
2 Stores for Better, Faster Service 


SERVICE PARTS CO. 


MAIN OFFICE * 2511 LAKE ST., MELROSE PARK, ILL. 
BRANCH STORE * 724 BROADWAY, ROCKFORD, ILL. 


Available from 
1/2 to 10 H.P. 


CLEANABLE 
DOUBLE-TUBE 

COUNTER-FLOW 
WATER-COOLED 


CONDENSERS 


Write for literature 


dc Mitchell 


BESSEMER BLDG. 
PITTSBURGH 22, PA. 


To Reach All Key Men... 


in the ~~ pr ~ ite Condi- 
use the only Gamaaian publication 
cowering the field. ... 


JOURNAL 


Analysis of How Climate Influences 
Air Conditioning Design 


By John Everetts, Jr., 


Office of Charles S. Leopold, Consulting Engineer, Philadelphia 


The battle between climate and man 
has existed ever since the birth of 
man and will continue as long as 
either exists. Archaeologists and stu- 
dents of ancient history have shown 
us that early man protected himself 
from the elements by making his 
home in caves for protection against 
rain, snow, and cold winds. Later 
he produced fire to temper the chill 
of the elements as well as to cook 
food. He also learned the insulating 
value of fur as well as the heat 
producing value of fats as a food. 

As we enter the second half of 
the Twentieth Century, we find that 
air conditioning, which is the control 
of climate, particularly for the com- 
fort of human beings, has approached 
criteria equal to that of medicine, 
electronics, and physics. Only 25 
years ago it was basic research and 
experimentation. 

During these past 25 years phy- 
siological research by the American 
Society of Heating & Ventilating 
Engineers, United States Navy, and 
many cooperating universities has 
shown that the optimum conditions of 
human comfort center around an 
effective temperature of 67%° F. 
This corresponds to a temperature 


Table 1—Design Temperatures 


Dry Wet Dew- 
City Bulb Bulb __ipoint* 
Chicago ....... 95° 75° 70° 
St. Louis were 100° 7 73° 


New Orleans .. 90° 80° 78° 


*Note: The design dewpoint tempera- 
tures shown are not coincidental with the 
dry-bulb and wet-bulb temperatures indi- 
cated. 


and vice versa may be used for the 
same effective temperature; however, 
for the purpose of this discussion, 
the 76°, 50% humidity condition will 
be used as the condition which will 
provide the minimum of discomfort. 

Having established a condition to 
maintain, the next step is to quanti- 
tatively evaluate the sources of heat 
to be removed by the air conditioning 
system in order to properly design a 
system to meet the requirements. 
There are five major sources of heat 
and moisture which are common to 
all types of structures: 


1. Heat Transmission: This is the 
amount of heat flowing into a struc- 


flow of heat is dependent only upon 
the difference in dry-bulb tempera- 
tures and is directly related to the 
atmospheric dry-bulb temperature 
changes. 


2. Solar Radiation: The heat from 
solar radiation is a function of the 
intensity of sunshine, surface exposed 
to the sun, and orientation of struc- 
ture. The heat from the sun imping- 
ing against a surface raises the tem- 
perature of the surface and creates 
a greater rate of heat flow. 


Glass will transmit up to 87% of 
the solar radiation impinging on it. 
This may be reduced by the use of 
double glass, shades, venetian blinds, 
awnings, or other shading devices. 
Glass has no lag effect; therefore 
the solar radiation is considered in- 
stantaneous. 


3. Lights: The heat produced by 
lights is quite important in some 
types of structures, while in others it 
is of little consequence. Heat from 
lights is dissipated into the air and 
into the surrounding structure, which 
is reflected in a rise in temperature 
of the air and structure surface. 


ee 


Table 2—Solar Radiation 
B.t.u./Sq. Ft./Hr. at 35° 


Latitude* 

Sun 
Time North South East West 
5 a.m. 0 0 0 0 
6am. 20 0 75 0 
7 am, 30 0 190 0 
8 a.m. 10 0 210 0 
9 a.m. 0 25 190 0 
10 a.m. 0 55 145 0 
llam.- 0 75 75 0 
12 Noo 0 80 0 0 
1 p.m. 0 75 0 15 
2 p.m. 0 55 0 140 
3 p.m, 0 25 0 1% 
4 p.m. 5 0 0 22 
5 p.m. 30 0 0 190 
6pm. 20 0 0 15 
7 p.m. 0 0 0 0 

*Note: Data prepared by I. M. Levit; 
of Franklin institute and Char eg 
a consulting engineer, P. jlagg, 


the atmosphere and contains both 
heat and moisture. It is, there’ ore, , 
function of both the dry-bull tem. 
perature and dewpoint of the »tmos. 
phere. It is simpler, however, ‘0 ug 
the wet-bulb temperature whic : is q 
direct measure of the total hoat of 
the air rather than making hext ang 
moisture gain calculations separately 
from dry-bulb and dewpoint tempera. 
tures. 

There is a sixth source of heat 
gain which is peculiar to individual 
applications and which may be classi. 
fied as miscellaneous. These sources 
are heat from small motor-operated 


Load 
Tran 
Solar 
Light 
Peop 
Venti 
Total 


3 
Of 


E ° : : di P 4. People: People give off sensible 
of 76° F. with a relative humidit t from the outside of surroundin 
a A “National Business” Publication of 50%. 5 spaces into the “conditioned “apace. nant Se Sesnanen Se teeapeeee | SEES, ee tee toe ce pi 
- Higher temperatures with corres- For heating systems, of course, the f the air as well as moisture which and motsture from food, such as ine = 
137 Wellington St. W., Toronto, Ont. pondingly lower relative humidities flow of heat is just the reverse. This ‘increases the relative humidity. The restaurant; and heat and moisten 3 Om 
tie Risa , heat load from people will vary in from materials being processed in a & Plical 
importance to the total load with the ™anufacturing plant. Gece 
density of population of the structure. In order to evaluate the importance JB Will! 
5. Ventilation Air: Air for ventila- of weather data in air conditioning JB ‘"“ 
C cad € V R O L FE T tion purposes is taken directly from (Continued on next page) ye 
01 
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MORE POWER than ever! 7k ge ok Table 3—Residence Cooling Load Analysis hecat 
, ad CHICAGO a 
| (1) ¢ 
GREATER VALUE than ever! ’ hn te! 2 
ADVANCE DESIGN TRUCKS Load B.t.u./Hr. Total Weather cities 
* * Transmission ............. 38,600 48.4 48.4 Bs 
Again in 1950, es is the outstanding leader in Pop ulari ty eaders _— tess rcreeccecececens 15,000 18.7 18.7 oy 
the entire truck field! Chevrolet brings you more power The public's overwhelming preference for — thee e ee ee ee eeeeeeees a 4.3 we me 
—and more value—than ever before. These 1950 P*L Chevrolet trucks is proof of owner satis- Vv oie item, Bee ee ee 21 300 Pg 28.6 data 
trucks are the most powerful trucks Chevrolet has ever faction earned through the years. Beyond a a a : ive, 
f ~ I question, Chevrolet Pel trucks are the Total ..........seeeeeeeee. 80,000 100.0 93.7 ; 
built! The 
: : nation's leading choice in the entire truck select 
Chevrolet—and only Chevrolet—leads the field in field. ST. LOUIS ture \ 
popularity, performance, payload and price. Chevrolet Pe f he a Percentage Percentage 2% % 
—and only Chevrolet—has earned the right and proved erformance Leaders Load B.t.u./Hr. Total Weather roe 
its right to leadership. The new Chevrolet PL trucks give you high Transmission ............. 48,200 52.3 52.3 excee 
pulling power over a wide range of usable Solar .....cseseseeeeeeeees 13,300 14.5 14.5 
See your Chevrolet Dealer today. He sells a P*L truck road speeds—and on the straightaway, Lights .......ssseeeeeeeess 3,500 3.8 we 
for every trucking job. And every one gives you MORE high acceleration to cut down total trip time. ue is PTY TTITITIT TTT TTT aan 1.8 sed 
CNTHATION ..ccccccccccecs x 27.6 , : 
POWER ... GREATER VALUE . . . than ever! px he aces poe “ns ae 
CHEVROLET MOTOR DIVISION, General M Co i ayload eaders — . . 
‘ , . : 5 Se STE Cee rugged construction and all-around econ- 
ee = vee omy of Chevrolet Pel trucks cut operating NEW ORLEANS 
and repair costs—let you deliver the goods Percentage Percentage 
. . PL with real reductions in cost per ton per mile. Load B.t.u./Hr. Total Weather 
Out in front with all these [Lus Features: * yt on o.8 5 
© TWO GREAT VALVE-IN-HEAD ENGINES: the New 105-h.p. Load-Master and the Poles IS From low Solar ..sseeeeeseeseeeeeess 10,200 13.4 - 13.4 
improved 92-h.p. Thrift-Master—to give you greater power per gallon, lower cost selling price to high resale value, you're Peale ine ili Ra cal ae yd = = 4 
per load © THE NEW POWER-JET CARBURETOR: smoother, quicker acceleration money ahead with Chevrolet trucks. Chev- Ventilation CEESSCESENE DOCS 31,500 Pm tees 
response © DIAPHRAGM SPRING CLUTCH for easy action engagement ¢ rolet's rock-bottom initial cost—outstand- chili i ch dati . 6 41.6 
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theater, based upon the above design 
conditions, are shown in Tables 3, 4, 
and 5 for the three selected cities. 

Analyses of these tables show 
some rather interesting and startling 
facts regarding the value of accurate 
weather data. The residence used as 
an example is a 30,000-cu. ft., 8-room 
home with insulated walls and roof, 
and with venetian blinds. The loca- 
tion is in a typical suburb of a large 
city. 

The cooling load shows that the 
dry-bulb temperature accounts for 
48.4% of the total load, the sun 
effect for 18.7%, and the wet-bulb 
temperature 26.6%. In other words, 
93.7% of the total load is due to the 
weather conditions. In St. Louis, the 
effect of the dry-bulb temperature is 
increased to 52.3% of the total load 
due to the higher design temperature; 
the solar radiation drops to 14.5%; 
and the ventilation load increases to 
27.6%. In New Orleans the trans- 
mission drops to 38.3%; the solar 
radiation drops to 13.4%; but the 
ventilation load is increased to 41.6%, 
or 50% greater than in Chicago for 
the same structure. 

It is interesting also, to note that 
the cooling load chargeable to the 
weather is over 93% of the total 
load for a residence with only a 
variation of 1.1% for the three cities. 
However, in spite of the high venti- 
lation for New Orleans, the total load 
for New Orleans is 18% less than 
for St. Louis. 

From the cooling load analysis it 
is not difficult to see that the type 
of building construction, orientation, 
insulation, shading, attic ventilation, 
and location of a residence can mate- 
rially affect the size of an air condi- 
tioning plant required to maintain a 
given condition of comfort. The 
potential reduction in total load for 


Table 5—Theater Cooling Load Analysis 


CHICAGO 

Percentage Percentage 
Load B.t.u./Hr. Total Weather 
Transmission ........... 84,000 4.3 4.3". 
. £iGr'k'ns caViricavewer 120,000 6.2 6.2) 
pe eres sackweluies 35,000 1.8 Po 
DE ccc cabacueewnewes 840,000 43.6 as 
WEED: “‘nsasdcads ivees 850,000 44.1 44.1 
WHEE Setar ecithaasaaans .--. 1,929,000 100.0 54.6 

ST. LOUIS 

Percentage Percentage 
Load B.t.u./Hr. Total Weather 
Transmission ........... 105,000 5.0 5.0 
PL. cchddduwataena xs «++ 126,000 6.0 6.0 
RE. sen eréeas rene 35,000 1.6 1.6 
iy. SEV SET MET Ts 40.0 ial 
WEENEIOND Sacccccvsncse + 1,010,000 47.4 47.4 
oo ee 100.0 58.4 

NEW ORLEANS 

Percentage Percentage 
Load B.t.u./Hr. Total Weather 
ooo rere 63,000 2.7 2.7 
ME“ gavcassccesescesiané 132,000 5.7 5.7 
OPE CCT -.- 35,000 1.5 wie 
i. MEV ET ee eee etre 840,000 36.1 pone 
EE “S.vgWecaesenees 1,260,000 54.0 54.0 
GE . sidbecedeus huneeb bane 2,330,000 100.0 62.4 


a residence in New Orleans, while 
appreciable, is lower than that which 
could be accomplished in either St. 
Louis or Chicago. 

Another important factor, espe- 
cially where dry-bulb temperature 
and sun effect are so important, is 
the storage capacity of the structure. 
For example, in St. Louis or Chicago, 
where the daily variation in dry-bulb 
temperature is high compared to New 


Orleans, the type of structure and 
its storage capacity for heat makes a 
great difference in the actual load 
penetrating the building, and the 
total operating costs. 

A heavy masonry or concrete 
structure will have a greater heat 
capacity than a building of frame 
construction and consequently ‘will 
react more slowly to short durations 

(Continued on next page) 
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tion Table 4—Office Building Cooling Load Analysis 
35° _ CHICAGO 
Percentage Percentage 
oad B.t.u./Hr. Total Weather 
qrans 1isSiON ........... 380,000 5.8 5.8 
TPE. svisensicsusersatsss 400,000 6.1 6.1 
0 Light: ge ebdese cededeees 1,408,000 21.6 bait 
3 oP eee 1,687,000 25.8 ies 
0 venti! tion eeeeeereeeeee . 2,660,000 40.7 40.7 
0 . . 
0 Total seeee eeeeeeeeeeeeee 6,535,000 100.0 52.6 
; ST. LOUIS 
0 Percentage Percentage 
75 oad B.t.u./Hr. Total Weather 
10 TF rans: ission ........... 475,000 6.7 6.7 
SEM casitvavauisxsvieses 370,000 5.2 5.2 
a Tre veeeee 1,408,000 19.9 ee 
2p Ser 1,687,000 23.7 a4 
Te ventiletioN ....0.0000000. 3,160,000 44.5 44.5 
i ° eee 7,100,000 100.0 56.4 
“ Levitt 
ries 
Pillage NEW ORLEANS 
= Percentage Percentage 
> Load B.t.u./Hr. Total Weather 
aS both TE eransmissioN ...... 6.005 285,000 3.8 3.8 
el Ree 340,000 4.4 4.4 
Rang e SRENerEr ere 1,408,000 18.5 
~ 3 — Renee 1,687,000 22.3 ri 
Bg OO Tree 3,840,000 51.0 51.0 
ich igg fy Vent 
heat of Total ....ccececcccccccees 7,560,000 100.0 59.2 
eat and * x 
arately . ‘ o 
2m pera. 
vB 3.City Residential Survey Shows over 93% 
of heat ‘ 
— ling Load Is Chargeable to Weath 
‘ae BOF Cooling Load Is Chargeable to Weather 
sources 
perated (Continued from preceding page) These percentage selections are 
oh. design, it is necessary to make a purely arbitrary, based upon years of 
soliliien comparison of different types of ap- Xperience. Any method of selection 
ed in a  Dlications for the purpose of this based upon rational analysis will be 
discussion, three types of structures welcomed by the industry. 
ortance (Will be considered: (1) a private resi- Table 2 shows the heat received 
itionin dence; (2) an office building; and from the sun in B.t.u. per square 
. 3) a theater. feet per hour on vertical walled build- 
ie) ( 
a For further comparison, three ings at sea level and corrected for 
different cities have been selected atmospheric absorption. 
hecause of their widely divergent Solar radiation load is calculated 
weather design conditions. They are: only for the exposure with the great- 
(1) Chicago, (2) St. Louis, and (3) est area combined with the solar 
tage New Orleans. The fact that these intensity. For example, a large south- 
her cities are all in the Mississippi Valley ern glass exposure may show a 
. is purely coincidental. Philadelphia, greater heat load than a smaller area 


Memphis, and Houston could be used 
7 with equal design results. 

: Table 1 shows the weather design 
data for June to September, inclu- 


facing west. With walls of high heat 
lag the solar radiation is a small 
part of the total load, whereas, light 
wall construction will show an ap- 


Vv 


a 


sive, for these three cities. preciable heat gain. Solar load calcu- 
4 The design dry-bulb temperature is lations for walls may be made from 
selected on the basis of the tempera- ‘Sol-Air Temperatures as given in the 
ture which is not exceeded more than A.S.H.V.E. Guide or by applying an 
24% of the time during the four additional temperature correction to 
tage the dry-bulb temperature difference 
how summer months. The wet-bulb and © ary-0) P ' 
dewpoint temperatures shown are not The cooling load calculations for 
7 exceeded more than 5% of the time. the residence, office building, and 
6 4 
4 
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Table 6—Residence Heating Load Analysis As most office buildings are of Table 7—Office Building Heating Load Analysis 
heavy construction, the effect of tem- 
CHICAGO perature and sun (except on glass CHICAGO 
surfaces) is greatly reduced. As the 
Percentage Percentage calculated load is small to begin with, Percentage Percenta.e 
Load B.t.u./Hr. Total Weather it can readily be seen that tempera- Load B.t.u./Hr. Total Weathe- 
Transmission ........... 173,500 79.0 79.0 ture and sun load is of minor impor- Transmission ........... 1,700,000 22.7 22.7 
Ventilation ...........06. seen 21.0 21.0 tance compared to the wet-bulb tem- Ventilation .............. 5,780,000 77.3 77.3 
Terre 220,000 100.0 100.0 perature which accounts for 40.7% Total .............00..005 7,480,000 100.0 100.0 
of the total load in Chicago to 51% 
ST. LOUIS of the total wad in New Orleans. ST. LOUIS 
Theaters, again, show a different 
Percentage Percentage picture than either residences or office Percentage Percenta ¢ 
Load B.t.u./Hr. Total Weather buildings. Eighty seven to 90% of Load B.t.u./Hr. Total Weath: 
Transmission ........... 152,000 79.0 79.0 the total load is made up from people ‘Transmission ........... 1,500,000 22.7 22.7 
Ventilation ........5080. 41,000 21.0 21.0 ~ pac ge > er co - a 5,100,000 77.3 77.3 
ew Orleans, an ® in St. Lou 
Total ...ccccccccccccceees 193,000 100.0 ’ 100.0 is due to dry-bulb temperature and EEE cbhesrerbccevexanss 6,600,000 100.0 100.0 
sun. The load from lights is insig- 
NEW ORLEANS nificant and can be neglected. In the NEW ORLEA™S 
Percentage Percentage case of theaters, the wet-bulb tem- Percentage Percents :e 
Load B.t.u./Hr. Total Weather perature is the all-important factor Load B.t.u./Hr Total Weath: 
yo ee 116,000 79.0 79.0 esas ae hd Baca oe with — Transmission ........... 1,140,000 22.7 22.7 
ge factor or lag in 
VOmtatIOn ..ccccsccecess 30,000 21.0 21.0 wet-bulb effect on the air condition. Ventilation .............. 3,750,000 77.3 77.3 
(| Pere ree 146,000 100.0 100.0 ing load; therefore, no compromise SOOE csads Peers seccccces 4,890,000 100.0 100.0 
. 98 & can be taken as with dry-bulb tem- 
. o perature or solar radiation. . ; ‘ 
Heat Lag, Wind, Method of Heating Are» savvsis or tne nesting toaa Bills Dee AE Se Oe 
7 , shows an entirely diff i 
y different picture CHICAGO 
e e e e from the cooling load, primarily be- 
Also Big Factors In Heating Unit Design §— <2, of, tne ‘antitnesis of their Percentage _—_Percenta « 
nature. Lights, people, and solar yoga B.t.u./Hr. Total Weathe - 
: radiation play no part in the design 
(Continued from preceding page) by the weather is only 52.6% of the of a hestinn system because heating sere chester kates 377,000 16.9 16.9 
, ; : F P ° 3 MEUNENIO dbcsccennexces 1,860,000 83.1 83.1 
of high temperatures, especially total load in Chicago, of which 40.7% is required during the absence of 2.237,000 100.0 100.0 
when the night temperatures fall be- is due to ventilation, and only 5.8% these heat-producing sources. The Total ............+..000es 237, . , 
low that to be maintained within the for transmission, and 6.1% for solar entire heating load is based upon ST. LOUIS 
structure. Certain types of construc- radiation. St. Louis shows a total transmission and ventilation; how- 
tion have actually shown a cooling load due to weather of 56.4%, of ever, the ventilation load in winter Percentage Percentaze 
load due to transmission and sun Which 44.5% is for ventilation, and is predicated upon dry-bulb tempera- Load B.t.u./Hr. Total Weather 
effect of only 50% of the calculated only 11.9% due to transmission and ture because of the low moisture ‘Transmission ........... 332,000 16.9 16.9 
load figured by the standard conven- solar radiation. In New Orleans 51% content of winter air. Ventilation .............. 1,640,000 83.1 83.1 
tional methods. out of 59.2% of weather load is due Design temperatures for heating potal ; 1,972,000 100.0 100.0 
This brings up another factor to ventilation. are based upon lowest average, low- == “© 9 " 
which is not included in the typical It should be noted that over 40% est mean, and combination involving 
load calculation; that is, a heat lag of the total load in all three cases is lowest recorded temperatures. Wind NEW ORLEANS 
factor in terms of a design daily caused by lights and people in about’ effect, which is also important in Percentage Percentage 
temperature variation. Such a factor a 45-55% ratio. This is a constant heating design, is included in heat yogq B.t.u./Hr. Total Weather 
is not available at the present time internal load over which the weather’ transfer factors (15-mile wind ve- ‘Peematntedon 252.000 16.9 16.9 
because of insufficient data on daily plays no part. If this building was locity) as well as a wind factor either ——-.......... 1.210.000 83.1 83. 1 
variations of temperature. Such in- © twice the height and half the ground _ in terms of an additional temperature Sere AKER SONS ET EDs nies : ‘ 
WE Web besedcceererseese 1,462,000 100.0 100.0 


formation will be of value to correct 
some of the inconsistencies in air 
conditioning design for structures 
with a high percentage of transmis- 
sion and solar radiation load. 

The analysis of the cooling load 
for an office building shows an en- 
tirely different picture from a resi- 
dence. The building taken as an 
example, is a 10-story structure 
covering approximately 25,000 sq. ft. 
of ground area. The load produced 


area, the load analysis would show 
an increase in transmission and sun 
effect of about 10% and a correspond- 
ing decrease in percentage of load 
from lights and people. The ventila- 
tion load would remain about the 
same percentage as it is based upon 
infiltration and ventilation air for 
occupants. Storage effect also plays 
an important part in both design and 
operation of air conditioning for office 
buildings. 


difference or as a percentage of the 
transmission load. In addition, a 
10% to 15% factor of safety is added 
to the total calculated load. 

There are many cases of record 
where an air conditioning system 
cannot meet the design requirements 
on days of extreme temperature and 
humidity conditions in the summer, 
but I have yet to see, after 26 years 
of experience, a heating system that 


does not have ample capacity if it 
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is designed according to the conven- 
tional method of calculating the 
heating load. 


No account is taken of the fact Resi- Office 
that low-temperature periods occur City dence Building Theater 
in the early hours of the morning ‘ 
when it makes little difference pl as as a 
whether the temperature in the Saw Ovieine 266.6 100.0 100.0 


heated space drops 5° or 10° below 
that required. Also, during periods 


Table 9—Relative Load Factor 


(New Orleans 100%) 


of low temperature the wind move- 
ment is at a minimum, thus reduc- 
ing the rate of heat flow through the 
structure below that calculated. This 
means that most heating systems are 
over-designed resulting in extra first 
cost, overheating, and wasteful con- 
sumption of fuel. 

Heat storage in a building struc- 
ture is seldom considered, although 
it plays an important part in leveling 
off wide fluctuations in outside tem- 
perature. There are many cases of 
record where, during winter storms, 
the heating system has been out of 
service for 24 hours or more and 
the inside temperature of the struc- 
ture has dropped only 10° to 15° with 
outside temperatures in the neigh- 
borhood of zero, whereas calculations 
tend to prove quite a different picture. 


Although temperature is the gov- | 


time and 


operation. 


intake 


lation, 


intensity 


hours at which dry and wet-bulb 
temperatures exist, accumulative in- 
tensity of solar radiation, period of 
of occupancy, 
lights, and requirements of ventila- 
tion all enter into the total hours of 


If, for example, the fresh air in- 
take of an air conditioning system is 
designed to take the full dehumidifier 
capacity, advantage can be taken of 
outside wet-bulb temperatures below 
the design wet bulb to reduce the 
refrigeration load and to reduce the 
number of hours the refrigeration 
system will operate. If the fresh air 
is only sized to take the 
minimum fresh air required for venti- 
then the refrigeration will 
have to operate many more hours to 


(Concluded on next page) 


erning factor in heating design, it 
should be used with due caution and 
consideration for heat lag, period of 
time heating is required (daytime for 
office buildings, day and evening for 
residences, 24 hours for hospitals and 
institutions, etc.), prevailing winds 
and wind protection, and whether a 
warm air, convection, or panel heat- 
ing system is to be used. 

An examination of the heating load 
analysis shows that for a residence, 
79% of the load is due to heat trans- 
mission and 21% due to ventilation. 
There is little that can be done about 
reducing the ventilation load as this 
particular residence is equipped with 
weather stripping and storm sash. 
The transmission could be reduced by 
wind protection, orientation to sun, 
sealing up leaks in the attic space, 
and many other small and little 
thought of items. 

The heating load for an office 
building and theater, is predominantly 
ventilation, accounting for over 83% 
of the total load. Ventilation must 
be provided while the buildings are 
occupied; however, as soon as the 
occupants are out of the building, the 
ventilation can be shut down, thus 
reducing the heating load to only that 
required for transmission. 

The design of any heating or air 
conditioning system must consider 
operating costs which are also pro- 


performance. 
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portional to the weather. In this case, 
however, design temperatures . or 
maximum or minimum conditions are 
of little importance. The number of 
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| | == 1 [jae Houston Distributors, Utility In Charge of Sales 
| a Start Electric Range Drive 
— = “4 HOUSTON, Tex.—To kick-off an 
ave | electric range sales activity which 
2.7 will run through May 31, local range 
7.3 | mn, distributors and the Houston Power 
0.0 e & Light Co. held two dealer meetings 
y H | i. on March 21 and 23 at the San 
wet . Jacinto high school and the Rosen- 
i ; ee ae Pe | berg Service Center, respectively. 
se 4 1 y 
_* 2 | : na . 
2.7 : 10% Down Urged Again-- 
7.3 s S ayes 
D.0 R. | ‘ as (Concluded from Page 1, Column 5) 
: , 4. . especially television sets, by a group 
of home furnishings credit managers 
4 4oom | taking part in panel discussions. 
inte <e 2 | KS \ They endorsed terms of 15% down - 
the « S 4 p *T.- and 15 months on television receivers, 
2.7 \ with a maximum of 18 months. 
7.3 | 6 p Tighter TV terms were suggested 
D.0 AN | \ \, \ because of lack of stability in this 
oa #00 field. 
ai IN | \\ \ The discussions brought out the FRANK T. CARNEY 
‘a se | 7 ia~ at 5 Peer need for careful screening of pros- He has been elected vice president 
| | Ped a pective customers, particularly mi- of Bush Mfg. (See story page 1.) 
a | ji | tn ) ree — — - =i 7 nors; for prompt and correct report- N h ill R fri ' s | 
$0 55 © OF 7 10a ing of information on accounts to asnvilie Ke erator Sales 
nta <e DRY BULB TEMPERATURE a ee credit bureaus; and for customer 9 
ithe» Fig. 1—Comparison of dry-bulb temperatures for 24 Fig. 2—Comparison of wet-bulb temperatures education on terms and due dates for Nearly Double Feb. "49 Record 
3.9 hours in Chicago, St. Louis, and New Orleans. for 24 hours in Chicago, St. Louis, and New cycle billing accounts to clear up 
el Orleans. confusion regarding this type of bill- NASHVILLE, Tenn.—Sales of re- 
.0 7: * © ing and conventional billing. frigerators, ranges, and water heat- 
e n° the storage of materials and low Some of the credit managers ex- ers in Nashville in February set a 
Char ting Temperature Conditions In 3 humidity manufacturing, humidifying pressed concern over the decrease in new record, according to a report 
ntaze in textile mills, tobacco factories, and the collection percentage during by the Nashville Electric Service. 
ther Citi | di t Q { ti C li r¢ * — gon — pai — ee ee The — — = a 
rol o emperature an u- is situation w e. were sold in February, compare 
9 les n ica és e Gg ive 00 ing os midity in Premen manufacturing During another phase of the dis- with 315 a year ago. y ev yon 
1 plants; and numerous other purposes. cussions, direct mail was recom- _ totaled 476, against 261 in the like 
0 (Concluded from preceding page) the dry-bulb temperature and the The correlation of weather data is mended as the best method of ob- 1949 period, and sales of water heat- 
take care of the internal loads which total hours each temperature exists of such importance today that it taining new accounts. Also, inactive ers hit 307, against 255 in 1949. 
are appreciable in office buildings 0n a 24-hour basis. It is interesting should rate a high priority among accounts were endorsed as the best Twenty-one home freezers were 
and theaters. to note that Chicago has 35.6% of those whose interest it will serve. source of new business. moved during the month. 
ntage If we assume a full size fresh air the total hours over 76°, while St. ® — 
ther intake, the load factor can readily Louis has 53%, and New Orleans 
9 be determined for the four summer 76%, even though St. Louis has the INSTALLATION FILE NO. 1001 
bs months from the curves shown in highest design dry-bulb temperature 
.0 Figs. 1 and 2. These curves have Of the three cities. . 
been drawn from data published in Fig. 2 shows the same data for the aati ss ia _ has 
“Summer Weather Data,” by J. C.  wet-bulb temperature in which Chi- a = lain ci Say - 
Albright and the writer, and pub- cago has 53% of the total hours in H te t ff th | 
Factor lished. by the Marley Co. , excess of 63.5° wet bulb (76° dry OW 0 ) ge maximum e iciency wT 
Fig. 1 shows the relationship of bulb and 50% relative humidity), St. _ 
: : @ Louis 74%, and New Orleans 98%. Sea a Se SOS Fe re Se a 
| Relating these figures to Tables 3, 
Theater 4, and 5, a relative load factor for 
77.4 the four summer months can be 
ba established for the three structures Recommendeg 
100.0 and the three cities as shown in | 
us PLETE Table 9. | 
Pes rr Byes ION From Table 9 it can be seen that FREEZER CONSTRUCTION— 1 
ret-bulb va a residence in Chicago, for the four | FoR MASONRY BUILDING: The masonry wall and —PALCO woo, 
tive in- summer months, would have an oper-  f]o0r should be thoroughly brushed and —Masonry Wa) 
riod of 0d — = 4 -sorokag of a resi- | cleaned, then vapor-proofed with asphalt —Asphe! ms 
1pancy, utility jo pad ba pone i aaa primer, asphalt emulsion, and vapor- a alt Prime, 
hens also be noted that an office buildin proof paper, sapping 4 inches and en Emulsion 
seni and theater do not show as great 4 cementing the laps with asphalt emul- —2 Layers Vapo,. 
air in- reduction because of the greater sion. Sleepers and studding are then Proof pape, 
stem is internal load and lower effect of the installed and PALCO WOOL is placed as —Plate 
nidifier weather on the total load. | the laying of sub-floor, wall sheath- 
‘on af Unfortunately, detailed weather | ing, and ceiling progresses. The ar- 
| below data is not available for spring, fall, rangement of sleepers as shown pro- 
ice the and winter, so no comparison can be | vides a minimum of solid wood con- 
ice the made for these seasons. This data | nection through the insulation. Wood o 
eration is vitally important to determine | Vapor-proofing extends under the _ ’ Cypress 
esh aif ——s — and a ~ = | anchored furring strip and con- Putten ee 
5 ; ves forecasting of public utility i in- °. 979 
ak Reveo offers gregter food perage loads, total operating costs which are | re rata sing aes br en 
capacity in less space... more fea- : rg | sulation over the ceiling. Ceiling 
n will tures that appeal to the housewife. Se gpreen gen or investment vapor barrier should consist of two 
burs to Si netikattaeTt Retna © * system, length of season for | j), vers of vapor-proof paper lapping 


operation of air conditioning and 
heating systems and the basic design. 
Such data is not only of value to 


complete satisfaction . . . , Write for 
commercial and residential air condi- | 
tioning and heating, but is of equal 


li ure! a 
q ; , | importance in dehumidification for 
> TP KOLD-DRART “xwrx-server” 


EVERYTHING... QUICK! 


each layer 4 inches and cementing 

the laps with asphalt emulsion. 

Vapor-proof paper should be omitted 

on the cold side of the insulation. 

| This arrangement of studding and 
ceiling joists provides continuous 

| insulation and vapor sealing at 

| juncture of wall and ceiling. When 
the normal water table of ground 

| is less than 8' to 10' below 

| bottom level of insulation, an 
engineer should be consulted 

| and insulation thickness in- 

creased as recommended. 


Applied 


| BURRIS BROS. LOCKER PLANT AT FRANKLINTON, 

| LOUISIANA—Typical application of PALCO 

WOOL INSULATION. Flameproofed protec- 
tion, moisture resistance, 


“trademarks reg. 
U.S. Pat. Off. 


® BEER ON TAP! 


®@ S=LTZER WATER ON TAP! 
and thermal conductivity of only .255 


Btu represent only a few of many rea- 
sons why PALCO WOOL was selected as the 
ideal low temperature insulation. 


@ ICE CUBES GALORE! 


“ ® COLD WATER ON TAP! at? ‘Ns 
rs, | a %, | gigetestontarsk.ed sot castn> =: aeaeaanaleies 
t at 2 % 
~ ff |® cav-cou Bortiep a 2 | joosususmeT 
ad EZER STORAGE! i. = FLAMEPROOFED Z SAN FRANCISCO 4, CALIFORNIA | 
#28-36" “KWIK-SERVER” 3 ) Mail attached coupon today | Please send me without obligation: ! 
(stainless steel) | % J Sas detitied tnformotion. | [J PALCO WOOL COLD sToRAGE MANUAL! 
—ANOTHER FAMOUS KOLD-DRAFT PRODUCT! | SO eo j ‘1 LOCKER PLANT PLAN AND CONSTRUC- 
WRITE, WIRE OR CALL FOR FULL DETAILS! : y Ey tiene | 
; a, i nigh sipeetint ai | 
a KOLD-DRAFT DIVISION THE PACIFIC LUMBER COMPANY | Gite | Rieter Uae. 
Draft makes Kold-Draft makes / 900 BUSH STREET, SAN FRANCISCO 4, CALIFORNIA oan ! 
me es atsPensing | Uniflow Manufacturing Company | ice cube makers and 5225 WILSHIRE BLVD., LOS ANGELES 36, CALIFORNIA ee —_————- | 
© coolers. Erie, Pennsylvania walk-in coolers! 35 EAST WACKER DRIVE, CHICAGO 1, ILLINOIS Street ___ —__———. J 
Distributors in most principal cities i PAE es 1 city ee 
~~ : o_o —_—_ wl 
ae < . 5 « Ps ‘ € pei a ey en , ie egere” : 
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PATENTS 


Week of November 7 
(Continued) 


2,486,588. LIQUID COOLER. Clem A. 
Childers, Jr., Johnstown, Pa., assignor to 
The National Radiator Co., Johnstown, 
Pa., a corporation of Maryland. Applica- 
tion Oct. 26, 1945, Serial No. 624,688. 2 
Claims. (Cl. 257—137.) 


1. A liquid cooler comprising a plurality 
of like horizontally disposed units ar- 
ranged in a vertical tier, each unit being 
an integral casting comprising a pair 
of tubes lying in a horizontal plane and 
a single header at each end of the tubes 
having openings at its top and bottom 
for communicating with adjacent units, 
the top and bottom of each of said 
headers being provided with vertical 
flanges extending parallel with the plane 
of the cooler and being provided with 
grooves that mate with those of the like 
flanges in adjacent units, bolts having 
heads engaged by said flanges and shanks 
lying in said grooves, a box-like casing 
extending rearwardly from a side of said 
casing and connected to said headers by 
said bolts, and a blower within said 
casing. 


2,486,598. APPARATUS FOR LOW TEM- 
PERATURE GAS COMPRESSION. Grant 
E. Hockens, East Aurora, N. Y., assignor 
to The Wittemann Co., Inc., Buffalo, N. Y. 
Application Dec. 13, 1947, Serial No. 791,- 
594. 4 Claims. (Cl. 230—211.) 
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1. Apparatus for low temperature com- 
pression of fermentation gas, including 
a cylinder in which the gas may be com- 
pressed, a cylinder head forming a com- 
partment for gas to be compressed and 
a compartment for compressed gas, said 
cylinder head having lateral extensions 
which project beyond the side walls of 
the cylinder and which are hollow and 
form lateral extensions of said compart- 
ments, a pair of annular flanges extend- 
ing radially from the lower portion of 
said cylinder and integrally connected at 
their outer ends with a peripheral wall 
to form an enclosed space between said 
flanges, upright walls dividing said space 
between said flanges into a plurality of 
compartments, a plurality of tubes each 
connecting a compartment located between 
said flanges with a compartment of said 
cylinder head, and evaporator extending 
about said cylinder and said tubes, a 
refrigeration unit for supplying liquid 
refrigerant to said evaporator and for 
withdrawing refrigerant vapors from said 
evaporator, a conduit for admitting gas 
to be compressed to one of said compart- 
ment between said flanges, and a conduit 
connecting with another of said compart- 
ments between said flanges for the dis- 
charge of compressed fermentation gas 
from said apparatus, whereby incoming 
fermentation gas passes upwardly through 
tubes in heat exchange relation to said 
refrigerant from a compartment between 
said flanges to said cylinder head, and 
compressed gas passes downwardly from 
said cylinder head to another of said 
compartments arranged between _ said 
flanges. 


2,486,608. REVERSE CYCLE DEVICE. 
Pranklin M. MacDougall, Kirkwood, Mo., 
assignor to Alco Valve Co., University 
City, Mo., a corporation of Missouri. Ap- 
plication June 3, 1946, Serial No. 674,052. 
11 Claims. (Cl. 62—115.) 

5. In a valve mechanism for use with a 


fluid flow system having a fluid circula- 
tor, and work apparatus offering resis- 
tance to fluid flow, a passage connectable 


; 0“ 

from the circulator to receive high pres- 
sure fluid, a passage connectable into the 
circulator to return fluid at lower pres- 
sure, a passage connectable into the work, 
a passage connectable from the work, 
the line to the circulator being selectively 
connectable with the work passages, the 
line from the circulator being also con- 
nectable with the work passages, a valve 
between the circulator outlet line and 
the work passages disposed to open both 
work passages to said line, and oppo- 
sitely movable to close either work pas- 
sage from the line from the circulator, 
the faces of the valve being subjected 
to fluid flow of high pressure fluid from 
the circulator being in the flow paths 
thereof, means to selectively open one 
work passage to the low pressure circula- 
tor inlet passage, and to close the other 
work passage therefrom, whereby, when 
the valve is open with respect to both 
passages, there will result a direct flow 
through one side of the valve from the 
high pressure circulator outlet to the low 
pressure circulator inlet, the valve open- 
ing being such as to produce a pressure 
drop on the face of the valve toward 
said circulator inlet, and the valves will 
thereby be influenced to close to cut 
off the direct flow from the circulator 
outlet to the circulator inlet. 


2,486,724. REFRIGERATED SHOWCASE. 
Alois L. Weber, Montrose, and Karl A. 
Weber, Brentwood Heights, Calif., as- 
signors to Weber Showcase & Fixture 
Co., Inc., Los Angeles, Calif., a corpora- 
tion of Delaware. Application April 8, 
1946, Serial No. 660,396. 9 Claims. (Cl. 62 
—89.5.) 


1. In a refrigerated show case, the 
combination of a display chamber open 
at the top for access to the contents of 
the chamber, a cocling compartment posi- 
tioned within the showcase in a position 
above and to the rear of the display 
chamber, cooling means including refrig- 
erant tubes mounted in said cooling com- 
partment, duct means leading from the 
rear of the display chamber to the front 
of the cooling compartment for convey- 
ing air from display chamber to the 
cooling compartment, said duct means in- 
cluding an integral structure’ having 
spaced parallel baffles extending longi- 
tudinally to the show case between the 
display chamber and the cooling com- 
partment, the pivotal means associated 
with the duct means near the lower end 
thereof to permit pivotal movement of 
the said structure as a unit to an inop- 
erative position to gain access to the 
cooling means from the front of the 
show case. 

2,486,822. FREEZER PLATE. Duncan L. 
Cameron, Detroit, Mich., assignor to 
George Orley, Detroit, Mich. Application 
Dec. 23, 1946, Serial No. 717,999. 2 Claims. 


(Cl. 62—126.) 
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1. A hollow freezer unit comprising 
two spaced metal plates joined at their | 
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edges, a coil of tubing between them, and 
a filling of packing for the space be- 


tween said plates and around said coil,. 
comprising an asphaltic plastic mass in, 


which is a dispersion of fine metal par- 
ticles, the plastic being unhardened even 
at below freezing temperatures. 


2,486,828. AIR CONDITIONING APPA- 
RATUS FOR MOUNTING IN WINDOWS. 
Edwin 8S. Dybvig, Dayton, Ohio, assignor 
to General Motors Corp., Dayton, Ohio, 
a corporation of Delaware. Application 
March 4, 1947, Serial No. 732,199. 15 Claims. 


1. An air conditioning unit comprising 
a casing adapted to be positioned in a 
window of a space to be conditioned, the 
front wall and at least a portion of the 
sides, bottom and top of said casing ex- 
tending into the space to be conditioned, 
a partition dividing said casing into two 
chambers, each of said chambers having 
side air inlet opening means and air out- 
let opening means, fan means for flowing 
air through each of said chambers, a re- 
frigerant system including an evaporator 
in one of said chambers and a con- 
denser in another of said chambers, and 
means for movably supporting said cas- 
ing for bodily movement substantially 
perpendicular to the plane of the window 
into and out of the space to be condi- 
tioned, said air inlet opening means being 
so arranged that movement of said casing 
causes movement of at least a portion of 
one of said air inlet openings to be 
moved from one side of said window to 
the other side of said window. 


2,486,876. APPARATUS FOR AND 
METHOD OF FREEZING FOOD. Harry 
W. Protzeller, Fairmont, Minn., assignor 
of one-half to Arthur Wm. Nelson, Park 
Ridge, Ill. Application Nov. 18, 1943, 
Serial No. 510,746. 16 Claims. (Cl. 62—6.) 


3. In a 
chamber comprising a plurality of parts 
made for quick conduction of heat units 
therethrough, for the freezing of prod- 


refrigerating apparatus, a 


ucts, means removably securing’ said 
parts together, actuating mechansim with- 
ing the chamber for controlling the freez- 
of said products and means securing the 
actuating mechanism to one of the parts 
whereby the other may be freely re- 
moved to permit access to the interior 
of the chamber. 

2,486,908. AIR CONDITIONING. Sven W. 
E. Andersson, Evansville, Ind., assignor 
to Servel, Inc., New York, N. Y., a cor- 
poration of Delaware. Application Feb. 
5, 1946, Serial No. 645,552. 15 Claims. (Cl. 
257—3.) 


a 
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eration system having a cooling element 
for cooling and dehumidifying air, means 
for operating the refrigeration system at 
different rates of capacity, an_ electric 
control circuit having parallel branches, 
a control element responsive to the tem- 
perature of the air to be conditioned for 
energizing certain of the branches suc- 
cessively as the temperature increases to 
increase the rate of operation of the re- 
frigeration system weith a step by step 
control, a control element responsive to 
the humidity of the air to be conditioned 
for energizing certain branch circuits 
for initiating operation of the refrigera- 
tion system at full capacity, and a relay 
operative when one of the temperature 
responsive branches is energized to open 
the humidity responsive branches. 


2,487,001. AMMONIA REFRIGERATING 
APPARATUS. Robert S. Taylor, Evans- 
ville, and Bernard A. Daley, Scott Town- 
ship, Vanderburgh County, Ind., as- 
signors to Servel, Inc., New York, N. Y., a 
corporation of Delaware. Application 
April 6, 1946, Serial No. 660,126. 1 Claim. 
(Cl. 62—1.) 


Ammonia refrigeration apparatus com- 
prising iron parts joined together and 
having walls constructed and arranged to 
so mutually reinforce the joint forming 
portions thereof that deformation under 
fluid pressure or other application of 
force must first occur in other portions 
thereof, the joints being capillary to 
molten iron-phosphorus composition at a 
temperature above the melting point of 
the composition and below the melting 
point of the iron parts,-and sealed by 
such composition in solid phase in the 
form of a film in each capillary region 
projecting as a dispersion in the metal 
of the contiguous wall portions. 


2,487,012. REFRIGERATION SYSTEM. 
Elmer W. Zearfoss, Jr., Philadelphia, Pa., 
assignor, by mesne assignments, to Philco 
Corp., Philadelphia, Pa., a corporation of 
Pennsylvania. Apvlication Jan. 8, 1946, 


5. In a refrigeration system, an evapora- 
tor, a condensing unit, and means for 
conveying refrigerant from the condens- 
ing unit to the evaporator, said means 
including an expander having its outlet 
arranged for communication with the inlet 
of the evaporator, a capillary tube having 
its outlet arranged for communication 


= 


with the inlet of the expander and pp, 
vided with a portion disposed for heat ex. 
change relation with the beginning po). 
tion of said expander, and another capj). 
lary tube having its outlet arranged {, 
communication with the inlet of the ey, 
porator and provided with a portion dis. 
posed for heat exchange relation w.th the 
remaining portion of the expander, 


(To Be Continued) 
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Wanted In Colorad> 
Factory representative to ha die 


famous KOLD-DRAFT line of draft | ae, 
dispensing equipment, bottle coo =rs, 
walk-in coolers, ice cube makers. 
Must be established manufactu; ar’; 
representative capable of builc ing 
dealer sales organization. 
Write stating experience and quciifi- 
cations to 

Uniflow Mfg. Co., 
Kold-Draft Division, Erie, Fa, 


“4 


y nection with manufacturer. 


“Positions Wanted” $5.00 
Limit 50 words. 10¢ per 


RATES for 
per insertion. 
word over 3 

RATES for all other classifications $7.50 


per insertion. Limit 50 words. 15¢ per 
word over 650. 
ADVERTISEMENTS set in usual classi- 
fied style. Box addresses count as five 
words, other addresses by actual word 
count. Please send payment with order. 
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CLASSIFIED ADVERTISING 


— 


FACTORY PRODUCTION mer. wanted, 
on wood frame construction coolers, cages 
all types, specialty work. Must be ex. 
perienced in complete handling small fae. 
tory dept., 25 to 40 men, designing 
production, purchasing materials, t: iining 


men. Iowa location. Give full quulifica- 
tions, past employment, earnings, age, 
etc. Write BOX 3462, Air Conditioning ¢ 


Refrigeration News. 


POSITIONS WANTED 


CAREFULLY SELECTED group of 
trained men, graduates of reliable and 
well established trade school now avail- 
able to fill positions in the radio or 
refrigeration field. Willing to travel any- 
where. Why not fill that vacancy with an 
efficient and reliable man? Write EAST- 
ERN TECHNICAL SCHOOL, 888 Purchase 
Street, New Bedford, Mass. 


SALES MANAGER or sales engineer, 15 
years’ experience, thoroughly qualified in 
air conditioning, refrigeration, ice making 
equipment. Age 46. Engineering educa- 
tion; proven sales record; formerly with 
large distributors. Might consider con- 
Thoroughly 
grounded at either retail or wholesale 
level. Prefer Texas or other southern 
territory. BOX 3449, Air Conditioning & 
Refrigeration News. 


AVAILABLE — REFRIGERATION _ sales 
engineer, district manager, field service 
manager. Refrigeration and allied prod- 
ucts. 15 years experience with well-known 
manufacturers, distributors, service or- 
ganizations. Thorough knowledge through 
actual installation and service. Furnish 
best of references. Member A.S.R.E. and 
R.S.E.S. East preferred. 37 years old. 
Will travel. BOX 3457, Air Conditioning 
& Refrigeration News. 


SERVICE JOB wanted. Southwest. Prefer 
store fixtures. I am no “expert,’’ but 
have done well in my own business. I 
like large suction lines, flooded coils and 
happy customers, and know that the next 
sale is easier if the last one works. I 
have tools. BOX 3460, Air Conditioning 
& Refrigeration News. 


POSITIONS AVAILABLE 


REFRIGERATION AND oil burner sup- 
ply jobber, Metropolitan New York, has 
opening for counter salesman. Because of 
promotional possibilities, applicant must 
be the executive type with thorough 
knowledge of refrigeration and supplies. 
Oil burner experience would be helpful. 
THE CAPSON CO., INC., 106 Rogers 
Avenue, Brooklyn, New York. 


SALES ENGINEER wanted. Carrier dis- 
tributor in fast progressing Southwest 
Texas area has opening for an air condi- 
tioning sales engineer with minimum three 
years experience. Excellent opportunity 
for qualified person. Write to T. L. 


LEONARD COMPANY, P. O. Box 58, 
Laredo, Texas. 
REFRIGERATION SALESMAN experi- 


enced on commercial fixtures, coolers and 


all types of cases, ete. Iowa territory, 
sell direct from factory. No _ better 
preposition possible in this line. Plenty 


of leads furnished. We have been oper- 
ating in Iowa 64 years. C. L. PERCIVAL 
COMPANY, INC., Boone, Iowa. 


AIR CONDITIONING and industrial re- 
frigeration instructors wanted Northwest's 
largest trade school. Ability to handle 
both theory and shop classes preferred. 
Working knowledge duct design and 
fabrication helpful. Practical experience 


essential. Also, refrigeration theory in- 
structors. WEST COAST TRADES IN- 
STITUTE, 745 N. Russell .St., Portland, 
Oregon. 


LEADING MANUFACTURER of refrig- 
eration units, located in the Middle West, 
is looking for a graduate engineer who 
has had several years actual experience 
in the laboratory testing all types of re- 
frigeration equipment. The man we are 
looking for must be honest, sincere and 
ambitious. The position we have is per- 
manent and an excellent opportunity for 
the right man. No one need apply unless 
they can fill all of these qualifications. 
Give your complete history, references and 
expected salary. BOX 3451, Air Condi- 
tioning & Refrigeration News. 


REFRIGERATION SALES engineer. Mid- 
west manufacturer of air conditioning 
equipment has excellent opening for man 
with broad refrigeration engineering and 
sales background. Triple-A rated com- 
pany, nationally known and advertised 
trade name, with well-established sales 
engineering offices in all principal cities. 
Man selected must be qualified to help 
train this sales staff to sell new broad- 
ened line of compressors, and to assist 
them in closing large tonnage work. Ad- 
dress BOX 3458, Air Conditioning & 
Refrigeration News. 


SALES MANAGER, with proven record. 
to handle parts of Iowa and surrounding 
states on our commercial mfg. ref. fix. 
tures, wholesaling, retailing, and handling 
salesmen. We have covered this territory 
for 64 years. A fine proposition for wide 
awake man. BOX 3463, Air Conditioning 
& Refrigeration News. 


EQUIPMENT FOR SALE 


WHOLESALE SEALED unit rebuilding, 
We will rebuild and convert your unit to 
“‘Freon-12.’" One year guarantee. Write 
for price list and shipping instructions, 
ADVANCE REFRIGERATION COMPANY, 
829 East McNichols Road, Detroit 3, 
Michigan. 


AIR CONDITIONING compressor, 60 ton 
evaporative cooled type, used short time 
but in good condition. $1700.00 FOB 
Cincinnati. BIMEL CO., Cincinnati, Ohio, 


COMPRESSORS, NEW, 3 & 7% HD. 
water cooled, at less than distributor's 
cost. BIMEL CO., Cincinnati, Ohio. 


FOR SALE—40 new % H.P. Universal 
refrigeration systems complete and 
charged, with Peerless pancake coil, 5 ft. 
of tubing and controls ready to plug in. 
1300 to 3500 B.T.U. per hour capacity. 
Ideal for bottle coolers, vending ma- 
chines, refrigerators, etc. All in original 
package. DAIRY EQUIPMENT CoO., 1444 
East Washington Avenue, Madison, Wis- 
consin, 


BUSINESS OPPORTUNITIES 


FOR SALE—In state of Florida. Estab- 
lished air conditioning and heating busi- 
ness (franchise), together with major 
domestic appliance store; merchandise; 
sheet metal shop; complete service shop: 
engineering facilities; trucks; new build- 
ings constructed for this business; Office 
equipment. Reason for sale—ill health. 
For further particulars, write BOX 3445, 
Air Conditioning & Refrigeration News. 


REFRIGERATION SUPPLY jobbing 
business for sale. Located in _ thriving 
mid-west city. Liberal terms to party 
with right qualifications. $15,000 cash 
required. BOX 3459, Air Conditioning & 
Refrigeration News. 


SCHOOLS 


DETROIT AIR Conditioning Institute 
offers instructions in air conditioning, 
heating, refrigeration, ventilating, sheet 
metal layout, and heat pump engineering. 
Preparatory and advanced courses avail- 
able. New classes start April 25. Write 
for free information. Veteran approved. 
DETROIT AIR CONDITIONING INSTI- 
TUTE, Department D, 4258 Woodward, 
Detroit, Michigan. 


LEARN FUNDAMENTALS of refriger 
tion and air conditioning at oli well 
established school. Day or evening classés 
as well as home study training. Send for 
free illustrated catalog showing fine shops 
and equipment. Resident training 4? 
proved for veterans. Write today. 'TILI- 
TIES ENGINEERING INSTITUTE. Dept. 


T, 2525 Sheffield Ave., Chicago 14, illinois. 
MISCELLANEOUS 
el 


FRIGIDAIRE SEALED units, 1933 (o 1937, 


remanufactured. Our exclusive :nethod 
enables these machines to operat» more 
efficiently than when new. Also : -build- 
ing on all other sealed units. W~ te for 


price list. BRIGHT’S REFRIGER. TION. 
INC., 14410 E. Jefferson, Detr it 
Michigan. 


NORGE SEALED units remanuf: tured 
and exchanged. Immediate deliver) from 
stock, 1 year guarantee. Write for prices 
and shipping instructions. Complete Nors® 
engineering service. 22 years expeienc 
MODERN REFRIGERATION CO., . 


12541 E. MeNichols Road, Detroit 5 
. Michigan. 
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ATTENTION MANUFACTURERS 2% 

distributors. We are interested i: co™ 

tracting for the installation and se: iciné 

of refrigeration items, appliance. & 


associated products in the Chicago re 


| 


This is a well established refrig® ati? 
co. with the necessary space, { ucks 
equipment and manpower available -° ° 
a complete and satisfactory job. = 
ra 


3461, 
News. 
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Mobile ‘School’ Locates 


In Central Spot 


The Purdue university course gains. wide support among grocers because of the 
convecrience of attending the classes which are held in a house trailer that stops at a 
pre-determined central spot for several weeks. 


* 


* 


fquipment In Trailer Helps Grocers Study 
Pre-Packaging and Display ‘On the Spot’ 


LAFAYETTE, Ind.—A “grocery 
sore on wheels” is currently being 
operated by the Purdue university 
extension service to educate food re- 
tailers on better methods of handling 
fresh fruit and produce. 

The “store” is set up in a large 
house trailer and is equipped with 
modern display equipment, wash 
racks, trimming equipment, visual 
aids, and other special items. 

In this mobile unit, a concentrated 
one-day training program is given to 
a maximum of eight retail grocers 
each day, according to Eric C. 
Oesterle, Purdue merchandising spe- 
cialist who directs the educational 
program. 

Classes are open to retail owners 
or managers and their employes 
Monday 
8am. to 5 p.m. The training covers 
the principles of pricing, trimming, 
pre-packaging, planning and build- 
ing displays, daily and overnight 
care of produce, and special displays. 
Actual produce is used and the 
course is based on the “learning by 
doing” method. 

According to Oesterle, the mobile 
uit is located at some central spot 
inan area for a period of two to four 
weeks. The program is normally 
conducted in cooperation with the 
wholesale agencies that serve the 
area, 

One month prior to the arrival of 
the trailer, service wholesalers, 
jobbers, county extension offices, and 
other related agencies are contacted 
and necessary arrangements made 
for the training course. 
Representatives of the organiza- 
tions that are going to participate in 
this program are given advance 
training at that time. Retail grocers 
are in turn notified and enrolled 
through these agencies. 

After a person receives this “class- 
rom” training, several visits are 
made during the year to his store 
to help him with individual problems. 
At that time, new developments are 
discussed and an effort is made to 
adapt the principles and fundamen- 
tals discussed at the training school 
to an actual situation, Oesterle said. 
Pertinent printed material is pre- 
pared and made available to each 
trainee, Also, special produce hand- 
books are furnished, including an 
outline «f the study courses. As a 
follow-u;, information on improved 
techniques and effective selling 
methods are mailed out from time 
‘o time to those who have partici- 
pated, 

Agenc .s cooperating in the pro- 
stam, w ich has been running since 
June 1, 1149, include the National As- 
Sociation of Retail Grocers, the Indi- 


through Thursday from 


ana Retail Grocers and Meat Dealers 
Association, and the Purdue depart- 
ments of agricultural economics and 
horticulture. 

Trainees have already demon- 
strated that good techniques pay divi- 
dends, Oesterle stated. Sales of fresh 
fruits and vegetables have increased, 
spoilage losses have decreased, and 
the consumer is expressing her satis- 
faction through increased purchases. 


New Quarters of Parts 
Wholesaler Gives More 


Stress to Open Display 


CHARLOTTE, N. C.—Henry V. 
Dick & Co., Inc., engaged in the 
wholesale refrigeration and air con- 
ditioning supplies business, has 
formally opened in its modern new 
home at 1423 S. Tryon St. 

Dick, chairman of the board, and 
C. W. Eskridge, president-treasurer 
of the firm, are widely known in the 
refrigeration and air conditioning 
supply field. 

Dick pointed out that the new 
building is one of the most modern 
establishments of its kind in the 
South. It is built of brick, concrete, 
and steel and it contains some 11,000 
sq. ft. of floor space. It is especially 
designed for a business of this kind, 
providing space for large display 
rooms, executives’ offices, shipping 
department, and warehouse facilities. 

The entire building is equipped 
with fluorescent illumination and the 
ceilings are of acoustical tile. A 
part of the offices is air conditioned. 

The firm had been located at 311 
E. Fifth St. for the last five years. 
Dick said the move was made neces- 
sary by the company’s desire to give 
its customers more efficient service 
and more adequate parking facilities. 

“The new and expanded facilities 
incorporated in our new home will 
greatly expedite the handling of 
orders, as well as other transactions 
made there,” he continued. “A private 
parking lot, measuring 35 by 150 ft., 
has been built and paved alongside 
the building. The lot is so designed 
that it will accommodate a large 
number of automobiles.” 


New Food Store Conditioned 


MEMPHIS, Tenn.—Air conditioned 
throughout, a new and modern food 
store will be opened at Poplar-High- 
land Plaza by the Kroger Co. It will 
be a 100% self-service establishment, 


according to G. E. Berg, Memphis | 


branch manager for Kroger’s. 
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SALES ENGINEER WANTED 


Old © tablished concern in air conditioning and commercial refrigera- 
tion fild, located in Los Angeles, is looking for a fully experienced 
sales =ngineer. Must be able to create, organize and direct sales 
and tc handle key accounts himself. All inquiries will be treated 
Confidntially. Reply 

Box 3456, Air Conditioning & Refrigeration News 


Improved Valve Design 


Kelvinator 1950 Line of 
Commercial Condensing 
Units Includes 25 Models 


DETROIT—A 1950 line of com- 
mercial refrigerating units including 
25 separate models has been intro- 
duced by the Kelvinator Div. of 
Nash-Kelvinator Corp. 

H. C. Patterson, Kelvinator com- 
mercial sales manager, said the new 
line of condensing units was the 
most complete in the company’s his- 
tory. It includes 10 sealed units from 


4% to %-hp., eight air-cooled open 
type from 4 to 3-hp., and seven 
water-cooled open types, from % 


to 5-hp. 

Patterson said the large number 
of models made it possible for the 
customer to choose the exact unit 
for his specific needs. 

Kelvinator’s new sealed units fea- 
ture improved valve-design for higher 
capacity, and dome-mounted relays 
for better motor protection, Patter- 
son said. All are built with hydrogen- 
brazed condensers, heavy-duty fan- 
motor and fan, and steel fan-guard 
and shroud. Design is more compact, 
and the new base-dimensions are 
adaptable to a wide range of fixtures, 
the company said. 

He said 32 


modifications of 
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Telling Sales Agents About One of Units 


H. C. Patterson (left), Kelvinator 
commercial sales manager, and 
G. T. Etheridge (right), sales 
manager of the wholesale com- 
mercial and parts division, 
present the company's new con- 
densing units to a meeting of 
sale: 


Kelvinator commercial 


representatives. Unit shown is 
a %-hp. air-cooled open-type, 


one of 25 new models. 
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Kelvinator’s 15 basic open-type 
models are available, for exact selec- 
tion. Features include efficient valve- 
in-head design, enlarged suction 
chamber, oil check valve, slow speeds, 
and large condénser capacity, in ad- 
dition to adequate displacement in 
relation to the size of the 
motor. 

All seven water-cooled open-type 
units are complete with water valves, 
and Ranco combination low-pressure 
controls and high-pressure cutouts. 

The water-cooled one, one and one 
half, two, three, and five horsepower 
units are equipped with cleanable 
condensers. 


B. E. Snow To Service Aeroquip 
Accounts In 3-State Territory 


JACKSON, Mich.—<Aeroquip Corp. 
here announced that Byron E. Snow 
has been appointed sales engineer in 
the Chicago territory, which em- 
braces the states of Illinois, and 
Iowa, in addition to southeastern Wis- 
consin. 

Snow will service only the manu- 
facturing accounts in that territory. 

His headquarters will be located 
at 380 Elizabeth Drive, Lombard, 
Til. 
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Model 2906 Open, self-serve display case occupies only 


six lineal feet of floor space, yet has almost 25 sq. ft. 
of refrigerated and non-refrigerated selling display space. 
Ilustration shows two joined for continuous display. 


Sherer Model 2906 and 2806 Open, Self-Serve Display Cases will open 


the door to new sales for you. Their amazing story of lower operating 


costs will convince prospects—change them into customers. 


Model 2806 is a multiple deck, six-foot refrigerated 
display case without the mirrored superstructure of 
Model 2906. Both cases can be installed as single 
units or easily joined for continuous displays. 
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better for your customers. 


Sherer has the complete line, the prices, the name 
and the promotion to make '50 a befter year for 
you. Write today for franchise information. 


SHERER-GILLETT CO. 


Due to an exclusive new refrigeration application, these Sherer 
cases maintain constant food-preserving temperatures using only a 
Y, H.P. condensing unit (in 90° room) instead of the usual 34 
to 114 H.P. units. Your customers want these savings in operat- 


A scientific new coiling system* directs the flow of air over, : 
around and through the merchandise so there is no spillage. 
Cooled air is recirculated without loss. This means less running 
time is necessary to operate these new SHERER cases with this 
amazing new coiling system, even with a 14 H.P. condensing unit. 
This is another Sherer first resulting from constant efforts to give 
you refrigerator cases that will sell easier because they perform 
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Marshall, Michigan 
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_ BEER DISPENSERS 


Flo-Control Foam Head Faucets, and 
TURBULATOR COOLING COILS. 


Cool Beer Quicker 


Sold only thru refrigeration dealers. 
Three Half Barrel Models as low as ®2@4,00 


“A CASE OF COOL JUDGMENT” 
No conflicting dealers. 


ENGRS. 


Direct 
Draw 
Stainless Steel 


or Aluminum. 
with 


FOB Factory 


MENOMINEE, 
MICHIGAN. 
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AIR CONDITIONING & REFRIGERATION NEWS, APRIL 3, 1950 


Refrigerator’s ‘Magnetic Door’ Shuts by Itself 


HOW IT WORKS: When the housewife goes to her new G-E refrigerator 
to take out a couple of bottles of milk, she doesn’t have te nudge the door 
shut with her elbow. 


* * 


G-E Refrigerator - - 


(Concluded from Page 1, Column 2) 


under the front of the refrigerator 


so that it is tilted slightly backwards, 
the large fresh-food compartment 
door will automatically close by itself. 
Both doors are opened by a slight 
pull on the handle, which is designed 
so that it can be used from either 
side and by either hand. 

If the homemaker’s arms are 
loaded with food, she can open the 
fresh-food compartment door by step- 
ping on a pedal extending three 
inches from the kick plate at the 
base of the refrigerator. 

With the new ice-cube tray with 
which the magnetic-door refrigerator 
is equipped and which the company 
will subsequently incorporate in other 
models, Miller said that “it is possi- 
ble for the first time to release all 
the cubes with one motion, lift out 
as many or as few as are needed, 
and return the remainder—still in the 
aluminum dividers—to the refrigera- 
tor for use at a later date.” 

The secret of the tray’s operation 
is a lip on the bottom of each di- 
vider in the release mechanism. The 
lips hold the cubes in place so that 
they will not drop out even when 
the dividers are carried. 

Miller said that the fourth feature 
of the refrigerator is a new mount- 
ing for the fruit and vegetable 
drawers. This eliminates the usual 
hard-to-clean runners or guides and 
makes the drawers much easier to 
slide in and out. 

The mounting is a tricycle frame 
equipped with rubber-tired wheels 
which roll along grooves in the 
bottom of the drawers. This keeps 
the drawers from slipping from side 
to side and makes for quieter opera- 
tion. Safety stops prevent the drawers 
from accidentally being pulled all the 
way out, yet permit them to be re- 
moved when desired. 

According to Miller, the new re- 
frigerator will be available in both . 


SECRET: 


Powerful 1-in. Alnico 
magnets, like those held by model, 
line the tough plastic gasket. 


8 and 10-cu. ft. models. The former 
will carry a recommended national 
retail price of $399.75 the latter, 


$449.75. Production will start in the | 


middle of April. 


Fair Trade Suit- - 


(Concluded from Page 1, Column 5) | 


The New York Times, “only to meet 
Macy competition.” 

Richard Weil, Jr., president of 
Macy’s, New York, told the Times he 
is confident the store’s position in 
the General Electric suit is very 
strong. Macy's reportedly obtained 
names, addresses, and details of 
fair-trade price-cutting transactions 
with about 200 discount houses be- 
fore it started matching their prices. 

“It is felt in the trade,” the news- 
paper said, “that Macy’s welcomes 
the G-E suit because it will provide 
a court test for the Feld-Crawford 
Act and the store is confident it can 
strike a telling blow against fair- 
trade legislation which it has opposed 
for years.” 


Is Justified ... 


Low price is justified 


When Low Price 
| 


of good quality and reasonable profits. For 
any other reason and particularly for the 
purpose of driving out competition it is 
pernicious and will inevitably produce de- 


history of American business. Good com- 
petition is wholesome. It should be 


welcomed. 


Seventeen years ago this advertisement ap- 


peared in the News. 


believes in the same 


operates on the same ethical policy. 


UNIVERSB 


J O'VISION NEWPORT 


structive reactions. This is proved by the 
| 

| 

| Today Universal Cooler 
} 

| 

| 


a — 


Marion, Ohio 


only when it permits 


high principles and 


STEEL CORPORATION 


Last week also brought these other 
developments: 

1. Westinghouse Electric Corp. and 
McGraw Electric Co. informed deal- 
ers in the New York metropolitan 
area by letter that they will enforce 
their fair-trade prices. 

2. Sunbeam Corp. obtained a 
temporary restraining order in Fed- 
eral Court here against Master’s, 
Inc., and Charles Appliances, Inc., 
after charging the outlets with vio- 
lating fair-trade contracts on irons, 
toasters, and electric shavers. An 
injunction was sought by Sunbeam. 

3. Similar action was taken by 
General Mills, Inc., against World 
Happiness Products, New York. The 
company accused the dealership of 
selling its automatic irons, steam 
ironing attachment, and automatic 
toaster at less than the fair-traded 
minimums. An interim stay was 
secured. 

4. Landers, Frary & Clark filed an 
injunction suit in New York Supreme 
Court to enjoin a group of dealers 
from selling its “Universal” coffee 
percolators, toasters, and irons below 
minimum fair-trade prices. The court 
signed a temporary restraining order. 
Defendants are: 

Monarch Saphin Co., Inc.; Master's, 
Inc.; Discount Merchandise Corp.; 
Employees Trading Co., Inc.; James 
Gary; Disco, New York, Inc.; Erb 
Electrical Supply, Inc.; Adelman’s 
Gift Shop, Inc.; L. Gabler & Sons, 
Inc.; Brisk Forman Sales Co.; and 
T. S. Alling and Rubin Bragoff. 

5. General Electric was granted a 
temporary injunction restraining Bry- 
ant Sales Co., Inc., New York, from 
selling its fair-traded products below 
the established minimums. 

Commenting on the price-cutting 
situation in its weekly publication, 
the National Appliance & Radio 


Takes Over Brunner 


A. G. ZUMBRUN 
Formerly board chairman and 
executive vice president of Brun- 
ner Mfg. Co., he has been elected 
president. (See story page 1.) 


Dealers Association said: 

“There is some justification for the 
Macy attitude on fair trade. This 
big New York store located in the 
veritable hot-bed of price cutting, 
holds the simple belief that fair trad- 
ing is for all dealers and not just for 
them and a few others in New York. 

“Macy avers that they must com- 
pete with the discount houses which 
openly flaunt the fair trade laws. 
This condition has been brought about 
by the failure or neglect of some 
manufacturers to enforce their fair 
trade agreements. .. .” 


—$_—__ 


Houston Building Pact -. 


(Concluded from Page 1, Colum 3 


Building and Construction Trag, 
Council; and for the Gulf Coast (op. 
struction Employers Counci! by 
Harold Van Buskirk, president. and 
Joe J. Brady, executive secret iry. 

The advertisements promis: the 
public that when dealing wit, tp, 
contractors and unions involvaq it 
will get “a better job, a more ' ee. 
nomical job, finished on or ‘efop, 
the contract completion date.” 

It was hailed by both Jone ang 
Brady as a great improvement! oye, 
“chaotic” conditions that ha 4. 
veloped in the Houston area sing, 
passage of the Taft-Hartley | ¢t. 

Prior to that act, a similar ¢ zree. 
ment had been in existence. Ho ever 
after the act became law, emp yer; 
started dealing with the unio: s jp. 
dividually with the result that cop. 
tract expiration dates began f lling 
on different dates and unions st irteg 
calling individual strikes to e: force 
their demands. 

The air conditioning firms sign. 
ing the master agreement are: 

Air Control Associates, Inc.: Air. 
flow Engineering Corp.; Airtex, Inc.: 
Atlas Air Conditioning Co.; Cv. asta) 
Equipment Co., Inc. 

D. & S. Sales, Inc.; Grezory. 
Edwards, Inc.; H. D. Merrick (o,: 
Natkin & Co.; Royal Air Condition. 
ing Co.; Thermal Engineering (orp,: 
and Way Engineering Co. 


Carvel Incorporates In N. Y. 


NEW YORK CITY — Articles of 
incorporation were filed with the 
office of the secretary of state for 
Carvel Associates, Inc. 
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ditioning CATALOG. 


BUSH WATER COOLING COILS 
Supplied in standardized and matched 
sizes, singly or in combination. Can be 
arranged to fit almost any installation. 


Ontlaal thew ale / 


WRITE FOR CATALOG Write today for the completely 
new 1950 BUSH Commercial and Industrial Air Con- 


BUSH MANUFACTURING COMPANY 


WEST HARTFORD @ 


CONNECTICUT 


= 


BUSH DX COILS These are constructed 
of aluminum fin and tinned copper tube 
with aluminum top and bottom plates 
furnished on all coils. 


BUSH STEAM COILS 
Trouble-free service and 
top efficiency are yours 
with BUSH Standard Steam 
Heating Coils. They're 
available in five standard 
finned heights and variable 
finned lengths, with casings 
to match the corresponding 
direct expension coils. The 
cores are of high quality 
non-ferrous materia's; the 
steel and aluminum -asings 
are protected with zinc 
lead coatings, plus i 
ing coat for extra | 
tion. And they’re c: refully 
tested and accurate! 
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